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DEC  goes 
distributed 
in  NAS  plan 

By  Jim  Brown 

_ Senior  Editor _ 

MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  last  week  un¬ 
veiled  software  and  specifica¬ 
tions  that  offer  developers  two  al¬ 
ternatives  for  building  distrib¬ 
uted  applications  under  its 
Network  Application  Support 
(NAS)  architecture. 

DEC  announced  DECmessage- 
Q,  the  first  commercially  avail¬ 
able  version  of  its  Process  Acti¬ 
vation  and  Message  Support  soft¬ 
ware,  which  the  vendor  previous¬ 
ly  used  to  develop  custom  appli¬ 
cations  for  users. 

The  client/server  software  en¬ 
ables  applications  on  different 
systems  to  establish  peer-to-peer 
'  links  using  electronic  mail-type 
messages.  It  is  being  added  as  a 
component  of  NAS,  a  blueprint 
for  building  network  applications 
for  DEC  and  non-DEC  systems. 

DEC  also  announced  its  Appli¬ 
cation  Control  Architecture 
(ACA),  a  set  of  guidelines  defin¬ 
ing  how  developers  can  use  ob¬ 
ject-oriented  technology  to  build 
links  between  applications  run¬ 
ning  on  different  systems.  ACA 
uses  remote  procedure  calls 
(RPC)  to  enable  an  application 
on  one  system  to  kick  off  a  pro¬ 
cess  on  another. 

DEC  also  said  last  week  it  will 
( continued  on  page  62 ) 


IBM  NetView  users 
will  get  price  relief 

Firm  bows  to  customer  complaints  about  high  cost 
of  moving  to  recently  unveiled  NetView  Version  2. 
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IBM  charts  client/server 
progress,  goals  for  future 


By  Paul  Desmond 

_ Senior  Editor _ 

SOMERS,  N.Y.  —  In  a  recent 
briefing  for  Network  World,  IBM 
executives  outlined  the  progress 
the  company  has  made  in  achiev¬ 
ing  its  client/server  vision  and 
discussed  the  technical  chal¬ 
lenges  that  lie  ahead. 

Officials  of 
IBM’s  Client/ser¬ 
ver  Computing  or¬ 
ganization  say 
they  have  been  aggressively 
preaching  their  gospel  to  other 
IBM  business  units,  which  are 
building  the  product  infrastruc¬ 
ture  upon  which  client/server  ap¬ 
plications  will  be  supported. 
They  say  the  company  has  made 
major  strides  in,  among  other 


things,  developing  key  net  man¬ 
agement  capabilities  as  well  as  a 
distributed  relational  data  base 
architecture  required  to  make 
client/server  a  reality. 

But  work  remains  in  some  ar¬ 
eas  before  IBM  realizes  its  goal  of 
giving  desktop  workstations 
seamless  access  to  resources 
across  an  enter¬ 
prise  net.  Among 
the  capabilities 
that  must  be  pro¬ 
vided  are  data  base  management 
system  enhancements  to  support 
the  integrity  of  distributed  data, 
tools  for  building  client/server 
applications  and  the  client/ 
server  applications  themselves. 

Users  agree  that  those  capabil- 
/ continued  on  page  54 ) 


By  Paul  Desmond 

_ Senior  Editor _ 

WHITE  PLAINS,  N.Y.  —  IBM 
this  week  will  announce  NetView 
price  changes  that  will  make  Ver¬ 
sion  2  of  the  integrated  network 
management  system  less  expen¬ 
sive  than  it  would  have  been  un¬ 
der  a  pricing  scheme  announced 
in  September. 

On  Sept.  5,  IBM  unveiled  Net- 
View  Version  2  along  with  a  new 
packaging  structure  that  gave  us¬ 
ers  the  option  of  buying  central¬ 
ized,  distributed  or  stand-alone 
NetView  components.  But  many 
users,  particularly  those  with 
large  networks  supporting  multi¬ 
ple  mainframes,  complained  that 
pricing  for  the  components 
meant  that  an  upgrade  to  Version 
2  would  cost  them  substantially 
more  than  Version  1 . 

IBM  plans  to  remedy  that  to¬ 
morrow  when  it  announces  a 
new  packaging  and  pricing  struc¬ 
ture  for  NetView  Version  2,  initial 
releases  of  which  are  due  out  late 
this  month.  Version  2  includes 
enhancements  such  as  an  OS/2- 
based  graphical  interface,  LU  6.2 
support  and  new  automation  fea¬ 
tures. 

Actual  prices  under  the  new 
plan  were  not  available  last  week 
because  they  had  not  been  final¬ 


ized.  But  sources  close  to  IBM 
said  users  that  might  have  paid  as 
much  as  60%  more  under  the 
original  pricing  plan  will  now  pay 
only  1 5%  to  20%  more  for  Ver¬ 
sion  2  than  Version  1. 

That  was  welcome  news  to 
customers  such  as  The  Travelers 
( continued  on  page  59) 
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Test  shows  wide  range  of 
fax  server  performance 

By  Charles  Hanes  Fax  capabilities  can  be  pro- 

Speciai  to  Network  World  vided  through  fax  cards  for  indi- 

Convenience  —  that’s  the  vidual  personal  computers,  of 
main  reason  facsimile  servers  course.  But  fax  servers  have  a 
have  surged  in  populari-  big  advantage  over  fax 

ty  in  recent  months.  ^  cards.  They  reduce  the 

But  there’s  another  P*'  »  axt  1$^  number  of  circuits 
reason:  Fax  servers  |j|  needed  to  hook  up 

unite  two  popular  Af  TEST  A  individual  person- 
technologies  —  lo-  SERIES  A1  comPuter  fax 
cal-area  networks  cards, 

and  facsimile  ma-  For  this  article,  sev- 

chines.  en  fax  server  products 

Without  fax  connectivity,  were  examined.  The  objective 
LAN  users  have  to  print  out  their  of  the  test  was  to  compare  the 
documents  and  then  wait  in  line  fax  servers’  performance  in 
at  the  fax  machine.  ( continued  on  page  58) 


Recognizing  that  many  of  the 
nation’s  largest  corporations  are 
already  locked  into  multiyear 
custom  network  arrangements, 
AT&T  is  gradually  changing  the 
way  it  markets  Tariff  1 2  deals. 

In  an  effort  to  bring  more  cus¬ 
tomers  aboard  while  minimizing 
lead  times  and  its  own  costs, 
AT&T  is  pressing  potential  cus¬ 
tomers  to  buy  existing  Virtual 
Telecommunications  Network 
Service  (VTNS)  options  as  an  al¬ 
ternative  to  developing  new  op¬ 
tions. 

The  carrier  is  also  imposing 
deadlines  on  the  negotiation  and 
finalization  of  Tariff  1 2  deals  to 
reduce  the  time  and  effort  in¬ 
volved  in  establishing  a  custom 
net  arrangement. 

“AT&T  is  most  definitely 
pushing  users  toward  existing 
(continued  on  page  59) 


AT&T  riles  users  over  plan 
to  levy  QualNet  service  fee 

Customers  contend  they  have  to  pay  hefty  charge 
for  services  they  previously  received  for  free. 


By  Wayne  Eckerson 

_ Senior  Editor _ 

Network  managers  at  many 
large  companies  are  upset  at 
AT&T’s  recent  efforts  to  begin 
charging  for  network  manage¬ 
ment  services  that  customers 
claim  they  currently  get  for  free. 

In  September,  AT&T’s  Busi¬ 
ness  Communications  Systems 
unit  announced  QualNet  En¬ 
hanced  Support  Program,  a  fee- 
based  net  management  service 
under  which  AT&T  will  provide 
around-the-clock  monitoring  and 
troubleshooting  of  customers’ 
multivendor  private  branch  ex- 
change-based  networks. 

But  many  AT&T  customers 
have  complained  that  QualNet, 


which  will  cost  them  more  than 
$100,000  annually,  is  essentially 
a  replacement  for  free  service 
they  have  obtained  until  now 
through  AT&T  Business  Commu¬ 
nications  Services’  Customer 
Network  Support  (CNS)  centers. 

The  CNS  centers  provide  re¬ 
mote  monitoring  and  trouble¬ 
shooting  of  customers’  AT&T 
Electronic  Tandem  Networks 
(ETN)  and  hybrid  voice  nets. 
AT&T  recently  informed  CNS  us¬ 
ers  that  it  will  be  shutting  down 
the  facilities  on  Dec.  31,  leaving 
customers  with  little  choice  but  to 
subscribe  to  QualNet. 

“It’s  either  this  new  expanded 
service  or  no  service  at  all,”  said 
( continued  on  page  60 ) 


EC  plan  promises  to  relax 
restrictions  on  private  nets 

Would  eliminate  arduous  rules  in  Common  Market. 


By  Barton  Crockett 

_ Senior  Editor _ 

BRUSSELS,  Belgium  —  The 
European  Commission  has  nearly 
completed  a  proposal  that  would, 
if  adopted,  eliminate  virtually  all 
regulatory  and  technical  restric¬ 
tions  on  the  construction  of  pri¬ 
vate  networks  within  Common 
Market  countries. 

The  regulatory  initiative, 
called  “A  Council  Directive  on 
the  Application  of  Open  Network 
Provision  to  Leased  Lines,”  is  ex¬ 
pected  to  propose  rules  that  will 
require  Common  Market  carriers 
to  base  prices  for  leased  lines  on 
cost,  support  pan-European  one- 
stop  shopping  plans,  eliminate 


restrictions  on  how  leased  lines 
are  used  and  require  carriers  to 
offer  a  standard  set  of  leased-line 
services  and  interfaces  through¬ 
out  the  continent. 

If  implemented  as  a  European 
Community  law,  which  could 
happen  within  a  year,  the  direc¬ 
tive  would  eliminate  onerous 
technical  and  regulatory  restric¬ 
tions  that  have  impeded  the  con¬ 
struction  of  pan-European  pri¬ 
vate  networks. 

Some  Common  Market  carri¬ 
ers,  for  example,  prohibit  users 
from  running  low-speed  circuits 
to  a  hub  in  another  country  when 
that  traffic  is  to  be  concentrated 
( continued  on  page  62 ) 


US  Sprint  preps  upgraded 
Insite  net  mgmt.  system 


By  Bob  Brown 

_ Senior  Editor _ 

KANSAS  CITY,  Mo.  —  US 
Sprint  Communications  Co.  next 
month  is  expected  to  announce 
Insite  II,  the  second  generation 
of  its  network  management  sys¬ 
tem  that  will  enable  users  to  con¬ 
trol  most  US  Sprint  services. 

US  Sprint  will  offer  Insite  II, 
which  will  provide  far  greater 
functionality  than  its  predeces¬ 
sor,  Insite  I,  in  phases  throughout 
1991,  according  to  documents 
obtained  by  Network  World. 

Introduced  in  July  1989,  In¬ 
site  I  enables  customers  to  moni¬ 
tor  and  administer  US  Sprint  Vir¬ 
tual  Private  Network  (VPN), 
UltraWATS  and  UltraWATS  800 


dedicated  access  services  from  an 
on-site  IBM  Personal  Computer 
XT,  AT  or  compatible. 

With  Insite  II,  users  can  moni¬ 
tor  all  US  Sprint  services,  with  the 
exception  of  Integrated  Services 
Digital  Network  offerings,  from  a 
single  Apple  Computer,  Inc.  Mac¬ 
intosh  workstation  supporting  X 
Window  System  and  the  Open 
Software  Foundation’s  Motif 
graphical  user  interface. 

A  US  Sprint  spokeswoman 
confirmed  plans  to  announce  In¬ 
site  II,  saying  it  will  likely  be  in¬ 
troduced  at  the  Communication 
Networks  ’91  conference  in  late 
January  in  Washington,  D.C. 

Insite  II  comprises  modules 
( continued  on  page  59) 


Briefs 


Domino’s  orders  VPN  net.  US  Sprint 
Communications  Co.  last  week  said  it  has  received  a 
three-year,  $11  million  contract  from  Domino’s 
Farm  Services,  a  subsidiary  of  Domino’s  Pizza,  Inc., 
for  a  nationwide  virtual  private  net. 

US  Sprint’s  Virtual  Private  Network  (VPN)  ser¬ 
vice  will  link  1,500  corporate-owned  Domino’s  Piz¬ 
za  stores,  an  unspecified  number  of  franchises,  the 
company’s  headquarters  in  Ann  Arbor,  Mich. ,  1 2  re¬ 
gional  offices  and  30  supply  warehouses.  The  com¬ 
pany  hopes  eventually  to  expand  the  network  to  in¬ 
clude  337  stores  and  13  supply  warehouses  abroad. 
US  Sprint  and  Domino’s  Farm  Services  said  the  con¬ 
tract  is  the  beginning  of  a  strategic  alliance  under 
which  the  two  companies  will  test  and  develop  Inte¬ 
grated  Services  Digital  Network  applications. 

Separately,  US  Sprint  last  week  announced  two 
other  VPN  contracts,  one  with  Dayton,  Ohio-based 
Reynolds  and  Reynolds  Co.  and  the  other  with  En¬ 
glewood,  Colo.-based  Cellular,  Inc.,  for  undisclosed 
amounts. 

NCR  rejects  AT&T  offer.  Dayton,  Ohio, 
computer  maker  NCR  Corp.  last  week  rejected 
AT&T’s  $90-a-share  cash  bid,  setting  the  stage  for  a 
possible  proxy  battle  with  AT&T  for  control  of 
NCR’s  board  of  directors. 

If  NCR  does  not  find  a  white  knight  suitor  to  res¬ 
cue  it  from  AT&T,  analysts  said  NCR  can  probably 
hold  out  only  about  five  months  before  AT&T  ob¬ 
tains  a  special  meeting  of  NCR  shareholders  to  vote 
out  the  board. 

Recognizing  that,  NCR  last  week  filed  a  lawsuit  in 
U.S.  District  Court  for  the  Southern  District  of  Ohio 
alleging  that  AT&T  filings  in  its  offer  are  “false,  ma¬ 
nipulative  and  misleading.” 

AT&T,  meanwhile,  has  garnered  support  from  a 
number  of  banks  that  said  they  would  be  willing  to 
fund  AT&T’s  attempt  to  take  over  NCR. 

Billing  that  makes  cents.  AT&T  last  week 
announced  that,  beginning  in  February,  it  will  bill 
some  900  services  by  the  second  rather  than  round¬ 
ing  to  the  minute. 

The  new  billing  policy,  which  AT&T  called  a  first 
for  the  900  services  industry,  will  pertain  to  AT&T 
MultiQuest  Interacter  and  AT&T  MultiQuest  HICAP 
services. 

After  an  initial  charge  for  a  minimum  of  30  sec¬ 


onds,  or  1 5  cents  per  call,  the  business  customers 
providing  the  900  service  will  be  billed  by  AT&T  in 
one-second  increments  at  0. 5  cent  per  second,  rath¬ 
er  than  the  previous  30  cents  for  the  first  minute 
and  25  cents  for  each  additional  minute. 

Mexican  gov’t  sells  TelMex.  The  Mexi¬ 
can  government  last  week  selected  a  consortium  of 
three  companies,  including  Southwestern  Bell 
Corp.,  to  take  over  control  of  the  country’s  monop¬ 
oly  carrier,  Telefonos  de  Mexico  S.A.  (TelMex). 
Southwestern  Bell,  France  Telecom  and  the  diversi¬ 
fied  Mexican  company  Grupo  Carso  will  pay  the 
Mexican  government  $1.76  billion  for  a  20.4% 
stake  in  the  carrier  that  represents  a  majority  of  the 
full  voting  stock.  The  new  owners  will  be  required  to 
significantly  upgrade  TelMex’s  network  and  service 
by  increasing  the  number  of  access  lines  by  12%  a 
year  for  the  next  five  years. 

Hughes  claims  cellular  advance. 

Hughes  Aircraft  Co.,  a  subsidiary  of  GM  Hughes 
Electronics  Corp.,  last  week  announced  its  entry 
into  the  cellular  communications  market  with  new 
digital  cellular  products  and  services  based  on  a  pro¬ 
prietary  transmission  technique.  The  company  said 
its  new  digital  network  and  switching  equipment 
provide  a  fifteenfold  increase  in  capacity  over  exist¬ 
ing  analog  cellular  networks  due  to  the  use  of  Ex¬ 
tended  Time  Division  Multiple  Access  (E-TDMA),  a 
proprietary  transmission  scheme. 

E-TDMA  increases  radio  cell  capacity  by  using 
digital  signal  processing  to  increase  the  number  of 
telephone  conversations  within  a  typical  cell.  In  ad¬ 
dition,  the  Hughes  products  use  distributed  con¬ 
trolled  switching,  in  which  call  control  functions 
such  as  switch  matrix  controls,  translations  and  re¬ 
source  management  are  distributed  among  several 
processors  instead  of  a  single  unit.  This  helps  pro¬ 
tect  against  massive  outages  when  a  single  switch 
fails  and  reduces  capacity  limitations  because  multi¬ 
ple  switches  process  calls. 

E-TDMA  also  eliminates  three  major  problems 
that  currently  plague  mobile  telephone  transmis¬ 
sion:  static,  loss  of  signal  in  passing  from  cell  to  cell 
and  failure  to  obtain  connections  due  to  jammed  re¬ 
lays.  E-TDMA  exceeds  recently  approved  industry 
goals  that  call  for  tripling  the  capacity  of  existing 
cellular  networks,  Hughes  said. 
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The  DataComm 
552  For  FT-1. 

The  DataComm 
551  For  T-l. 
Adaptable  Choices 
That  Save  You  Money. 

In  today’s  dynamic  networking 
environment,  the  ability  to  adapt 
and  choose  is  key  to  saving  money. 

The  DataComm  552  DSU  offers 
an  economical,  flexible  interface  to 
all  Fractional  T-l  services.  It  has  two 
terminal  ports,  each  of  which  operates 
from  56  Kbps  to  1.536  Mbps,  plus  a 
T-l  cascade  port  for  drop-and-insert 
applications.  This  means  that  you  can 
take  full  advantage  of  the  cost  savings 
available  from  Fractional  T-l. 

You  can  also  choose  the  DataComm 
551,  an  intelligent  CSU.  Either  way, 
you  get  the  flexibility  to  develop  a  cost- 
effective  network,  regardless  of  which 
service  you  choose  -  even  if  yours  is  a 
multi-carrier  environment. 

That’s  because  both  products  auto¬ 
matically  adapt  to  all  three  framing 
formats  -  conventional  D4,  AT&T  ESF 
and  ANSI  ESF.  The  beauty  of  this 
technology  is  that  it  eliminates  the 
hassle  of  field  upgrades/retrofits  and 
saves  you  money.  And  you  can  switch 
quickly  between  the  ESF  framing 
formats,  allowing  easier  migration  to 
emerging  digital  service  offerings. 

By  investing  in  either  product,  you 
can  choose  the  most  cost-effective  T-l 
or  FT-1  service  available  today  while 
guaranteeing  the  same  flexibility  in  the 
future  as  tariffs  and  market  conditions 
change.  And  to  maximize  network 
up-time,  only  GDC  provides  end-to-end 
individual  DSO  testing  -  even  through  a 
DACS. 

Then  of  course,  there’s 
DataCommonality,  the  classic  packag¬ 
ing  for  which  General  DataComm  has 
long  been  known.  For  high  density 
applications,  these  data  sets  can  be 
integrated  into  a  standard  19-inch  rack 
with  a  host  of  other  networking  products. 
Both  are  also  available  for  standalone 
applications. 

Best  of  all,  they  are  from  GDC, 
the  leader  in  digital  and  high  capacity 
transmission  products.  With  more  than 
150,000  digital  terminations  installed, 
our  networks  are  proven  performers. 
Find  out  more.  No  matter  what  your 
frame  of  reference,  our  digital  data 
sets  adapt  beautifully  into  any 
environment. 

For  the  big  picture,  call  1-800- 
777-4005.  Genera]  DataComm, 
Middlebury,  CT  06762-1299  Telephone; 
(203)  574-1118  Telex:  643357, 

Fax:  (203)  758-8507 


See  The  FAXNeT  Form  on  Page  24 


General  DataComm 


When  it  comes 
networking  solutions, 


on  your  networks  information, 

IBM  offers  the  PS/2  Model  55  LS,  ||J 
a  inedialess  LAN  station  version  £/  IllillB 
of  the  best-selling  Model  55  SX. 

A  cost-efficient  alternative  J 

to  models  with  storage  drives,  $S^w» 

the  Model  55  LS  provides  a  wide  B ■’ 

array  of  effective  management 

controls,  including  enhanced 

data  security,  consistency  in 

software  levels,  central  software  4BIHHIBII 

maintenance  and  central  file  ,  ^ 
backup.  Not  only  is  the 
Model  55  LS  easy  to 

hook  up  (it  comes  ^ - & 

standard  with  a  ®®  . 

Token-Ring  ijgrmt 

Network  or  . - ■^giWI 

Ethernet  adapter),  but  should  you  need  to  modify  yoi 
easy  to  upgrade  with  diskette  and  file  storage  devices. 


Recognizing  the  full  potential  of  networking  is  one  thing — 
actually  realizing  it  is  another.  To  truly  fulfill  that  potential,  every  com 
ponent  of  your  network  needs  to  turn  in  a  great  performance.  That’s 
why  IBM  offers  a  complete  range  of  leading- edge  LAN  products  in 
the  desktop  networking  field — giving  you  the  broadest  range  of  solu¬ 
tions  available  to  continually  advance  your  systems  possibilities. 


Managers  That  Turn  In  A  Great  Performance 


At  the  heart  of  IBM  networking  are  the  members  of  the 
Personal  System/2®  family  that  act  as  high-performance  LAN  servers. 
The  PS/2®  Model  95  XP  486,  IBM’s  sophisticated  new  486™  computer, 
was  especially  designed  to  optimize  network  performance.  The 
Model  95  features  an  Intel  33  MHz  486  processor  or  a  25  MHz  486 
processor  that’s  easily  upgraded  to  33  MHz,  which  quickens  the  pace 
of  your  LAN’s  operations.  For  your  network’s  storage,  not  only  are  the 
Model  95’s  SCSI  hard  files  lightning- quick,  but  the  overall  capacity 
is  truly  impressive — up  to  1.6  gigabytes  internally,  and  up  to  8.96GB 
or  more  with  IBM  PS/2  External  Enclosures.  IBM  also  offers  highly 
efficient,  lower-cost  server  alternatives  with  the  PS/2  Models  80  386 
and  65  SX.  All  of  IBM’s  PS/2  LAN  servers  feature  the  Micro  Channel™ 
architecture,  with  its  32- bit  data  path  and  bus-  jgKtm 

mastering  capabilities.  The  Micro  Channel  ^ 

busmaster  adapters  allow  you  to  expand 
your  network’s  capabilities  by  adding 

multiple  processors — like  adding  \  \ 

“computers”  to  your  computer.  It  |  l  | 

all  amounts  to  highly  reliable  and 
powerful  managers  that  inspire 
the  same  kind  of  performance 

from  the  rest  of  vour  network.  \m 


A  New  Breed  Of  Software 


Software  that  hits  the  ground  running — that’s  our  powerful 
new  OS/2®  V.  1.3,  a  high-performance,  low-cost  software  package 
that  supports  both  DOS  and  OS/2  clients  on  either  a  Token -Ring  or 
Ethernet  Network.  Both  the  new  OS/2  Extended  Edition  V.  1.3  and 
^  LAN  Server  V.  1.3  create  an  environment  that  delivers  improved 


An  Efficient  Way  To 
Bridle  Your  Data. 


Whatever  your  needs  may  be,  IBM 
has  PS/2s  that  can  serve  as  excellent  client 
stations.  And  if  you  want  to  keep  a  tight  rein 


to  advanced 

IBM  leads  the  way. 


performance,  less  memory  requirements,  fewer  DASD 
requirements  and  support  for  Adobe  Type  Manager™ 
fonts.  And  with  support  for  128  DOS  requesters,  LAN 
Server  V.  1 .3  can  provide  significant  cost  benefits  for 
DOS  network  users.  Compatibilities  between  IBM  DOS 
LAN  requester  and  the  current  version  of  Windows®  3.0 
(LAN  Manager  2.0  enhanced)  have  also  been  added, 
capping  off  the  many  ways  IBM  gives  you  greater 
flexibility  in  the  LAN  environment. 

Printing  That’s  The  Best  In  The  Field. 


For  a  great  finish  to  any  project,  IBM  offers  a  full 
range  of  printers  for  client  stations,  as  well  as  the  speedy, 
large -capacity  IBM  LaserPrinter,  an  efficient  printing  station  with 
immensely  attractive  LAN  benefits.  With  a  high- duty  cycle  and  fewer 
parts  for  fewer  breakdowns,  it  offers  extremely  reliable  printing  while 
still  boasting  a  10-ppm  printing  speed.  The  optional  paper  bins  allow 
for  more  efficient  collation,  so  there’s  no  need  to  visit  and  rearrange 
the  printing  station  prior  to  the  particular  job.  You  can  also  easily 
and  inexpensively  upgrade  to  Adobe  PostScript?  It  all  adds  up  to 
a  range  of  complete,  reliable  printing  solutions  that  can  handle  the 
kind  of  workload  that  any  network,  large  or  small,  can  generate. 

Step  Up  The  Pace  With  Token-Ring  Network. 

To  optimize  the  link  between  your  LAN  server  and  client  sta¬ 
tions,  you  need  a  hardware  connection  that  gives  you  access  to 
departmental  and  company  data,  as  well  as  communication  with 
your  co-workers — in  other  words,  you  need  access  to  a 
winners  circle:  the  IBM  Token-Ring  Network, 
the  winner  four  years  running  of  the 
PC  World  Magazine  World  Class 
Award.  Its  a  reliable  and  flexible 
networking  solution,  one  of 


. 


the  only  connections  with  a 
data  transfer  rate  of  up 
to  16MB  per  second. 


You  can  also  diagnose,  isolate  and  correct  prob¬ 
lems  in  one  section  of  your  LAN  without  affecting  the 
rest  of  your  network.  A  system  you  can  build  on,  IBM 
Token -Ring  Network  provides  a  reliable  connection 
that’s  as  strong  as  your  need  to  keep  in  constant  touch 
with  the  people  and  information  around  you. 

Communicate  With  Horses 
Of  A  Different  Color. 

Of  course,  IBM  provides  you  with  several  ways  not 
only  to  connect  your  PS/2  LAN  to  a  multitude  of  mid¬ 
range  and  mainframe  systems,  but  also  to  communicate 
with  non-IBM  systems  as  well.  To  conduct  transactions 
such  as  hotel  reservations,  car  rental  and  credit  card  authorization, 
an  IBM  communications  adapter  such  as  the  IBM  ARTIC  Portmaster 
Adapter /A  busmaster  card,  with  the  proper  communciations  soft¬ 
ware,  can  link  your  PS/2  with  other  companies’  computers.  With  an 
Ethernet  adapter,  you  can  also  connect  to  most  Ethernet  LANs.  The 
integrated  communications 
options  of  IBM  OS/2  Extended 
Edition  software  can  also  allow 
your  PS/2  to  send  mail,  transfer 
files  and  access  applications 
on  other  systems  concurrently. 

So  it’s  easy  to  benefit  from  the 
strengths  of  an  IBM  network 
while  still  having  access  to  the 
rest  of  the  computing  world. 

With  the  many  compo¬ 
nents  that  constitute  a  Local  Area  Network,  it’s  plain  to  see  why  a 
LAN  is  only  as  strong  as  its  weakest  link.  That’s  why  the  IBM  total 
LAN  solution — LAN  servers,  workstations,  networking  software, 
printing  stations  and  Token-Ring  Network — is  simply  without  peer: 
because  there  are  no  weak  links.  To  find  out  how  IBM  can  keep  your 
network  ahead  of  the  pack,  contact  your  IBM  Authorized 
Remarketer  or  IBM  marketing  representative.  For  a  remarketer 
near  you,  call  1  800  272-3438. 


How  re  you 
going  to  do  it? 

PS/2  it! 


IBM.  Personal  System/2.  PS/2  and  OS/2  are  registered  trademarks  and  Micro  Channel  is  a  trademark  of  International  Business  Machines  Corporation  486.  386  and  SX  are  trademarks  of  Intel  Corp 
Windows  is  a  registered  trademark  of  Microsoft  Corporation  Adobe  PostScript  is  a  registered  trademark  and  Adobe  Type  Manager  is  a  trademark  of  Adobe  Systems.  Inc.  ©  1990  IBM  Corp 


FCC  provisioning  proposal 
mirrors  Computer  III  rules 

Sets  guide  for  RBHCs  offering  enhanced  services. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  The 
FCC  last  week  proposed  new  rules 
for  RBHC  provisioning  of  en¬ 
hanced  services  that  are  virtually 
identical  to  those  that  were 
struck  down  in  court  earlier  this 
year  and  vowed  to  move  ahead 
with  its  Open  Network  Architec¬ 
ture  (ONA)  plan. 

The  rules,  which  were  summa¬ 
rized  at  a  public  meeting  here, 
outline  accounting,  operational 
and  administrative  procedures 
the  regional  Bell  holding  compa¬ 
nies  must  follow  in  offering  en¬ 
hanced  services. 

The  Federal  Communications 
Commission’s  proposal  mirrors 
its  1986  Third  Computer  Inquiry 
decision,  which  was  overturned 
earlier  this  year  by  a  federal  ap¬ 
peals  court  in  California.  That  de¬ 
cision  allowed  the  RBHCs  to  be¬ 
gin  offering  enhanced  services 
through  their  telephone  units, 
rather  than  through  separate 
business  units  as  had  previously 
been  required. 

In  addition,  the  FCC  is  also 
taking  up  the  controversial  ques¬ 
tion  of  states’  rights,  raised  by  the 
court,  which  found  that  the  agen¬ 
cy  had  preempted  state  control 
over  enhanced  services. 

The  agency  said  it  will  issue 
guidelines  that  establish  bound¬ 
aries  between  state  and  federal 
jurisdiction  over  enhanced  ser¬ 
vices.  Although  the  FCC  provided 


no  details,  it  said  the  guidelines 
would  enable  the  agency  to  pre¬ 
empt  state  regulation  if  state 
rules  “thwart  or  impede  the  fed¬ 
eral  policy  of  permitting  carriers 
to  provide  interstate  enhanced 
services  on  an  integrated  basis 
with  basic  services.” 

Even  though  its  Computer  III 
rules  did  not  meet  legal  muster 
once  before,  the  FCC  said  it  thinks 
it  can  collect  enough  evidence  to 
justify  them  now.  Agency  offi¬ 
cials  said  a  healthy  enhanced  ser¬ 
vices  industry  will  benefit  users 
by  spurring  additional  network 
investment  and  availability  of 
new  services,  and  vowed  to  press 
forward  with  previous  policies. 

“We  are  sending  a  clear  mes¬ 
sage  that  an  advanced  and  ser¬ 
vice-rich  network  is  one  of  the 
principal  objectives  of  the  FCC,” 
said  Alfred  Sikes,  the  agency’s 
chairman. 

Regardless  of  the  outcome  of 
its  enhanced  services  proposal, 
the  FCC  unanimously  voted  to 
proceed  with  its  ONA  initiative. 
Under  ONA,  the  RBHCs  must  give 
rival  providers  of  enhanced  ser¬ 
vices  the  same  level  of  service 
quality  and  pricing  they  give  their 
own  operations.  The  RBHCs  must 
also  unbundle  transmission  of¬ 
ferings  so  that  competitors  can 
purchase  only  the  features  they 
need. 

The  FCC  claims  that  its  ONA 
plan  was  not  affected  by  the  court 
decision. 


In  June,  a  federal  appeals 
court  said  the  FCC  had  failed  to 
compile  enough  evidence  to  justi¬ 
fy  its  Computer  III  decision  and 
had  improperly  sought  to  regu¬ 
late  intrastate  enhanced  services. 
The  FCC  claims  that  the  court  ob¬ 
jected  to  the  way  in  which  it 
reached  its  Computer  III  deci¬ 
sion,  rather  than  to  the  decision 
itself,  and  vowed  to  press  ahead. 

The  FCC  proposal  unveiled 
last  week  also  added  some  new 
safeguards  to  protect  against 
RBHCs  cross-subsidizing  their  en¬ 
hanced  service  operations  with 
telephone  revenue.  As  in  the  ear¬ 
lier  decision,  the  RBHCs  must  file 
annual  cost-allocation  manuals 
showing  expenses  for  telephone 
and  enhanced  services. 

The  primary  difference  be¬ 
tween  the  Computer  III  rules  and 
the  new  proposal  is  the  addition 
of  stronger  auditing  require¬ 
ments  to  guard  against  cross-sub¬ 
sidies.  Cost-allocation  manuals 
will  be  reviewed  annually  by  an 
independent  auditor,  but  the  FCC 
will  impose  stricter  requirements 
on  the  auditors. 

With  the  strengthening  of  its 
accounting  safeguards,  Sikes  and 
other  FCC  officials  said  they  are 
confident  the  agency  can  demon¬ 
strate  that  there  is  little  risk  in  al¬ 
lowing  the  telephone  companies 
to  offer  enhanced  services 
through  their  telephone  opera¬ 
tions. 

However,  FCC  Commissioner 
Ervin  Duggan  expressed  some 
reservation  about  the  proposal. 

“Certainty  should  be  justified 
by  experience  and  not  by  hope, 
and  I  am  troubled  by  the  high  de¬ 
gree  of  certainty  expressed  in  ar¬ 
eas  where  we  don’t  have  a  track 
record,”  Duggan  said.  □ 


Patent  Office  turns  down 
Soderblom  claims,  again 

By  Bob  Brown 

Senior  Editor 


WASHINGTON,  D.C.  —  The 
U.S.  Patent  and  Trademark  Office 
last  week  issued  its  strongest  and 
broadest  rejection  yet  of  key 
claims  within  Olof  Soderblom’s 
1984  token-passing  patent. 

The  Patent  Office  reaffirmed 
an  action  issued  in  July  in  which  it 
determined  that  the  closed-loop 
token-passing  scheme  on  which 
the  IEEE  802.5  token-ring  stan¬ 
dard  is  based  was  invented  by 
AT&T  Bell  Laboratories  engi¬ 
neers  in  the  1960s,  not  Soder¬ 
blom  (“Patent  Office  sticks  by  its 
Soderblom  patent  ruling,”  NW, 
Aug.  20). 

Repeat  request 

Even  though  the  Patent  Office 
rejected  key  claims  in  Soder¬ 
blom’s  patent  during  the  sum¬ 
mer,  a  repeat  request  for  reex¬ 
amination  was  filed  on  behalf  of 
an  anonymous  vendor. 

The  vendor  was  concerned 
that  the  earlier  rejection  was  not 


based  on  arguments  sound 
enough  to  withstand  Soderblom’s 
inevitable  response  to  the  Patent 
Office. 

In  this  decision,  the  Patent  Of¬ 
fice  rejected  nine  Soderblom  pat¬ 
ent  claims  relevant  to  token  ring, 


stating  in  much  clearer  terms  its 
rationale  for  doing  so. 

The  action  questioned  why 
some  50  vendors  that  are  Soder¬ 
blom  licensees  ever  agreed  to  pay 
royalties.  It  reads  at  one  point: 
“Did  the  licensees  agree  to  the 
Consent  Agreements  due  to  the 
cost  of  litigation  in  an  infringe¬ 
ment  suit  when  weighed  against 
the  cost  of  licensing?” 


According  to  industry  observ¬ 
ers,  the  latest  Patent  Office  action 
could  encourage  token-ring  and 
FDDI  product  vendors  to  discon¬ 
tinue  their  technology  licenses 
with  Soderblom. 

“If  the  Patent  Office  continues 
to  reject  these  claims,  Soderblom 
will  lose  his  ability  to  collect  roy¬ 
alties  and  that  will  cause  the 
prices  of  these  systems  to  be  re¬ 
duced  by  at  least  the  amount  of 
the  royalty  payment,”  said 


Wayne  Harding,  an  attorney  with 
the  Houston  law  firm  of  Arnold, 
White  &  Durkee,  which  requested 
the  patent  reexamination  on  be¬ 
half  of  an  anonymous  vendor. 

Soderblom  has  two  months  to 
respond  to  the  Patent  Office  ac¬ 
tion.  In  a  telephone  interview 
with  Network  World  last  week, 
he  said  he  will  likely  respond  by 
( continued  on  page  59) 
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.f  the  Patent  Office  continues  to  reject  his  claims, 
Soderblom  will  lose  his  ability  to  collect  royalties.” 
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Trade  group  lobbies  for 
key  encryption  standard 


By  Ellen  Messmer 

Washington  Correspondent 

ARLINGTON,  Va.  —  The  Elec¬ 
tronic  Mail  Industry  Association 
last  week  strongly  urged  the  U.S. 
government  to  adopt  a  public-key 
encryption  standard  and  to  lift 
export  restrictions  on  encryption 
products. 

The  225-member  trade  associ¬ 
ation,  asserting  that  failure  to  en¬ 
dorse  a  public-key  encryption 
standard  is  harming  U.S.  compet¬ 
itiveness,  publicly  stated  for  the 
first  time  its  position  before  a 
meeting  of  the  Computer  System 
Security  and  Advisory  Board,  a 
12-member  government/indus¬ 
try  advisory  board  established  by 
Congress. 

Gary  Levine,  chairman  of  the 
trade  association’s  Security  Com¬ 
mittee,  said  public-Jcey  encryp¬ 
tion  systems,  in  which  users  do 
not  have  to  share  the  encrypt/de¬ 
crypt  key,  offer  simpler  key  man¬ 
agement  schemes  than  the  widely 
used  Data  Encryption  Standard 
(DES). 

DES,  which  requires  users  to 
share  a  secret  key  to  encrypt  and 
decrypt  data,  is  the  standard  en¬ 
dorsed  by  the  National  Institute 
of  Standards  and  Technology 
(NIST). 

In  addition,  Levine  explained 
that  public-key  encryption,  un¬ 
like  DES,  technically  enables 


each  encrypted  message  to  re¬ 
ceive  a  digital  signature,  thus  ver¬ 
ifying  the  message’s  sender. 

Digital  signatures  offer  the 
promise  of  providing  a  legally  ac¬ 
ceptable  substitute  for  written 
signatures  required  in  contractu¬ 
al  negotiations  today,  Levine  not¬ 
ed.  “Since  more  and  more  sensi¬ 
tive  information  is  sent  [electron¬ 
ically]  every  day,  it’s  appropriate 
that  we  have  a  public-key  encryp¬ 
tion  standard,”  he  said. 

Although  public-key  encryp¬ 
tion  was  developed  a  decade  ago 
in  the  U.S.,  NIST,  which  is  respon¬ 
sible  for  establishing  national 
standards,  has  failed  to  issue  a 
national  public-key  standard. 

Analysts  blame  tensions  be¬ 
tween  NIST  and  the  National  Se¬ 
curity  Agency  (NSA)  over  nation¬ 
al  security  issues  as  the  main 
reason  for  NIST’s  failure  to  re¬ 
lease  a  standard. 

Observers  allege  that  NSA  is 
fearful  that  widespread  use  of 
public-key  encryption  will  ham¬ 
per  its  intelligence-gathering 
mission.  Both  NIST  and  NSA  are 
reluctant  to  discuss  the  matter. 

The  failure  of  this  country  to 
endorse  a  standard  is  having  seri¬ 
ous  repercussions,  Levine  said. 
Public-key  encryption  systems 
are  not  expected  to  come  into 
widespread  use  until  NIST  sets 
( continued  on  page  61 ) 


User  Alliance  signs  on  as 
part  of  COS,  lays  out  plans 

Hopes  to  increase  its  dues-paying  members. 


By  Ellen  Messmer 

Washington  Correspondent 

MCLEAN,  Va.  —  The  User  Alli¬ 
ance  for  Open  Systems  last  week 
announced  that  the  loosely  knit 
coalition  has  followed  through 
with  its  plan  to  join  the  Corpora¬ 
tion  for  Open  Systems  Interna¬ 
tional  (COS)  and  is  now  a  COS 
user  group. 

The  User  Alliance,  previously 
the  Houston  30,  now  boasts  eight 
official  dues-paying  members, 
and  User  Alliance  leaders  say 
they  hope  to  bring  in  hundreds 
more  in  the  near  future. 

Bud  Huber,  chairman  of  the 
User  Alliance  and  manager  of  ad¬ 
vanced  networking  integration 
for  Hughes  Aircraft  Co.,  said  835 
individuals,  representing  roughly 
the  same  number  of  companies, 
have  supported  the  User  Alliance 
on  an  informal  basis. 

Foreign  companies  account 
for  10%  of  that  number,  said 
Huber,  who  spoke  during  a  brief¬ 
ing  at  COS  headquarters  here. 

“Until  today,  [the  User  Alli¬ 
ance]  was  nothing  but  a  coalition 
of  users,”  Huber  said.  “It  has  be¬ 
come  abundantly  clear  to  all  of  us 


that  this  movement  had  to  be  for¬ 
malized.” 

During  the  past  year,  the  User 
Alliance  burst  into  the  limelight 
as  a  grass  roots  group  of  users 
from  large  corporations  venting 
frustration  at  the  lack  of  vendor 
and  user  support  for  open  sys¬ 
tems  standards. 

Huber,  as  well  as  other  leaders 
in  the  open  systems  movement, 
say  open  systems  will  give  users 
freedom  from  proprietary  ven¬ 
dor  systems,  leading  to  global  en¬ 
terprisewide  computing  and  in¬ 
formation  sharing. 

Because  many  members  in  the 
User  Alliance  deem  open  systems 
implementation  critical  to  their 
company’s  business  success,  User 
Alliance  leaders  have  blasted  the 
slow  pace  of  the  development  of 
Open  Systems  Interconnection 
products  and  the  acceptance  of 
OSI  by  the  majority  of  users. 

But  having  garnered  a  ground 
swell  of  support  from  other  users, 
the  User  Alliance  now  faces  the 
challenge  of  establishing  an  offi¬ 
cial  membership  base  and  acting 
as  an  effective  agent  of  change. 

( continued  on  page  61) 
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SOME  INSIGHT  INTO  THE 
NEW  MICROCOM 
LAN  BRIDGE  PRODUCTS 


modems,  and  is  installed  in  well 


Is  it  too  much  to  ask 
for  a  LAN  bridge  that 
not  only  provides  T1 
and  X.25  data  com¬ 
pression,  but  the 
ability  to  mix  and 
match  local  and 
remote  bridges 
in  a  single  chas¬ 
sis?  Frankly, 
the  answer 
is  yes.  Unless  you 
ask  Microcom.  Because,  in  a  nut¬ 
shell,  that’s  exactly  what  our  latest  release  of  the 
Microcom  LAN  Bridge™  (MLB™)  does.  And,  no  other 
LAN  bridge  on  earth  can  compete. 

First,  some  quick  insight  into  data  com¬ 
pression.  We  practically  invented  it.  In  fact,  the 
Microcom  Networking  Protocol™  (MNP®)  remains 
the  de  facto  standard  for  data  compression  in 
r  1  million  units,  worldwide. 


Now,  we’ve  gone  even  further.  Because  our  T1  compression  feature  provides  up 
to  a  4-to-1  performance  increase  on  any  speed  link  up  to,  and  including,  T1  service. 
Which  translates  to  1.5  Mbps  on  a  386  Kbps  fractional  T1  link,  if  you  want  to  get  techni¬ 
cal,  or  incredibly  high  throughput  if  you  don’t.  Any  way  you  look  at  it,  though,  our  T1  com¬ 
pression  translates  into  unparalleled  performance  without  the  expense  of  T1  service. 

For  your  present  or  future  needs,  we’ve  incorporated  X.25  compression,  as  well. 
In  fact,  we’re  the  only  company  that  offers  an  X.25  compressing  bridge  for  your  multina¬ 
tional  and  private  networks. 

And  now  for  something  completely  different.  The  new  MLB  lets  you  combine 
both  local  and  remote  capabilities  in  a  single  unit  to  handle  both  types  of  traffic.  Which 


FREE  GUIDE 


If  you  arc  in  the 
market  for  LAN 
internetworking 
devices,  you  will 
want  a  copy  of  our 
free  guide  " LAN 
Internetworking 
Options".  Please 
call  ns  now  at  our 
toll  free  number 
1-800-822-8224. 


eliminates  the  need  and  the  expense  of  having  separate  units  in  sites  that  handle  both 
local  and  remote  network  connections.  In  practical  terms,  this  means  you  now  have  the 


MICROCOM  LAN  BRIDGE 
PERFORMANCE  SUMMARY 


Combines  both  local 
and  remote  LAN  bridges 
in  one  unit 


Achieves  4:1  increase  in  data 
transfer  rates  up  to  2  Mbps 

Utilizes  link  speeds  from 
9b 00  bps  to  I  I  rates 

X.25  Data  Compression 

Handles  multiple  wide  area 
and  local  area  connections 

Expandable  architecture  for 
easy  upgrades 


option  of  killing  two  birds  with  one  stone. 


Now,  a  quick  word  on  a  very  important  topic:  network  management.  You 
need  it.  Which  is  why  the  MLB  also  features  our  new  Microcom  Management 
Station™,  a  comprehensive,  SNMP-based  network  management  system  that  con¬ 


trols,  configures,  and  maintains  all  the  bridges  on  your  network. 

One  final  insight.  As  much  as  we’d  like  to  say  our  MLB  outperforms 
any  comparable  LAN  bridge  in  existence  today,  we  honestly  can’t.  Because  there 
aren’t  any. 


Call  1-800-822-8224 


SHOULDN’T  YOU  BE  COMMUNICATING 
WITH  MICROCOM?” 


500  River  Ridge  Drive 
Norwood,  Massachusetts 
02062-5028 
(800)  822-8224 
(617) 551-1000 
FAX:  (617)  551-1968 
TWX:  7103367802 
Microcom  NWD 
Worldwide  Distribution 
International  FAX: 

(617) 551-1007 


See  The  FAXNeT  Form  on  Page  24 

MNP  is  a  registered  trademark  of  Microcom  Systems,  Inc.  Microcom  Networking  Protocol,  Microcom  LAN  Bridge,  MLB  and  Microcom  Management  Station  are  trademarks  of  Microcom  Systems,  Inc.1  Microcom,  Inc.,  1990.  All  Rights  Reserved. 


The  new  HP  EtherTwist  Hub 
takes  the  pain  out  of  networking. 

Running  a  LAN  over  your  phone  lines 
should  be  easy.  But  the  mess  of  cables  on 
the  left  is  the  way  most  Ethernet  LANs 
connect  with  your  wiring  closet:  one 
cable  for  every  PC. 

Hewlett-Packard  has  a  better  way. 


The  HP  EtherTwist  Hub  connects  as 
many  as  12  PCs  into  a  LAN,  using  a  single 
cable.  When  you’re  ready  to  grow,  simply 
plug  in  another  Hub. 

That  way,  you  can  control  your  growth 
in  easy  12  PC  increments,  instead  of 
120.  Or  instead  of  smaller  hubs  that  still 
need  one  cable  linking  every  single 
computer  to  the  wiring  closet. 

Of  course,  the  HP  EtherTwist  Hub 


supports  lOBase-T,  and  is  compatible 
with  Novell  and  LAN  Manager.  So  call 
1  800-752-0900,  Ext.  2006  for 
more  information  on  the  HP  EtherTwist 
LAN.  You’ll  see  how  HP  has  turned  a 
difficult  choice  into  a  very  easy  one. 

HEWLETT 
W!HM  PACKARD 


INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


“ 

f  the  NCR 
salesman  can  add 
AT&T’s  products  and 
services  to  his  sales 
portfolio  and  sell  it  as 
a  turnkey  network 
solution,  then  I  think 
that  might  succeed.  If 
AT&T  tries  to  sell 
computers,  they  will 
fall  flat  on  their 
faces.” 

Duncan  Hare 

Program  director 
for  global  network  strategies 
Meta  Group 
Westport,  Conn. 


eople  & 
Positions 

MCI  Communications 
Corp.’s  Eastern  Division  has 
named  Howard  Taylor  to 
the  newly  created  position  of 
vice-president  of  national  ac¬ 
counts. 

Taylor  will  direct  the  com¬ 
pany’s  sales  and  marketing 
program  for  commercial,  car¬ 
rier  and  state  government  ac¬ 
counts  in  the  New  York  and 
New  England  regions. 

Previously,  Taylor  was 
vice-president  of  sales  for 
Quotron  Systems,  Inc.,  a  sup¬ 
plier  of  on-line  financial  infor¬ 
mation  to  the  securities  indus¬ 
try. 

MCI’s  Eastern  Division  is 
one  of  the  company’s  four 
geographic  divisions. 

Mary  Coleman  has  been 
named  vice-president  of  mar¬ 
keting  at  McData  Corp.,  a 
Broomfield,  Colo.,  manufac¬ 
turer  of  local-area  network- 
to-mainframe  communica¬ 
tions  devices,  channel  exten¬ 
ders  and  other  network 
equipment. 

She  will  be  responsible  for 
directing  all  aspects  of  Mc- 
Data’s  marketing  efforts,  in¬ 
cluding  product  marketing, 
distribution  strategies  as 
well  as  other  marketing  pro¬ 
grams. 

Previously,  Coleman  was 
cofounder  and  vice-president 
(continued  on  page  10) 


EDS  boosts  vertical  and 
horizontal  market  skills 

Vendor  hopes  to  turn  expertise  into  more  sales. 


By  Bob  Brown 

_ Senior  Editor _ 

DALLAS  —  Electronic  Data 
Systems  Corp.  (EDS)  has  been  on 
a  roll  this  year,  signing  up  new 
customers  and  forming  strategic 
partnerships  that  promise  to  gen¬ 
erate  billions  of  dollars  in  reve¬ 
nue  for  years  to  come. 

But  more  importantly,  EDS’ 
successes  are  providing  the  $6 
billion  systems  integration  and 
facilities  management  pioneer 
with  diverse  vertical  market  ex¬ 
pertise  that  it  hopes  to  turn  into 
marketable  systems  integration 
skills. 

This  is  particularly  true  in 
cases  where  a  customer,  such  as 
Cummins  Cash  and  Information 
Services,  Inc.  (CCIS),  transfers 
information  systems  (IS)  and 
networking  staff  to  EDS  as  part  of 
the  deal.  As  a  result  of  such  wins, 
EDS  makes  itself  more  attractive 
to  other  users  within  those  verti¬ 
cal  industries. 

“We  have  the  expectation  that 
our  people  know  as  much  about 
the  customer’s  business  as  they 
do  about  technology,”  said  Barry 
Sullivan,  director  of  corporate 
marketing  for  EDS. 

During  the  past  few  months, 
the  General  Motors  Corp.  subsid¬ 


iary  has  won  substantial  systems 
integration  contracts  in  the  ener¬ 
gy,  transportation  and  govern¬ 
ment  sectors,  among  others.  It 
has  also  formed  strategic  alli¬ 
ances  with  ASK  Computer  Sys¬ 
tems,  Inc.,  a  maker  of  software 
for  the  manufacturing  industry, 
and  Compression  Labs,  Inc.,  a 
vendor  of  videoconferencing  and 
other  equipment. 

“EDS’  growth  strategy  is  and 
has  been  centered  primarily 
around  sales  to  new  customers, 
but  we  also  like  to  expand  our  re¬ 
lationships  with  our  7,000  exist¬ 
ing  customers”  by  broadening 
the  company’s  horizontal  service 
offerings,  Sullivan  said. 

By  focusing  on  vertical  mar¬ 
kets  and  enriching  its  technical 
expertise  via  strategic  partner¬ 
ships,  EDS  is  attempting  to  differ¬ 
entiate  itself  from  a  growing  pack 
of  systems  integration,  facilities 
management  and  outsourcing  ri¬ 
vals  that  include  IBM  and  Digital 
Equipment  Corp. 

EDS  officials  said  the  primary 
mission  of  its  rivals,  for  the  most 
part,  is  selling  products.  Focusing 
on  their  customers’  businesses  is 
of  lesser  concern. 

“EDS  [pioneered]  this  [sys- 
( continued  on  page  10) 


INDUSTRY  BRIEFS 


Novell  attributes  growth  to  software.  Novell,  Inc. 
last  week  reported  revenue  of  $497.5  million  for  fiscal  year 
1990,  which  ended  Oct.  27.  That  amount  reflected  an  18% 
increase  over  1989  revenue  of  $421.9  million.  Novell’s  net 
income  for  1990  was  $94.3  million,  a  94%  increase  over 
1989’s  income  of  $48.5  million. 

The  local-area  network  vendor’s  fourth-quarter  1990  reve¬ 
nue  was  $140.5  million,  a  27%  increase  compared  to  the 
corresponding  period  in  1989-  Fourth-quarter  net  income 
jumped  to  $32.6  million,  compared  with  $14.3  million  in  1989- 

Ray  Noorda,  Novell’s  chairman,  president  and  chief  executive 
officer,  attributed  the  company’s  growth  to  strong  sales  of 
software  products,  in  particular  the  success  of  the  NetWare  386 
network  operating  system,  which  grossed  more  than  $90 
million  in  sales  during  its  first  year  of  availability. 

Novell’s  gradual  phasing  out  of  its  hardware  products  and  its 
increased  success  in  international  markets  added  to  its  out¬ 
standing  year,  Noorda  said. 

Partnership  to  develop  IBM  3270  application. 

Dallas-based  Harris  Adacom  Corp.  last  week  announced  an 
agreement  with  Mountain  View,  Calif. -based  Network  Computing 
Devices,  Inc.  under  which  the  two  companies  will  jointly 
develop  software  to  provide  IBM  3270  terminal  emulation  for 
Network  Computing  Devices’  X  terminal,  which  is  designed  to 
run  the  industry-standard  X  Window  System  graphical  user 
interface. 

The  jointly  developed  software  will  enable  the  terminal  user 
to  access  an  IBM  mainframe  over  an  Ethernet  local-area 

( continued  on  page  10) 


Hub  and  bridge/router  vendors  team  up 


•  March  •  ■  , 


SynOptics  Communications,  Inc.  signs  agreement  with  Retix  under  which 
SynOptics  will  sell  remote  and  local  Ethernet  bridge  modules  based  on 
Retix  technology. 


* 

-  --  - 


Cabletron  Systems,  Inc.  and  cisco  Systems,  Inc.  agree  to  codevelop  router 
module  based  on  cisco  Systems  technology  to  plug  into  Cabletron’s  Multi 
Media  Access  Center  hub. 


SynOptics  signs  joint  technology  agreement  with  cisco  Systems  to  incor¬ 
porate  cisco  Systems  router  technology  into  SynOptics’  LattisNet  hub. 

Chipcom  Corp.  signs  codevelopment  agreement  with  cisco  Systems  for 
routing  module  designed  for  Chipcom’s  ONLine  System  Concentrator. 

Hewlett-Packard  Co.,  which  sells  wiring  hubs  as  part  of  its  EtherTwist 
product  line,  announced  OEM  and  technology  transfer  agreement  with 
Wellfleet  Communications,  Inc.,  a  maker  of  multiprotocol  routers. 


•  November  • 


Ungermann-Bass,  Inc.  announces  that  it  will  resell  Advanced  Computer 
Communications’  Series  4000  bridge/routers  for  use  with  its  Access/One 
hubs.  ACC  is  also  developing  bridge/routing  module  for  Access/One. 

David  Systems,  Inc.  signs  agreement  with  Retix  whereby  David  Systems 
will  resell  Retix  2265  and  2265M  Local  LAN  Bridges. 


3Com  Corp.  announces  it  will  resell  SynOptics’  LattisNet  hubs  and  develop 
routing  capabilities  for  it,  possibly  based  on  3Com  NetBuilder  routers. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


Hub,  internet  firms 
profit  by  partnering 

Wiring  hub  vendors  team  with  bridge  and  router 
companies  to  broaden  capabilities  of  products. 


By  Bob  Brown 

_ Senior  Editor _ 

Intelligent  wiring  hub  vendors 
have  entered  into  a  series  of  stra¬ 
tegic  relationships  with  LAN  in¬ 
ternetworking  suppliers  over  the 
past  year  to  broaden  the  capabili¬ 
ties  of  their  products. 

By  partnering  with  companies 
that  provide  router  and  bridge 
functions,  wiring  hub  makers  are 
able  to  offer  users  the  ability  to 
consolidate  several  local-area 
network  functions  into  one  site 
and  manage  them  from  a  single 
network  management  package. 

The  agreements  have  become 
attractive  to  internetworking 
suppliers  because  the  suppliers 
get  a  guaranteed  base  of  users  to 
whom  they  can  pitch  their  prod¬ 
ucts.  In  exchange,  the  inter¬ 
networking  vendors  develop  a 
board-level  implementation  of  a 
bridge  or  router  designed  to  fit  in 
a  specific  wiring  hub  vendor’s 
hub. 

Meeting  user  needs 

The  spate  of  partnerships 
crafted  over  the  past  year  indi¬ 
cate  that  internetworking  ven¬ 
dors  recognize  user  demands  to 
centralize  network  devices  in  the 
wiring  closet  instead  of  buying 
more  expensive  stand-alone  de¬ 
vices,  according  to  Tom  Erickson, 
a  research  analyst  at  the  invest¬ 
ment  firm  of  Wessels,  Arnold  & 
Henderson  in  Minneapolis. 

The  pacts  also  provide  inter¬ 
networking  vendors  with  access 
to  a  market  that  is  expected  to 


grow  50%  annually  through 
1993,  Erickson  said. 

Roger  Bertman,  vice-presi¬ 
dent  of  marketing  at  Ungermann- 
Bass,  Inc.,  which  recently  signed 
a  technical  development  and 
marketing  agreement  with  router 
maker  Advanced  Computer  Com¬ 
munications,  said  the  bottom  line 
is  that  these  agreements  enable 
hub  vendors  to  provide  inter¬ 
networking  products  faster  than 
developing  them  on  their  own. 


T 

JL  hese  agreements 
enable  hub  vendors  to 
provide  internetworking 
products  fast. 

AAA 


“No  one  [vendor]  company  is 
capable  of  delivering  the  technol¬ 
ogy  to  establish  a  LAN-based  cor¬ 
porate  network,”  he  said.  “Rout¬ 
ing  technology  is  very  complex. 
That’s  why  we’re  seeing  so  many 
agreements  between  hub  and 
router  vendors.” 

Hub  vendors,  in  their  effort  to 
bring  more  network  functionality 
into  their  domain,  have  also 
penned  agreements  with  termi¬ 
nal  server  vendors  and  makers  of 
net  analysis  tools  to  develop 
modular  versions  of  their  devices 
( continued  on  page  10) 
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Hub  firms  profit  by  partnering 


continued  from  page  9 

to  be  plugged  into  intelligent 
hubs. 

Not  surprisingly,  the  leading 
hub  and  router  vendors  have 
been  most  active  in  forming  co¬ 
development  and  comarketing 
teams  (see  chart,  page  9). 

Leading  router  vendor  cisco 
Systems,  Inc.,  for  example, 
signed  agreements  in  April  with 
leading  hub  makers  Cabletron 
Systems,  Inc.,  SynOptics  Commu¬ 
nications,  Inc.  and  Chipcom 
Corp.  to  build  routing  modules 
for  their  hubs. 

Meanwhile,  Cabletron  also 
signed  an  agreement  with  Retix,  a 
bridge  maker,  and  SynOptics  re¬ 
cently  agreed  to  let  3Com  Corp. 
resell  its  LattisNet  hubs  in  con¬ 
junction  with  3Com’s  NetBuilder 
routers. 

“The  most  expedient  way  to 
provide  our  customers  with  rout¬ 
ing  within  the  wiring  closet  was  to 
team  up  with  one  of  the  leaders  in 
the  routing  industry,”  said  Chris 
Oliver,  director  of  engineering 
for  Cabletron  Systems.  Oliver 
said  the  module  that  Cabletron  is 
developing  for  its  Multi-Media  Ac¬ 
cess  Center  (MMAC)  with  cisco 
Systems  is  scheduled  to  be  avail¬ 
able  in  the  first  quarter  of  1991  - 

Boon  for  users 

Hub  and  router  vendors  said 


continued  from  page  9 

terns  integration  and  facilities 
management]  business,  but  com¬ 
petitors  have  started  making  in¬ 
roads,”  said  John  Torres,  vice- 
president  of  The  Ledgeway 
Group,  a  Lexington,  Mass.,  mar¬ 
ket  research  firm  specializing  in 
service  and  support  issues. 

“EDS  has  made  up  its  mind  to 
change  the  way  it  does  business, 
and  it’s  been  successful,”  Torres 
said. 

IBM’s  celebrated  contract  win 
last  year  to  run  Eastman  Kodak 


Co.’s  data  center  —  a  bid  that 
EDS  lost  —  made  it  clear  to  EDS 
management  that  revisions  need¬ 
ed  to  be  made  to  the  company’s 
“arrogant  image  and  aging  orga¬ 
nizational  structure,”  Torres 
said. 

The  changes  started  about  a 
year  ago,  when  the  company 
formed  38  strategic  business 
units,  23  of  which  are  focused  on 
vertical,  non-GM  markets.  The 
units  are  headed  by  presidents 
that  have  the  freedom  to  sign  new 
business  deals  at  their  discretion 
and  have  separate  profit  and  loss 


their  agreements  significantly 
benefit  end  users. 

“Ultimately,  better  network 
management  is  the  primary  con¬ 
cern,”  Erickson  said. 

Initially,  hub  and  router  ven¬ 
dors  are  enabling  users  to  man¬ 
age  routers  and  hubs  from  a  cen¬ 
tral  net  management  station 
using  Simple  Network  Manage¬ 
ment  Protocol  (SNMP)  hooks 
built  into  the  net  devices,  Erick¬ 
son  said. 


They  are  also  working  to  inte¬ 
grate  one  another’s  devices  more 
fully  under  their  own  net  man¬ 
agement  systems,  which  may 
provide  even  more  sophisticated 
net  management  than  SNMP,  he 
said.  This  promises  to  create  a 
level  of  network  management  in¬ 
tegration  previously  unheard  of 
in  the  LAN  market,  observers 
said. 

Service  and  support  should 
also  improve  thanks  to  these  re¬ 


responsibilities.  A  leadership 
council  oversees  the  business 
units  and  focuses  on  long-term 
planning. 

“Buyers  by  and  large  want  to 
know  two  things,”  Sullivan  said. 
“What  do  you  know  about  their 
industry  and  what  relative  experi¬ 
ence  do  you  have  in  it.  The  best 
way  to  serve  the  market  is  going 
to  be  by  having  your  primary  of¬ 
ferings  aligned  with  your  custom¬ 
ers’  industries.” 

EDS’  recognition  of  those 


needs  started  showing  up  late  this 
summer  when  the  company  cele¬ 
brated  what  one  spokesman  de¬ 
scribed  as  “the  biggest  sales  spurt 
in  the  company’s  history.” 

Within  a  period  of  a  few 
weeks,  EDS  drummed  up  $6  bil¬ 
lion  in  business,  about  $4  billion 
of  which  was  to  come  from  a  deal 
to  enter  the  airline  reservation 
business  with  partner  Continen¬ 
tal  Airlines  Holdings,  Inc. 

The  deal  has  since  collapsed, 
landing  one  of  the  few  blows  the 
company  has  experienced  in  re¬ 
cent  memory. 


cently  formed  partnerships, 
Erickson  said. 

“There  should  be  less  finger 
pointing  when  you  have  multiple 
vendors  working  with  one  anoth¬ 
er,”  he  said. 

Net  managers  at  small  and 
midsize  businesses  may  benefit 
the  most  from  the  hub  and  router 
vendor  deals  since  these  users 
tend  to  seek  out  one-stop  shops, 
Oliver  said. 

Not  all  users  may  be  satisfied 
with  the  close-knit  agreements 
struck  between  hub  suppliers  and 
internetworking  vendors. 


Some  observers  say  a  hub  ven¬ 
dor  that  forms  an  alliance  with  a 
router  vendor,  for  example,  is 
dictating  router  equipment  selec¬ 
tion  on  its  behalf. 

While  a  user  could  still  buy  any 
router  and  hub  and  link  them, 
vendors  said  a  hub  vendor  that 
forms  an  alliance  with  a  router 
vendor  should  be  able  to  provide 
better  network  management  in¬ 
tegration  of  the  hub  and  router 
products. 


The  company,  however,  has 
continued  to  pick  up  new  busi¬ 
ness  at  a  furious  pace.  Recent  vic¬ 
tories  include:  a  10-year,  $90 
million  facilities  management 
contract  with  CCIS;  a  10-year 
agreement  to  oversee  the  IS  and 
communications  needs  for  Cy¬ 
prus  Minerals  Co.;  and  a  five- 
year  agreement  to  provide  com¬ 
puter  and  communications  sys¬ 
tems  for  Marine  Spill  Response 
Corp. 

When  customers  hand  their 
data  center  and  related  opera¬ 
tions  over  to  EDS,  they  often  do 
so  with  the  understanding  that 
they  are  entering  a  long-term 
partnership,  users  said. 

“This  agreement  teams  Cum¬ 
mins’  acknowledged  transporta¬ 
tion  expertise  with  EDS’  un¬ 
matched  information  technology 
capability,”  said  Leo  Krulitz, 
president  of  CCIS.  “The  result  is  a 
world-class  partnership.” 

EDS  is  attempting  to  foster 
this  spirit  by  making  other  cultur¬ 
al  changes,  including  better  bal¬ 
ancing  of  its  GM  business  with  its 
non-GM  business,  an  EDS  spokes¬ 
man  said.  This  is  being  done  in  or¬ 
der  to  firmly  establish  EDS’  inde¬ 
pendence,  he  said. 

Whereas  EDS  counted  on  GM 
for  75%  of  its  business  a  few  years 
ago,  it  now  accounts  for  about 
55%.  EDS  hopes  to  have  a  50-50 
balance  within  a  year  or  two,  a 
company  spokesman  said. 

“We  want  to  get  into  technol¬ 
ogy  partnership-type  relations 
with  all  of  our  customers,  not  just 
GM,”he  said.  □ 


Vendors  said,  however,  as 
long  as  both  the  router  and  hub 
vendors  adhere  to  industry  stan¬ 
dards,  users  will  have  no  problem 
mixing  and  matching  hubs  and 
routers. 

“Our  desire  is  not  to  preselect 
any  vendor  as  the  solution;  we 
want  to  leave  that  up  to  the  cus¬ 
tomer,”  said  John  Morgridge,  cis¬ 
co  Systems’  president.  “We  want 
to  be  the  ubiquitous  router  tech¬ 
nology  supplier  in  the  market¬ 
place.” 

Other  observers  said  there  is 
some  question  about  whether  us¬ 
ers  will  even  want  to  put  routing 
into  the  wiring  closet. 

“I’m  not  sure  how  quickly  net 
managers  will  move  to  put  com¬ 
plex  routing  technology  in  the 
hub,”  said  Susan  Frankie,  an  ana¬ 
lyst  at  International  Data  Corp.,  a 
Framingham,  Mass.,  market  re¬ 
search  firm.  There  are  sure  to  be 
concerns  that  the  integration  of 
routing  into  the  hub  might  impair 
the  performance  of  the  entire 
hub,  she  said. 

According  to  Bill  Lanfri,  Syn¬ 
Optics’  vice-president  of  business 
development,  there  shouldn’t  be 
any  more  concern  than  usual 
about  the  hub  being  a  single  point 
of  failure.  In  fact,  he  said,  more 
hubs  are  being  pushed  so  close  to 
the  desktop  that  even  “if  one  hub 
goes  down,  it  won’t  necessarily 
mean  the  whole  network  will  go 
down.”  □ 


People 

and  Positions 

continued  from  page  9 
of  NETBASE,  a  developer  of  SQL 
database  computers. 

Coleman  replaces  Bruce 
Brown,  who  went  to  Unger- 
mann-Bass,  Inc. 

As  part  of  a  management  reor¬ 
ganization  related  to  its  recent 
acquisition  of  Ingres  Corp.,  ASK 
Computer  Systems,  Inc.  last 
week  named  Dennis  McGinn  to 
the  new  position  of  vice-presi¬ 
dent  of  worldwide  sales  and  mar¬ 
keting. 

Reporting  directly  to  Sandra 
Kurtzig,  chairman  and  chief  ex¬ 
ecutive  officer  of  ASK,  McGinn 
will  have  responsibility  for  the 
worldwide  sales  and  marketing 
efforts  for  both  ASK’s  Application 
Products  Division  and  its  Ingres 
Products  Division. 

Previously,  McGinn  was  gen¬ 
eral  manager  of  Hewlett-Packard 
Co.’s  Industry  Marketing  Group 
in  Cupertino,  Calif. 

George  Paul  Dreyer  was 

named  president  of  Oracle 
Complex  Systems  Corp.,  the 

Arlington,  Va.,  systems  integra¬ 
tion  subsidiary  of  relational  data 
base  software  maker  Oracle 
Corp.  Dreyer  will  report  to  Law¬ 
rence  Ellison,  president  and 
chief  executive  officer  of  Oracle. 
Previously,  Dreyer  was  vice-pres¬ 
ident  and  general  manager  of 
commercial  programs  for  Oracle 
Complex  Systems.  □ 


Industry  Briefs 

continued  from  page  9 

network.  Under  the  agreement, 
Harris  Adacom  will  market  the  X 
terminal  packaged  with  the  IBM 
mainframe  software. 

Delivery  is  expected  in  the  sec¬ 
ond  quarter  of  1991- 

TSI  makes  acquisition. 

TSI  International,  Inc.,  a  Wilton, 
Conn.-based  supplier  of  main¬ 
frame-based  electronic  data  in¬ 
terchange  software,  recently  an¬ 
nounced  the  acquisition  of 
Foretell  Corp.  from  Purchase, 
N.Y. -based  JWP,  Inc.  for  an  undis¬ 
closed  price. 

Foretell  offers  a  microcom¬ 
puter-based  EDI  translation 
package  named  ESP  II,  which  will 
continue  to  be  marketed  under 
the  same  name. 

Codex  sells  T-1  wares. 

Codex  Corp.’s  Systems  Division 
and  Phoenix  microsystems,  inc. 
last  week  announced  a  one-year 
agreement  under  which  Codex 
will  resell  Phoenix  microsystems 
T-l  transmission  equipment  and 
communications  analyzers. 

The  Systems  Division,  which  is 
the  systems  integration  unit  of 
Codex,  will  take  equipment  such 
as  Phoenix  microsystems’  3250 
matrix  switch  and  T-View  frac¬ 
tional  T-l  switch  and  combine 
them  with  Codex-manufactured 
equipment  for  specific  customer 
projects. 

Gandalf  forms  new  di¬ 
vision.  Ottawa-based  commu¬ 
nications  software  and  hardware 
firm  Gandalf  Technologies,  Inc. 
last  week  established  a  new 
company,  Gandalf  Mobile  Sys¬ 
tems,  Inc.  (GMSI),  which  will  fo¬ 
cus  on  mobile  communications 
markets. 

GMSI,  which  formerly  operat¬ 
ed  within  Gandalf  as  the  Comput¬ 
er  Dispatch  Systems  division,  has 
as  its  core  product  the  company’s 
Cabmate  System,  a  computerized 
dispatching  system  now  sold 
throughout  North  America. 

The  two-way  Cabmate  System 
transmits  dispatcher’s  informa¬ 
tion  over  assigned  radio  signals 
to  a  cab’s  installed  data  terminal. 

Gandalf,  which  picked  up  ex¬ 
perience  as  a  subcontractor  for 
the  Canadian  mobile  satellite 
consortium  Telesat  Mobile,  Inc. 
this  year,  plans  to  market  inte¬ 
grated  dispatch  systems  to  couri¬ 
er  and  trucking  firms  worldwide. 

Herb  Woods,  formerly  the 
Computer  Dispatch  Systems’  gen¬ 
eral  manager,  will  head  up  GMSI 
and  expand  the  company’s  mar¬ 
keting  efforts  to  Australia  and  Eu¬ 
rope. 

Separately,  Gandalf  last  week 
reported  first-quarter  1991  reve¬ 
nue  of  $39  million,  an  increase 
over  1990  first-quarter  revenue 
of  $37  million. 

Net  income  was  reported  at 
$344,000,  in  comparison  with  a 
net  loss  of  $1.18  million  in  the 
corresponding  quarter  last 
year.  □ 


EDS  boosts  market  skills 
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DS  has  made  up  its  mind  to  change  the  way 
it  does  business,  and  it’s  been  successful.” 


AAA 


BS®eas«iiw*e<8s*HBi 


s 

L7  ervice  and  support  should  also  improve  thanks 
to  these  partnerships,  Erickson  said. 
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TELECOMMUNICATIONS 


Worth  Noting 


a  kT&T  last  week  said  it 
has  filed  81  Virtual 
Telecommunications 
Network  Service 
options  to  date, 
business  that  analysts 
say  will  represent  more 
than  $1  billion  in 
recurring  revenue 
during  the  next  three  to 
five  years. 


arrier 

Watch 


The  Georgia  Public  Service 
Commission  recently  gave 
BellSouth  Corp.  permission 
to  conduct  a  one-year  trial  of 
caller  identification  service. 

The  carrier  expects  to  roll 
out  caller  ID  to  most  service 
areas  in  Georgia  by  the  second 
quarter  of  1991  - 

Residential  customers  will 
pay  $6  per  month,  plus  the 
purchase  price  of  the  caller  ID 
unit,  which  typically  costs  be¬ 
tween  $30  and  $100. 

Single-line  business  cus¬ 
tomers  can  also  purchase  the 
caller  ID  service  for  $9-50  per 
month. 


Advanced  Telecommu¬ 
nications  Corp.  (ATC),  a 

carrier  in  Atlanta,  recently  re¬ 
ceived  approval  from  state 
regulators  to  offer  long-dis¬ 
tance  services  to  business  and 
residential  customers  in  South 
Carolina. 

ATC  will  offer  1-plus,  out¬ 
bound  WATS,  calling  card  and 
international  calling  services, 
as  well  as  800  service,  a  multi¬ 
location  calling  plan  and  other 
calling  programs  throughout 
the  state. 


Pacific  Bell  and  Group- 
ware  Authors,  a  Santa  Cruz, 
Calif.,  software  firm,  an¬ 
nounced  an  agreement  to 
jointly  develop  and  market  ap¬ 
plication  software  for  use  with 
the  carrier’s  Integrated  Ser¬ 
vices  Digital  Network  Centrex 
service.  Under  the  agreement, 
Pacific  Bell  and  Groupware 
Authors  will  announce  early 
next  year  software  for  ISDN- 
based  distributed  computing 
applications.  □ 


CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


AT&T  800  vs.  Megacom  800-Overseas 


Country  First  10  hours  Next  25  hours  Over  35  hours 


Australia 

CO 

—i. 

— 

$77 

$75 

,7, 

~"7 - 

fl 

$69 

$65 

1  Belgium 

84 

. 

80 

78 

74 

72 

68 

Denmark 

90 

86 

84 

80 

78 

74 

France 

90 

86 

84 

80 

78 

74 

Germany 

84 

80 

78 

74 

72 

68 

Indonesia 

114 

110 

108 

'■  - 

104 

102 

98 

Ireland 

84 

80 

78 

“•  4 

/  4 

72 

68 

Israel 

102 

98 

96  • 

92 

90 

86 

Italy 

90 

86 

84 

80 

78 

74 

Japan 

99 

95 

93 

89 

87 

83 

Korea 

105 

101 

99 

95 

90 

86 

Spain 

96 

92 

90 

86 

84 

80 

Switzerland 

90 

86 

84 

80 

78 

74 

U.K. 

72 

68 

66 

62 

60 

56 

=  AT&T  800  =  Megacom  800-Overseas 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  AT&T,  BASKING  RIDGE,  N.J. 


FCC  explains  basis  for  its 
Oct.  rate-of-retum  decision 

High  percentage  needed  to  ensure  development. 

By  Anita  Taff 

Washington  Bureau  Chief 


Porsche  implements 
ANI,  CallPath/400 

Carmaker  reduces  by  20%  the  time  needed  to 
handle  calls  from  dealers  to  central  help  desk. 


By  Bob  Wallace 

Senior  Editor 


WASHINGTON,  D.C.  —  Al¬ 
most  two  months  after  reaching  a 
controversial  decision  to  lower 
the  local  exchange  carriers’  rate 
of  return,  the  Federal  Communi¬ 
cations  Commission  last  week  fi¬ 
nally  released  the  full  text  of  its 
order  explaining  its  rationale. 

Although  the  October  decision 
to  lower  the  local  carriers’  rate  of 
return  from  12%  to  11.25%  will 
translate  into  savings  for  custom¬ 
ers  next  year,  the  plan  was  at¬ 
tacked  from  all  sides.  The  rate  of 
return  is  the  profit  percentage 
carriers  are  allowed  to  earn  over 
their  costs. 

Several  major  user  groups,  in¬ 
cluding  the  International  Com¬ 
munications  Association  and  the 
Ad  Hoc  Telecommunications  Us¬ 
ers  Committee,  complained  that 
the  carriers  are  pricing  services 
well  above  cost  and  that  the  earn¬ 
ings  level  should  have  been  low¬ 
ered  even  further. 

Local  carriers  say  the  decrease 
puts  them  dangerously  close  to 
being  unable  to  upgrade  or  invest 
in  the  network  and  that  any  more 
severe  cuts  could  cripple  them. 

The  carriers  had  argued  that 
implementing  new  technologies 
increases  their  business  risk  and, 
therefore,  makes  them  less  at¬ 
tractive  for  investors.  Having  a 
higher  rate  of  return  would  ne¬ 
gate  this  perceived  negative  ef¬ 
fect  of  new  technology  deploy¬ 
ment,  they  said. 

The  debate  highlights  a  long- 


running  dilemma  faced  by  regula¬ 
tors  —  to  find  a  balance  between 
permitting  fair  profits  for  tele¬ 
phone  companies  so  they  can  at¬ 
tract  shareholders  and  protecting 
consumers  from  excessive  rates. 

The  problem  has  taken  on 
more  ominous  overtones  during 
the  past  few  years  as  some  law¬ 
makers  have  begun  to  view  tele¬ 
communications  networks  as  key 
to  the  future  prosperity  of  the 
U.S. 

Regulators  have  to  ensure  that 
telephone  companies  will  have  a 


T 

X  he  carriers  had 
argued  that  new 
technologies  increase 
their  business  risk. 

AAA 


profit  level  high  enough  so  they 
can  invest  in  modern  technol¬ 
ogies  that  will  enable  U.S.  busi¬ 
nesses  and  users  to  enjoy  the  full 
benefits  of  the  public  network. 

After  weighing  all  of  these  fac¬ 
tors  and  pouring  through  hun¬ 
dreds  of  pages  of  comments  from 
expert  witnesses,  telephone  com¬ 
panies  and  user  groups,  the  FCC 
finally  struck  what  it  deems  to  be 
a  reasonable  deal.  It  determined 
that  local  carriers’  costs  for  capi- 
( continued  on  page  18) 


RENO,  Nev.  —  Porsche  Cars  of 
North  America,  Inc.  is  using  auto¬ 
matic  number  identification 
(ANI)  and  a  prereleased  version 
of  IBM’s  CallPath/400  PBX-to- 
host  software  to  enhance  a  help 
desk  application  used  by  its  270 
U.S.  dealers. 

Porsche,  among  the  first  to 
use  CallPath/400  with  a  North¬ 
ern  Telecom  SL-1  private  branch 
exchange,  said  the  system  has  en¬ 
abled  it  to  reduce  by  20%  the  time 
needed  to  process  each  of  the  300 
calls  its  help  desk  fields  each 
week. 

“We’re  implementing  new 
products  and  technologies  wher¬ 
ever  possible  to  streamline  oper¬ 
ations  and  better  support  our 
dealers,”  said  Steve  Backe,  com¬ 
puter  operations  and  telecom¬ 
munications  manager  for  the  car 
company. 

Porsche  began  its  efforts  to 
enhance  its  help  desk  application 
months  ago  when  it  cut  over  an 
AT&T  Integrated  Services  Digital 
Network  Primary  Rate  Interface 
(PRI)  link  tying  its  Meridian  SL-1 
—  configured  as  an  automatic 
call  distributor  (ACD)  —  to  an 
AT&T  point  of  presence  here. 

The  company  tested  ANI  be¬ 
fore  implementing  Northern 


Telecom’s  Meridian  Link  soft¬ 
ware  on  its  switch  and  while  it 
awaited  delivery  of  CallPath/400 
software. 

Meridian  Link  software  en¬ 
ables  the  SL-1  to  communicate 
with  a  variety  of  computers.  Call- 
Path  /400  software  is  used  in  con¬ 
junction  with  Meridian  Link  to 
functionally  integrate  the  SL-1 
and  IBM’s  Application  Sys¬ 
tem/400. 

When  a  dealer  calls  the  help 
desk,  the  Meridian  Link  SL-1  soft¬ 
ware  on  Porsche’s  SL-1  creates 
messages  such  as  arrival  and  con¬ 
nection  records,  which  are  sent  to 
the  AS/400.  The  arrival  records 
contain  the  ANI  and  the  trunk  on 
which  the  call  is  arriving. 

The  ACD  sends  the  arrival  rec¬ 
ords  and  a  connection  record  tell¬ 
ing  the  AS/400  which  technician 
will  get  the  call  over  a  Synchro¬ 
nous  Data  Link  Control  link  to  the 
AS/400  running  the  CallPath/ 
400  software.  The  software  re¬ 
formats  the  information  for  the 
help  desk  application  on  the 
minicomputer. 

The  AS/400  sends  the  custom¬ 
er  profile  to  the  agent  as  the  call 
arrives.  If  the  AS/400  cannot 
match  the  ANI  with  a  customer 
file,  a  blank  file  is  passed  to  the 
agent,  who  then  keys  in  the  cus- 
/ continued  on  page  14 ) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

AT&T,  MCI  settle  ad  battle  out  of  court.  AT&T 
and  MCI  Communications  Corp.  last  week  decided  to  end  a 
bitter  public  battle  by  settling  out  of  court  on  a  dispute  over 
telemarketing  and  advertising  practices.  In  October  1989,  MCI 
sued  AT&T;  and  two  weeks  later,  AT&T  countersued  MCI.  Each 
carrier  alleged  that  the  other  was  running  deceptive  and 
misleading  ads.  The  two  carriers  also  claimed  that  some  of  their 
customers  were  being  switched  to  their  rival’s  long-distance 
service  without  consent,  a  practice  known  as  slamming. 

Monetary  terms  of  the  settlement  were  not  made  known  last 
week,  but  when  the  lawsuits  were  filed,  each  firm  asked  for 
damages  equal  to  court  costs  and  the  amount  of  business  that 
had  been  lost  due  to  unscrupulous  practices.  MCI  had  estimated 
that  damages  could  run  in  the  hundreds  of  millions  of  dollars. 

As  part  of  the  settlement,  the  carriers  agreed  to  press  the 
Federal  Communications  Commission  to  adopt  a  set  of  telemar¬ 
keting  standards  to  ensure  that  customers  are  not  switched  to 
other  carriers  without  consent.  They  suggested  four  primary 
safeguards  for  consumers,  including  requiring  customers  to  sign 
an  authorization  card  to  switch  carriers. 

Currently,  local  carriers  are  notified  verbally  when  custom¬ 
ers  want  to  change  the  long-distance  carrier  serving  their  home. 

( continued  on  page  18) 
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1984  $Pnnt  be9'ns  construction  of  the  first  and  only  coast-to-coast  100%  digital  fiber  optic  network.  1985  SPnnt  introduces  the  world's  first  virtual  privah 


Taur  Office.  Taur  Smiling  Sprint 


We  call  it  the  Sprint  Conference  Line?  Yau’ll 
call  it  remarkable. 

Because  now  you  can  hold  a  conference  call 
with  hundreds  of  people.  From  over  a  hundred 
different  locations.  Worldwide. 

Our  Conference  Coordinators  are  here  to 

©  1990  US  Sprint  Communications  Company  Limited  Partnership. 


schedule  your  meeting  24  hours  a  day  7  days  a  week. 

And  since  we  do  all  the  work,  the  Sprint 
Conference  Line  is  an  easy  way  to  do  what  every 
company  should  do  on  a  regular  basis: 

Stay  in  touch  with  key  personnel. 

Tau  can  call  from  any  phone. That’s  right,  even 


1988  Sprint  awarded  40%  of  Federal  Telecommunications  System  2000  contract.  1989  Sprint  completes  the  world's  first  at 


letwork.  1986  First  transcontinental  fiber  optic  call  transmitted  by  Sprint.  1987  Fight  million  FOIIC ARDs“  distributed  in  first  year  of  introduction. 


a  pay  phone.  And  you  don’t  have  to  be  a  Sprint 
customer.  Ol  course,  once  you’ve  experienced  the 
sound  quality  of  100%  digital  liber  optics,  we’re 
sure  you’ll  want  to  become  one. 

So  call  us  at  1- 800-733-4544.  Whether  you 
want  to  make  a  conference  call.  Or  you  simply 


want  more  information.  And  ll  you’d  rather  not  have 
200  people  in  your  office  at  the  same  time,  we  under¬ 
stand.  We’ll  be  glad  to  accommodate  three  or  four. 


Sprint.  Conferencing 

IT’S  A  NEW  WORLD" 


irgest privately-owned  transatlantic  fiber  optic  cable.  1990  Sprint  announces  the  first  commercial  video  services  to  the  Soviet  Union. 


TELECOMMUNICATIONS 


HMO  plunks  down  $2m  for  Octel 
voice  mail  network  equipment 

Net  will  be  used  in  Kaiser  Permanente’s  S.  Calif,  facilities. 


By  Bob  Wallace 

_ Senior  Editor _ 

MILPITAS,  Calif.  —  Kaiser  Perma- 
nente,  a  health  maintenance  organization 
(HMO),  last  week  said  it  will  buy  $2  mil¬ 
lion  worth  of  Octel  Communications  Corp. 
voice  processing  systems  that  will  be 
networked  throughout  its  Southern  Cali¬ 
fornia  medical  facilities. 

Kaiser  Permanente  expects  the  voice 
mail  network,  which  will  link  17  medical 


centers,  administrative  and  medical  of¬ 
fices  in  Southern  California,  will  improve 
patient  service  and  enhance  communica¬ 
tions  among  doctors  at  the  different  sites. 

Kaiser  Permanente  will  install  one  Oc¬ 
tel  voice  processing  system  at  each  site  and 
will  employ  the  vendor’s  AspenLink  ana¬ 
log  networking  protocol  to  deliver  mes¬ 
sages  over  dial-up  lines  between  the  dis¬ 
persed  locations.  Kaiser  Permanente  will 
use  the  Octel  systems  to  support  telephone 


answering,  automated  attendant  and  voice 
bulletin  board  applications. 

The  HMO  will  take  delivery  of  six  Octel 
voice  processing  systems  this  month,  with 
the  remaining  11  to  be  delivered  by  late 
July  1991.  Kaiser  Permanente  expects  to 
have  the  entire  network  on-line  by  the  end 
of  next  year. 

“A  regional  voice  mail  network  will  al¬ 
low  Kaiser  Permanente  employees  to 
send,  answer,  forward  and  distribute  de¬ 
tailed  messages  to  one  another  24  hours  a 
day,  seven  days  a  week  from  any  [push¬ 
button]  phone  in  the  world,”  said  Penny 
Todd,  regional  director  of  telecommunica¬ 
tions  for  the  firm’s  Southern  California  re¬ 
gion. 

“That  means  staff  members  whose 
work  keeps  them  away  from  a  desk  or  who 


work  in  different  locations  can  more  effi¬ 
ciently  exchange  the  information  they 
need  to  make  [key]  decisions,”  Todd  said. 

Out  with  the  old 

The  Octel  voice  processing  systems  will 
replace  Rolm  Co.  PhoneMail  voice-mes¬ 
saging  systems  and  were  chosen  over  Cen¬ 
tigram  Corp.  systems  because  of  their 
user-friendly  features,  superior  network¬ 
ing  capabilities,  high  reliability  and  the 
ability  to  integrate  with  multiple  PBXs, 
Todd  said. 

Kaiser  Permanente  has  purchased  one 
four-  to  eight-port  Aspen  Branch  system, 
four  four-  to  1 6-port  Branch  XPs,  five  16- 
to  72-port  Aspen  Maxums  and  seven  eight- 
to  24-port  Aspen  systems,  according  to  an 
Octel  spokesman.  & 


FIND  YOUR  NEXT  SALE 
IN  ITI'S  UNIVERSE 


There  are  hundreds  of  thousands  of 
computer  end-user  sites  in  the  United  States. 

If  that’s  your  universe  of  potential  customers, 
finding  your  next  sale  may  feel  like  looking 
for  a  needle  in  a  haystack. 

Unless  you  start  with  Installed 
Technology  International  (ITI). 

Our  part  of  the  universe  is  ITI’s  data¬ 
base  of  U.S.  computer  sites.  We  give  you  all 
the  information  you  need  to  accurately 
identify  your  best  prospects. 

Even  if  you’re  using  another  source, 
you  can’t  get  the  entire  universe  from  any 
one  supplier. 

ITI  clients  tell  us  there’s  only  25% 
duplication  between  our  database  and  our 
closest  competitor’s.  And  on  those  sites  that 
do  overlap,  you’ll  find  that  ITI  gives  you 
fresher  information  including  new  or 
different  prospect  names. 

Reach  the  person  who  wants  to  purchase 
your  product!  Here’s  how  the  information 
ITI  collects  will  show  you  how  to  zero  in  on 
just  the  right  prospects. 


Spend  less  time  looking  for  the  right 
prospects  and  more  time  selling  to  them! 

ITI  gives  you:  prospect  names  Sc  titles  — 
274,917  key  MIS/DP  Sc  general  manage¬ 
ment  contacts. 

■  Mail  and  telemarket  only  to  those  prospects 
who  need  your  product!  ITI  gives  you: 
installed  hardware  and  software  by  vendor 
and  model,  plus  future  buying  plans  —  so 
you’ll  know  if  your  product  is  a  good  fit. 

■The  more  you  know  about  your  prospects, 
the  easier  it  is  to  aim  your  sales  pitch  directly 
at  their  needs.  ITI  gives  you:  company  size, 
industry  verticals,  and  corporate  affiliations. 

ITI  also  gives  you  63,000  sites  in 
Europe,  Canada  and  Asia.  So  when  you’re 
planning  your  sales  and  marketing  programs, 
plan  on  adding  ITI  to  your  mix. 

Call  Jan  Kenz  for  a  FREE  brochure. 

1-800-347-3484 


INSTALLED  TECHNOLOGY  INTERNATIONAL 


ITI  is  a  sister  company  to  Network  World,  and  part  of  International 


Data  Group’s  (IDG)  worldwide  family  of  publication,  research  and  exposition  companies. 
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Porsche  implements 
ANI,  CallPath/400 

continued  from  page  11 

tomer  data  to  initiate  a  second  data  base 
lookup.  IBM  installed  the  CallPath/400 
software  on  the  AS/400,  while  Northern 
Telecom  installed  the  latest  switch  soft¬ 
ware  and  its  Meridian  Link  software  on 
Porsche’s  SL-1  PBX. 

“The  project  went  smoothly,”  Backe 
recalled.  “It  was  well  coordinated  between 
IBM  and  Northern  [Telecom].” 

Porsche  uses  the  help  desk  application 
primarily  to  track  “incident  reporting,” 
instances  when  its  dealers  report  network 
problems.  The  dealers  are  equipped  with 
IBM  Personal  Computers  XTs  —  and  in 
some  cases,  Personal  System/2s  —  run¬ 
ning  internally  developed  software.  The 
dealers  use  Sprint  Data  Group’s  X.25  net¬ 
work  to  upload  weekly  parts  orders,  car  or¬ 
ders,  warranty  claims  and  other  requests 
to  an  IBM  AS/400  here  using  the  software. 

Porsche’s  original  help  desk  applica¬ 
tion  required  either  of  the  two  people  op¬ 
erating  the  help  desk  to  ask  dealers  calling 
in  on  a  single  800  number  for  their  dealer 
code  number,  which  was  then  keyed  in  to 
the  system  to  call  up  the  dealer’s  profile. 

After  receiving  the  call,  the  help  desk 
technician  often  discussed  the  dealer’s 
problem  and  took  notes  while  awaiting  de¬ 
livery  of  the  customer  profile.  Once  it  ar¬ 
rived,  Backe  said  the  notes  were  keyed  in 
to  the  system,  sometimes  incorrectly. 

“We’ve  wiped  out  this  problem  by  using 
ANI  to  get  the  customer  profile  to  the  tech¬ 
nician  as  the  call  arrives,”  Backe  said. 
Technicians  can  then  spend  more  time 
providing  technical  support  to  60  employ¬ 
ees  on  the  firm’s  IBM  Token-Ring  local- 
area  network. 

In  addition  to  using  ANI,  Porsche  is  us¬ 
ing  call-by-call  service  selection  to  make 
more  efficient  use  of  the  firm’s  two  PRI 
links  by  reducing  the  number  of  service- 
specific  access  links  it  requires.  With  call- 
by-call,  the  company  can  use  the  PRI  links 
to  support  multiple  switched  services,  in¬ 
cluding  Megacom  and  Megacom  800. 

Porsche’s  use  of  call-by-call  with  its  two 
ISDN  PRI  links  has  enabled  the  company  to 
reduce  from  1 2  to  two  the  number  of  64K 
bit/sec  channels  needed  on  the  second 
link.  “We  couldn’t  get  down  to  the  level 
where  we  could  eliminate  our  second  T-l , 
but  we  freed  up  bandwidth  that  can  be  used 
for  traffic  growth  and  new  applications,” 
Backe  explained. 

Porsche,  one  of  a  handful  of  AT&T  cus¬ 
tomers  that  uses  call-by-call,  accesses  Me¬ 
gacom  and  Megacom  800  using  the  stan¬ 
dard  feature.  Previously,  it  had  to  assign 
channels  on  its  T-l  links  to  services.  □ 
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What  to  expect  from 
our  new  gateway  products. 


Lots  of  products  promise  you  the  world.  But  DCA’s  new 
IRMALAN™  products  which  provide  3270  terminal  emulation 
to  the  PCs  on  your  LAN  deliver  it. 


USING  ONLY  29K,  IRMALAN  MAKES  YOUR 
MEMORY  PROBLEMS  A  THING  OF  THE  PAST 


RamXpander,™  DCA’s  efficient  new  memory  manager, 
breaks  the  640K  barrier.  RamXpander  swaps  the  emulator  to 
either  hard  disk  or  network  drive,  so  you  no  longer  have  to 
buy  additional  memory.  Or  you  can  use  extended/expanded 
memory.  If  you’re  using  a  direct  token-ring  connection, 
IRMALAN  uses  only  29K  of  resident  memory.  With  DFT,  SDLC, 
or  token-ring  gateway  connections,  less  than  40K  is  needed. 

So  you  can  run  your  most  powerful  DOS  applications 
alongside  IRMALAN,  without  giving  up  any  of  IRMALAN ’s 
popular  features.  Like  host  printer  emulation,  and  access  to 
as  many  as  five  host  sessions  simultaneously. 


IRMALAN  NOW  SUPPORTS  NOVELL’S 
IPX/SPX  PROTOCOL. 


IRMALAN  for  NetWare®  is  tightly  integrated  with  Novell’s 
IPX/SPX  protocol,  providing  significant  performance  and 
memory  advantages.  And  since  there’s  a  NETBIOS  version, 
IRMALAN  fits  into  any  environment. 


IT’S  THE  MOST  COST-EFFECTIVE 
SOLUTION  AVAILABLE. 


DCA’s  unique  concurrent  user  licensing  makes  our  cost- 
per-user  unbeatable,  because  it’s  licensed  to  every  node  on 
the  LAN,  the  price  is  based  only  on  how  many  people  need 
to  access  the  mainframe  at  once. 

Plus,  when  you  have  new  software  installations  or  up¬ 
dates,  you  only  have  to  load  them  on  the  network  server,  not 
each  PC  on  the  LAN. 

All  of  these  benefits,  plus  unparalleled  support  and 
training,  make  IRMALAN  out  of 
this  world.  For  help  in  your  gate¬ 
way  decision,  call  1-800-241-IRMA 
ext.  63  R*  to  receive  ^  » 

your  free  “SNA  (Vs 

Gateway  Guide.”  L-X  N-//  \ 


*Or  call  1-404-442-4500,  ext.  63R.  ©  Digital  Communications  Associates,  Inc.  All  rights  reserved.  DCA  is  a  registered  trademark  and  IRMALAN  and  RamXpander  are  trademarks  of 
Digital  Communications  Associates,  Inc.  All  other  brand  and  product  names  are  trademarks  of  their  respective  owners. 
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Imagine  a  world  where  one  company™ 
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...connects  the  strengths  of  two.  Where  a  hundred- 
year  heritage  of  product  quality  joins  with  a  bold 
spirit  of  innovative  technological  development.  And 
a  mutual  commitment  to  helping  the  customer  suc¬ 
ceed  creates  one  of  the  largest  data  communications 
support  organizations  in  the  world.  Imagine  value- 
added  products  and  services  that  reflect  a  single- 
minded  focus  on  customer  satisfaction.  Where  one 
company’s  knowledge  of  your  business  connects 
with  your  own  in  a  strategic  partnership.  Imagine,  at 


last,  a  single  connection  to  successful  data  network¬ 
ing.  Now,  imagine  that  one  company... 

AT&T  Paradyne. 

To  find  out  how  you  can  connect  with  success  in 
data  networking,  call  1  800  482-3333  Ext.  217. 

In  Canada,  call  1  4l6  494-0433. 

Europe  (44)  923-55550  FAX:  (44)  923-55638,  Japan  (81)  3-245-0431  FAX: 
(81)  3-245-0433,  Hong  Kong  (85)  25-430083  FAX:  (85)  25-413767,  Latin 
America  (1)  813-530-2873  FAX:  (1)  813-530-2575 


AT&T  Paradyne 


See  The  FAXNeT  Form  on  Page  24 
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Two  financial  companies  sign  on 
with  MCI  for  voice,  data  services 

migrating  from  AT&T  service  to  Vnet. 


A.G.  Edwards,  First  USA 

By  Bob  Wallace 

_ Senior  Editor _ 

WASHINGTON,  D.C.  —  MCI  Communi¬ 
cations  Corp.  last  week  made  public  con¬ 
tracts  worth  a  total  of  $32  million  that  it 
won  recently  from  A.G.  Edwards  &  Sons, 
Inc.  and  First  USA,  Inc. 

MCI  replaces  AT&T  as  the  two  users’ 
primary  long-distance  carrier  and  is  sup¬ 
plying  both  Midwestern  financial  services 
companies  with  a  mix  of  voice  and  data 


network  services. 

A.G.  Edwards  and  First  USA  are  migrat¬ 
ing  the  bulk  of  their  switched  voice  traffic 
from  AT&T  service  to  MCI’s  Vnet  virtual 
network  service. 

Under  its  five-year,  $27  million  con¬ 
tract  with  A.G.  Edwards,  MCI  is  building  the 
firm  a  Vnet  linking  427  branch  sites  in  48 
states  to  its  U.S.  headquarters  in  St.  Louis. 

The  company  is  also  using  MCI’s  800 
and  calling  card  services. 


Under  its  two-year,  $5  million  contract 
with  First  USA,  MCI  is  providing  an  interna¬ 
tional  Vnet  linking  an  undisclosed  number 
of  sites  to  the  company’s  Wilmington,  Del., 
headquarters. 

First  USA  is  also  using  MCI’s  800,  fac¬ 
simile  and  dial-up  data  services,  according 
to  an  MCI  spokeswoman. 

MCI’s  recent  success 

MCI  has  met  with  a  good  deal  of  success 
in  the  financial  services  market  in  recent 
months. 

Last  month,  MCI  announced  it  had 
signed  service  contracts  worth  a  total  of 
$30.75  million  with  Connecticut  Mutual 
Life  Insurance  Co.  and  National  Westmin¬ 
ster  Bancorp,  Inc.,  as  well  as  New  York  Life 
Insurance  Co.  □ 


V.32  Smorgasbord 


UDS  offers  more  choices, 
more  features  than  any  other 

modem  builder 

| 

|  UDS,  acknowledged  by  leading  trade 
°  magazines  and  independent  research 
f  organizations  as  the  world’s  premier 
|  supplier  of  V.32  modems,  offers  more 
|  variations  on  the  V.32  theme  than  any 
|  other  manufacturer. 

Every  modem  in  the  UDS  V.32  family 
I  has  the  dial-up,  full-duplex  9600  bps 
and  associated  fallback  capabilities 
|  mandated  by  the  CCITT  recommenda- 
I  tion.  Beyond  basic  V.32  conformity 
|  lies  a  myriad  of  features  and  options. 

J  Among  the  user  options  available  are: 

I  PACKAGING- UDS  V.32s  may  be 
I  ordered  as  board-level  IBM  plug-ins, 

I  in  standalone  packages  or  as  central 
I  site  rack-mountable  cards. 


THROUGHPUT  —  Selected  models 
offer  MNP®  levels  4  and  5  for  error 
control  and  data  compression;  others, 
in  compliance  with  CCITT  V.42  bis, 
offer  MNP  or  LAP-M  compression 
throughput  rates  up  to  38,400  bps. 

CONNECTIVITY  —  Sync-Up™  board- 
level  versions  of  V.32s  are  available 
for  various  combinations  of  BSC,  SNA 
and  OS/2  host-to-remote  communi¬ 
cation  for  EDI,  X.25,  BSC,  SNA  and 
LU6.2  applications. 

PC  APPLICATIONS  -  V.32s  are 
available  in  the  FasTalk®  configuration, 
designed  especially  for  PC  use. 

INTERNATIONAL  ACCEPTABILITY— 

Several  versions  of  the  UDS  V.32  have 


already  been  qualified  to  non-U.S. 
operating  standards,  assuring  their 
acceptability  in  multi-national  networks. 

Features  and  value  make  UDS  the 
favorite  choice  for  V.32s.  For  a  look  at 
the  whole  menu,  contact  UDS, 

5000  Bradford  Drive,  Huntsville,  AL 
35805-1993.  Telephone  205/430-8000; 
FAX  205/430-8926. 


MOTOROLA 


See  The  FAXNeT  Form  on  Page  24 


FCC  explains  rate- 
of-return  decision 

continued  from  page  11 
tal  investments  in  the  net  require  a  rate  of 
return  between  10.85%  and  11.4%.  Con¬ 
sumer  groups  told  the  FCC  a  fair  rate  of  re¬ 
turn  would  be  10.4%. 

The  FCC  then  evaluated  a  number  of 
factors  such  as  evidence  of  bypass  and  his¬ 
torical  performance  of  the  carriers,  in  ad¬ 
dition  to  market  factors  such  as  inflation 
and  performance  of  other  regulated  and 
nonregulated  industries.  In  the  end,  the 
FCC  said  it  was  swayed  by  arguments  that 
carriers  must  have  enough  capital  to  keep 
investing  in  the  network.  Thus,  it  chose  a 
number  at  the  highest  end  of  the  rate-of- 
return  range. 

“Our  concern  about  the  possibility  of  a 
lag  in  the  deployment  of  advanced  tech¬ 
nologies  counsels  that  we  should  exercise 
our  judgment  to  select  a  rate  of  return  in 
the  upper  part  of  the  range,”  the  FCC  stat¬ 
ed  in  its  order. 

User  groups  attacked  the  assertion  that 
carriers  are  now  having  or  would  have 
problems  in  the  future  getting  the  neces¬ 
sary  capital  to  invest  in  the  network.  They 
claim  that  since  divestiture,  the  local  carri¬ 
ers  have  been  so  cash-rich  that  they  have 
not  had  to  borrow  money  from  outside 
sources  for  major  capital  purchases. 

The  FCC  conceded  this  point  in  its  or¬ 
der,  stating  that  there  is  no  evidence  that 
the  local  carriers  are  currently  experienc¬ 
ing  any  problems  getting  capital  to  invest 
in  the  network.  However,  the  FCC  failed  to 
find  this  argument  persuasive  enough  to 
grant  users’  requests  for  a  lower  rate  of  re¬ 
turn.  □ 


Washington  Update 

continued  from  page  11 

In  the  lawsuits,  AT&T  and  MCI  allege 
that  telemarketers  sometimes  called  the 
local  companies  and  switched  customers 
without  their  knowledge  or  consent. 

GATT  abandons  talks.  Trade 
talks  that  would  have  reformed  pricing 
practices  for  private  lines  in  foreign  coun¬ 
tries  and  would  have  included  for  the  first 
time  telephone  services  in  trade  negotia¬ 
tions  fell  apart  earlier  this  month.  Officials 
at  a  meeting  of  the  General  Agreement  on 
Trade  and  Tariffs  (GATT),  a  97-nation  or¬ 
ganization  that  sets  international  trade 
rules,  finally  gave  up  talks  after  it  became 
clear  no  consensus  was  possible. 

The  failure  of  the  talks  may  be  both 
good  and  bad  news  for  users.  The  bad  news 
is  that  users  will  miss  out  on  new  provi¬ 
sions  that  would  have  helped  limit  the 
price  of  private  lines  abroad.  But  the  good 
news,  according  to  some  observers,  is  that 
the  U.S.  will  not  be  tied  to  an  agreement 
that  could  hurt  the  communications  indus¬ 
try.  Some  said  they  were  worried  that  the 
GATT  talks  would  result  in  opening  this 
country  to  competition  for  basic  telephone 
services  without  securing  the  same  oppor¬ 
tunities  in  foreign  markets. 

It  is  unclear  whether  there  is  any 
chance  that  the  trade  talks  could  resume.  If 
they  were  to  begin  again,  they  would  have 
to  move  quickly  because  U.S.  trade  offi¬ 
cials  face  a  deadline  of  March  3 1  for  sub¬ 
mitting  the  GATT  agreement  to  Congress 
for  approval. 

It  is  possible  that  members  of  GATT  will 
choose  to  pursue  bilateral  trade  agree¬ 
ments  with  one  another,  instead  of  return¬ 
ing  to  the  unilateral  trade  talks.  □ 
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PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


The  high  price  of  network 
management  development 

.***.., .to..***. 

Net  management  balance  sheet  (in  millions  of  dollars) 

Type  of  vendor 

R&D  costs 

Sales  revenue 

Total  deficit 

Computer 

$210 

$95 

($115) 

Modem 

137 

96 

(41) 

|  Switch 

131 

31 

(100) 

Telephone 

72 

18 

(54) 

j  Wiring  hub 

14 

9 

(5) 

Bridge  and  router 

5 

4.7 

(0.3) 

j 

Figures  for  telephone  companies  do  not  include  products  developed  for 

internal  use. 

1 

GRA 

PHICBYSU 

SAN  J.  CHAMPEN 

Y  SOURCE:  FORRESTER  RESEARCH,  INC.  CAMBRIDGE,  MASS. 

Codex  3380  modem  gets 
management  capabilities 

High-speed  modem  can  be  managed  via  Codex 
9800  or  9300  products,  or  through  IBM’s  NetView. 

By  Paul  Desmond 

Senior  Editor 


Newbridge  muxes  to 
support  frame  relay 

Firm  plans  frame  relay  interface  that  will  enable 
T-1  muxes  to  act  as  hybrid  circuit/packet  switches. 


Worth  Noting 


Expenditures  on 
computer  network 
security  products  are 
expected  to  increase 
from  $209.8  million  in 
1986  to  more  than  $1 
billion  in  1996,  with  the 
most  growth  coming 
from  government 
administration  and 
nonfinancial  commercial 
sectors,  according  to 
“Computer  Network 
Security,”  a  report  by 
Market  Intelligence 
Research  Corp.  of 
Mountain  View,  Calif. 


8ata 
Packets 

Network  Equipment 
Technologies,  Inc.  (NET) 

last  week  introduced  its 
SPX/420  LAN/WAN  gateway 
that  combines  the  functions  of 
a  local-area  network  terminal 
server  and  a  statistical  multi¬ 
plexer  in  one  unit. 

NET  jointly  developed  the 
product  with  Datability,  Inc. 
The  two  firms  developed  a 
wide-area  network  interface 
board  that  transforms  Databil- 
ity’s  Vista  VCP-1000  terminal 
server  into  an  SPX/420. 

The  new  board  resides  in 
one  of  the  Vista  VCP-lOOO’s 
five  board  slots  and  supports 
NET’S  SPX  Compatible  Com¬ 
munications  Architecture. 

The  SPX/420  receives  traf¬ 
fic  from  terminals  directly  at¬ 
tached  to  a  remote  SPX  multi¬ 
plexer  or  SPX/420  and  passes 
it  via  Ethernet  to  local  hosts 
using  Digital  Equipment 
Corp.’s  Local  Area  Transport 
or  the  Telnet  virtual  terminal 
protocol. 

NET  also  said  last  week  it 
will  sell  Datability's  Vista  VCP- 
1 000  terminal  server  support¬ 
ing  a  maximum  of  1 28  concur¬ 
rent  terminal  sessions  as  the 
SPX/410  terminal  server. 

Scheduled  for  availability 
in  the  first  quarter  of  1991, 
SPX/420  is  priced  starting  at 
$5,700,  and  SPX/410  is 
priced  starting  at  $3,500.  □ 


MANSFIELD,  Mass.  —  Codex 
Corp.  last  week  announced  en¬ 
hancements  that  add  net  man¬ 
agement  capabilities,  including 
support  under  IBM’s  NetView,  to 
its  Model  3380  19-2Kbit/sec  mo¬ 
dem. 

msmwmmwmms&smmmmmmmmmam 

Users  can  perform 
functions  from  NetView 
beyond  what  IBM 
supports,  Hayes  said. 

▲  ▲▲ 


Priced  at  $2,995,  the  3380 
was  introduced  in  January  as  a 
low-cost,  high-speed,  leased-line 
modem  (“Codex  unveils  half- 
price  modem  at  19-2K  bit/sec,” 
NW,  Jan.  15).  Now,  for  $3,995, 
users  can  buy  a  3380  version  that 
can  be  managed  from  Codex’s 
high-end  9800  Series  Network 
Management  System  (NMS)  or  its 
personal  computer-based  9300 
Series  NMS. 

For  $4,190,  users  can  buy  the 
modem  outfitted  with  net  man¬ 
agement  support,  plus  Codex’s 
DualView  option,  which  lets 
IBM’s  NetView  host-based  soft¬ 
ware  manage  the  modems. 

With  DualView,  the  same  net 
management  capabilities  Net- 
View  supports  for  IBM  modems 
are  supported  for  Codex  mo¬ 
dems,  said  Tom  Hayes,  director 
of  transmission  product  market¬ 
ing  at  Codex. 

Those  capabilities  include  the 
ability  to  remotely  reconfigure 


the  modem,  initiate  or  terminate 
restoral,  obtain  circuit  quality  in¬ 
formation  and  run  tests  such  as 
loop-backs  to  determine  if  the 
modem  is  functioning  properly. 

In  addition,  users  can  perform 
functions  from  NetView  beyond 
what  IBM  supports  for  its  own 
modems,  Hayes  said.  Some  of 
those  relate  to  new  3380  features 
also  announced  last  week. 

Modem  sharing 

For  example,  NetView  users 
can  configure  the  3380’s  new 
modem-sharing  unit  capability. 
That  feature  lets  as  many  as  eight 
users  share  the  same  19-2K  bit/ 
sec  circuit.  One  user  at  a  time  can 
get  access  to  the  full  bandwidth. 

Also,  the  3380’s  internal  mul¬ 
tiplexing  capability  has  been  en¬ 
hanced  to  support  eight  chan¬ 
nels,  up  from  the  previous  six. 
Each  channel  can  range  in  speed 
from  1,200  to  19-2K  bit/sec, 
Hayes  said. 


T 

Jl  he  3380’s  internal 
multiplexing  capability 
has  been  enhanced  to 
support  eight  channels. 

▲  ▲A 


Codex  has  added  a  9-6K  bit/ 
sec  fallback  rate  to  the  3380, 
Hayes  said,  to  complement  the 
16. 8K,  14.4K  and  12K  bit/sec 
fallback  rates  already  supported. 
Government  users  often  require 
the  9-6K  bit/sec  rate,  he  added. 

The  network-managed  3380 
modem  is  available  now.  □ 


By  Jim  Brown 

Senior  Editor 

HERNDON,  Va.  —  Newbridge 
Networks,  Inc.  is  expected  to  an¬ 
nounce  soon  a  frame  relay  inter¬ 
face  that  will  enable  its  line  of  T-1 
multiplexers  to  act  as  hybrid  cir¬ 
cuit  and  packet  switches. 

Newbridge  has  also  produced 
a  prototype  that  will  enable  its 
T-1  multiplexers  to  support  Syn¬ 
chronous  Optical  Network  (SO¬ 
NET)  standards  and  work  within 
fiber-optic  networks  supporting 
speeds  of  up  to  1 50M  bit/sec. 

The  company  recently  dem¬ 
onstrated  an  early  version  of  its 
frame  relay  interface  at  the  Tele¬ 
communications  Managers  Asso¬ 
ciation  show  last  month  in  Brigh¬ 
ton,  England,  and  could  an¬ 
nounce  the  product  as  early  as 
next  month  at  the  Communica¬ 
tion  Network  ’91  (ComNet)  show 


TOKYO  —  Seven-Eleven  Ja¬ 
pan  Company,  Ltd.  last  week  an¬ 
nounced  it  is  building  a  $17  mil¬ 
lion  network  that  will  link  4,200 
convenience  stores  in  Japan  to  a 
data  center  here  via  Nippon  Tele¬ 
graph  and  Telephone  Corp.’s 
ISDN-based  Integrated  Network 
Service-Net  64  (INS-Net  64)  of¬ 
fering. 

The  firm  is  installing  nine 
Stratus  Computer,  Inc.  XA  2000 
Continuous  Processing  Systems 
that  will  use  Integrated  Services 
Digital  Network  to  route  traffic 
between  the  stores  and  a  Hitachi, 
Ltd.  mainframe  here.  The  XA 
2000s  will  shuttle  traffic  between 
the  mainframe  and  300  suppli¬ 
ers. 

The  new  setup  will  let  the  Stra¬ 
tus  processors  off-load  communi¬ 
cations  tasks  from  the  main¬ 
frame,  preserv  ing  CPU  power  for 
critical  application  processing.  It 
will  also  provide  remote  sites 
with  faster  links  than  previously 
supported.  The  company  will  in¬ 
stall  four  XA  2000s  here  as  pri¬ 
mary  processors  and  three  in  a 
backup  center  in  Yokohama,  Ja¬ 
pan.  Two  additional  XA  2000s  in 
Yokohama  will  be  used  for  appli¬ 
cation  development. 

Terminal  controllers  that  sup¬ 
port  cash  registers,  microcom- 


in  Washington,  D.C. 

Company  officials  said  they 
plan  announcements  at  ComNet 
but  declined  to  confirm  that 
frame  relay  support  will  be 
among  them. 

The  frame  relay  interface 
demonstrated  in  Brighton  was  a 
board  residing  in  a  Newbridge 
3600  series  T-1  multiplexer.  The 
interface  provided  a  link  between 
two  local-area  networks  at  up  to 
T-1  speeds. 

That  interface  was  based  on 
Newbridge’s  interpretation  of  the 
emerging  international  frame  re¬ 
lay  standard,  said  James  Mi¬ 
chaels,  assistant  vice-president  of 
network  planning.  The  firm  will 
now  retrofit  the  interface  to  com¬ 
ply  with  an  interpretation  of  the 
frame  relay  standard  defined  by 
StrataCom,  Inc.,  Digital  Equip- 
( continued  on  page  56) 


puters  and  electronic  scanners  in 
each  store  will  ship  sales  data  and 
orders  to  a  Stratus  XA  2000  at 
specified  intervals  each  day  via 
an  ISDN  Basic  Rate  Interface  cir¬ 
cuit  supporting  throughput  of 
32K  bit/sec.  The  Stratus  proces¬ 
sors  will  pass  information  over  an 
Ethernet  to  the  mainframe,  which 
will  compile  sales  reports,  pro¬ 
cess  incoming  orders  and  gener¬ 
ate  master  purchase  orders. 

Today,  sales  data  for  certain 
items  is  shipped  at  1,200  bit/sec 
to  a  mainframe.  The  remaining 
sales  data  is  loaded  at  the  store 
onto  a  floppy  disk  that  is  mailed 
to  the  data  center. 

Under  the  new  network,  the 
mainframe  will  download  pricing 
changes  to  the  Stratus  XA  2000, 
which  will  distribute  the  changes 
to  stores.  The  mainframe  will 
also  pass  master  purchase  orders 
to  the  Stratus,  which  will  ship 
them  via  a  public  electronic  data 
interchange  network,  called  Zen- 
gin,  at  up  to  4.8K  bit/sec  to  the 
target  supplier.  Products  are  then 
shipped  to  warehouses,  which 
distribute  the  goods  to  the  appro¬ 
priate  store. 

Seven-Eleven  will  also  use 
INS-Net  64  to  support  4.8K  bit/ 
sec  X.25  links  that  enable  it  to 
download  images  of  special  pro¬ 
motional  products  to  stores  for 
display  on  in-store  terminals.  □ 


Seven-Eleven  uses  ISDN  to 
link  4,200  stores  in  Japan 

By  Jim  Brown 

Senior  Editor 
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Thinkof  it  as 

an  investment 
with  immediate 

dMdends. 


Microsoft 


The  ideal  network  software  should 
help  you  run  all  your  departments. 

Including  those  departments  you 
haven’t  connected  yet. 

Introducing  LAN  Manager  2.0 
from  Microsoft.  Its  long  list  of  standard 
features  includes  fault  tolerance,  32-bit 
support  and  enough  security  to  keep  all 
your  confidential  data  confidential. 

Plus,  it’s  flexibly  priced,  based  on 
the  number  of  users.  Which  makes  it  a 
good  value  as  well  as  a  good  product. 


Because  the  Microsoft  environment 
is  wide  open ,  so  is  the  future. 


Innovative  programs  like  Lotus  Notes ?  Sams"  FileShare ” 
and  Microsoft  SQL  Server  take  advantage  of  the  Microsoft  platform. 

But  down  the  line,  choosing  LAN 
Manager  2.0  will  demonstrate  even  more 
than  good  value. 

It  will  demonstrate  vision.  That’s 
because  its  revolutionary  client-server 
architecture  gives  you  the  capabilities 
you’d  expect  from  larger  systenl 

Making  it  viable,  for 
the  first  time,  to  run 
critical  applications 
as  well  as  non-critical 
ones  on  your  own  stan¬ 
dard  PC  network. 

And  since  client-server  architec¬ 
ture  can  marry  high-level  control  with  all 
the  speed  and  accessibility  of  a  PC  net¬ 
work,  its  future  is  indeed  shining  bright. 

An  observation  not  overlooked  by 


From  one  central  point,  you  can  have  an  impact 
across  the  whole  network  with  features  like  domains. 


the  many  systems  companies  who  are 
selling  and  supporting  it  to  the  fullest. 

Among  them:  3Com,  AT&T,  DEC, 
HP,  IBM,  NCR  and 
Ungermann-Bass. 

But  there’s 
more  to  the  story 
Now  your  network 
administration  will 
be  more  manage¬ 
able,  too,  thanks  to 
LAN  Manager’s 
multi-server  ad¬ 
ministration  tools. 

Plus,  it’s  got  the 
power  to  handle  multiple  processors. 

So  no  matter  how  big  your  network 
grows,  it  won’t  outgrow  LAN  Manager. 

LAN  Manager.  Part  of  Microsoft’s 
line  of  network  products  designed  to  let 
everyone  make  the  right  connections  to 
the  right  information. 

To  find  out  more  about  Microsoft' 
LAN  Manager  2.0,  or  to  get  details 
about  a  fact-filled  seminar 
located  near  you,  call  us 
at  (800)  227-6444, 
Department  P04. 
And  we’ll  introduce 
you  to  a  program  that 
will  more  than  fulfill  the 
promise  of  every  blue-chip  investment:  The 
onger  you  have  it,  the  better  it  looks. 

Microsoft 

Making  it  all  make  sense- 


Customers  in  Canada,  call  (416)  673 - 7638.  Outside  North  An  rica.  call  (206) 882-8661.  ©  1990 Microsoft  Corporation.  All  rights  reserved.  Microsoft  and  the  Microsoft  logo  are  registered  trademarks  and  Making  it  all  make  sense  is  a  trademark  of  Microsoft  Corporation.  Lotus  Notes  is  a  registered  trademark  of  Lotus  Development  Corporation.  Sams  and 

FileShare  are  trademarks  ofSaros  Corporation. 


UP  TILL  NOW,  the 

conventional  way  to  build  a 
LAN  internetwork  was  to 
use  private  lines.  And  to 
connect  each  LAN  to  every 
other  LAN  or  host.  The 
management  issues  were 

Traditional  LAN  Internetwork 


With  Sprint  LAN  Reach 
X.25,  you  get  a  meshed  net¬ 
work  without  the  cost  of 
redundant  lines.  And  you  get 
comprehensive  management 
of  LAN  interfaces,  communi¬ 
cation  lines,  and  modems. 


there’s  even  a  free  installa¬ 
tion  older. 

And  LAN  Reach  X.25  is 
just  one  of  our  family  of 
LAN  services.  Soon,  our 
LAN  ReachSM  56  will  be 
available.  So  you  can  enjoy 

SprintNet  LAN  Reach  X.25 


IR  LAN 


OUR  LAN 


a  nightmare.  And  the  costs 
were  even  worse.  Which  is 
why  most  people  only  con¬ 
nected  a  few  of  their  LANs. 

Or  none  at  all. 

But  now  there’s  a  simple, 
cost-effective  solution.  Sprint 
LAN  ReachSM  X.25.  To 
begin  with,  each  LAN  has 
only  one  point  of  connec¬ 
tion.  From  that  one  point, 
any  user  on  any  LAN  can  talk 
simultaneously  to  any  other 
user.  And  have  full  connec¬ 
tivity  to  mainframes,  minis, 
databases  and  X.400  e-mail 
services.  In  a  wide  range  of 
computing  environments, 
including  IBM? 

©  1990  US  Sprint  Communications  Company  Limited  Partnership.  ®  IBM  is  a  registered  trademark  oflBM  Corpo 


As  a  result,  you’ll  have  lower 
management  overhead.  You 
also  get  the  inherent  reliabil¬ 
ity  that  our  automatic  rerout¬ 
ing  offers. 

When  you  work  with  US 
Sprint?  you  get  a  lot  more 
help  than  you’ll  find  anywhere 
else.  Because  SprintNeU  is 
the  largest  public  data  net¬ 
work  in  the  world.  (In  the 
past,  we  were  known  as 
Telenet? )  And  we  have  the 
resources  to  give  you  a  single¬ 
vendor  source  for  design, 
implementation,  and  manage¬ 
ment  of  end-to-end  network 
solutions. 

As  an  extra  advantage, 


all  the  benefits  Sprint  offers 
on  our  switched  high¬ 
speed  network. 

If  you’d  like  to  see  exactly 
how  LAN  Reach  X.25  fits 
into  your  specific  environ¬ 
ment,  call  1-800-735-3299. 

In  just  a  few  minutes 
you’ll  have  a  complete  pack¬ 
age  of  information  in  your 
fax  machine. 

And  we’ll  show  you  the 
best  possible  way  to  build 
an  enterprise-wide  network. 

With  a  lot  less  lines.  And 
a  lot  more  help. 

^  US  Sprint 

IT’S  A  NEW  WORLDSM 


LOCAL  NETWORKING 

PC  AND  TERMINAL  TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


“ 

ost  people 

don’t  know  they  have 
a  problem  until  they 
have  one.  People 
should  get  their 
network  management 
tools  in  place  before 
they  have  a  problem, 
but  that’s  not  how 
people  work.” 

Michael  Howard 

President 

Infonetics  Research  Institute 
San  Jose,  Calif. 


etnotes 

Shiva  Corp.  last  week  an¬ 
nounced  it  has  acquired  the 
EtherPort  line  of  Macintosh- 
to-Ethernet  interface  boards 
from  Novell,  Inc.  The  agree¬ 
ment  gives  Shiva  exclusive 
rights  to  the  EtherPort  trade¬ 
mark. 

Effective  Jan.  4,  Shiva  will 
assume  full  responsibility  for 
future  development  and  tech¬ 
nical  support  of  EtherPort’ s 
installed  base  of  nearly 
100,000  units. 

EtherPort  cards  are  cur¬ 
rently  available  for  the  Apple 
Computer,  Inc.  Macintosh  SE 
and  SE30,  as  well  as  the  Macin¬ 
tosh  II  family  of  microcomput¬ 
ers.  Shiva  plans  to  extend  the 
line  by  offering  EtherPort 
cards  for  the  Macintosh  LC  and 
the  new  Ilsi  in  early  1991  • 

The  company  also  plans  to 
enable  EtherPort  to  support 
other  types  of  wiring  schemes. 
The  product  currently  sup¬ 
ports  thick  and  thin  Ethernet 
and  SynOptics  Communica¬ 
tions,  Inc.’s  LattisNet  twisted¬ 
pair  wiring.  Support  for  the 
lOBaseT  twisted-pair  wiring 
specification  will  also  be  add¬ 
ed  in  early  1991  • 

Network  Resources 
Corp.  recently  introduced  an 
Ethernet  interface  for  Apple 
Computer,  Inc.  Macintosh 
computers  that  costs  $295. 
The  MaclOOO,  a  32-bit  Ether¬ 
net  card  for  Macintosh  II  mi¬ 
crocomputers,  supports  thick 
or  thin  coaxial  cable  and 
lOBaseT  twisted-pair  wire 
links.  The  interface  reportedly 
fully  implements  lOBaseT. 

( continued  on  page  25 ) 


Evolution  of  the  LAN  interconnect  market 
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Northern  Telecom  to  pull 
plug  on  proprietary  LAN 

Meridian  U\NStar  eclipsed  by  Ethernet,  token  ring. 


By  Tom  Smith 

_ Senior  Writer _ 

RICHARDSON,  Texas  —  Nor¬ 
thern  Telecom,  Inc.’s  Meridian 
Business  Systems  Group  recently 
said  it  will  stop  marketing  its  pro¬ 
prietary  Meridian  LANStar  local- 
area  networking  products  due  to 
lack  of  user  acceptance. 

Meridian  LANStar,  first  intro¬ 
duced  in  1985,  is  a  2.5M  bit/ 
sec  LAN  that  runs  over  unshielded 
twisted-pair  cabling.  It  supports 
industry-standard  network  oper¬ 
ating  systems  but  uses  a  propri¬ 
etary  access  method  and  propri¬ 
etary  interface  boards. 

Widespread  adoption  of  the 
Ethernet  and  token-ring  LAN 
standards  hindered  acceptance  of 
the  LANStar  technology,  accord¬ 
ing  to  a  company  spokesman  who 
said  there  are  fewer  than  100  us¬ 
ers  of  LANStar. 

One  of  the  product’s  key 
weaknesses  was  lack  of  industry- 
standard  software  and  device 
driver  support,  said  Mark  Beau- 
chemin,  network  analyst  at  MIT 
Lincoln  Laboratory  in  Lexington, 
Mass.,  and  president  of  the  LAN- 
Star  Users  Group.  Lincoln  Lab¬ 
oratory  has  a  200-node  LANStar 
net  running  applications  includ¬ 
ing  electronic  mail,  word  pro¬ 
cessing  and  spreadsheets. 

“Northern  doesn’t  support 
TCP/IP  directly  over  LANStar,” 
Beauchemin  said,  although  the 
product  is  highly  reliable  and 
easy  to  manage. 

Northern  Telecom  provided  a 
LANStar  hub  with  a  40M  bit/sec 
bus,  as  well  as  LANStar  interface 
boards  for  IBM  Personal  Comput¬ 
ers  and  Apple  Computer,  Inc.  Ma¬ 
cintoshes.  Desktop  devices  were 
linked  to  the  hub  via  unshielded 
twisted-pair  cabling  in  a  star  to¬ 
pology.  The  products  were  mar¬ 
keted  through  distributors. 


Northern  Telecom  said  it  has 
curtailed  all  development  work 
on  LANStar  and  will  cease  selling 
LANStar  products  on  Feb.  15, 
1991- 

Continued  support 

The  vendor  will  continue  to 
support  the  hardware  for  10 
years  while  also  providing  sup¬ 
port  for  the  existing  versions  of 
Banyan  Systems,  Inc.’s  VINES, 
Novell,  Inc.’s  NetWare  and  Ap¬ 
ple’s  AppleTalk,  Beauchemin 
said. 

But  as  a  customer,  Beauche¬ 
min  said  he  is  concerned  about 
migration  paths  and  the  fact  that 
Northern  Telecom  has  not  an¬ 
nounced  specific  plans  to  support 
them. 

“The  big  thing  they  need  to 
provide  us  with  is  a  migration  pe¬ 
riod  so  we  don’t  have  to  convert 
to  some  other  topology  over¬ 
night,”  he  said.  “They  have  no 
announced  plans  to  support  any 
future  versions  as  of  right  now, 
but  that’s  something  we’re  trying 
to  negotiate  with  them.” 

Beauchemin  said  Lincoln  Lab¬ 
oratory  is  in  a  better  position 
than  many  other  LANStar  users 
because  it  has  already  begun  a  mi¬ 
gration  to  Ethernet. 

Northern  Telecom  would  not 
disclose  how  much  money  was 
generated  through  LANStar  sales 
but  described  them  as  “a  very 
small  portion  of  revenue.” 

Staff  dedicated  to  the  LANStar 
product  line  numbered  45  in  the 
U.S.  and  Canada.  The  company 
said  it  is  trying  to  place  as  many 
of  those  employees  as  possible  in 
other  positions  within  Northern 
Telecom. 

The  spokesman  could  not  say, 
however,  if  there  would  be  layoffs 
and,  if  so,  how  many  there  were 
likely  to  be.  □ 


RISC-based  HP  minis 
act  as  LAN  servers 

New  mid-range  HP  3000  and  HP  9000  models 
function  as  servers  in  Ethernet  local  networks. 


By  Tom  Smith 

_ Senior  Writer _ 

PALO  ALTO,  Calif.  —  Hewlett- 
Packard  Co.  recently  expanded 
its  HP  3000  and  HP  9000  mini¬ 
computer  lines  with  the  intro¬ 
duction  of  five  mid-range  Re¬ 
duced  Instruction  Set  Computer 
(RlSC)-based  models  positioned 
as  LAN  servers. 

The  company  also  unveiled  a 
number  of  new  communications 
software  packages,  including  a 
program  that  enables  HP  9000s 
to  communicate  with  IBM  proces¬ 
sors  over  Systems  Network  Archi¬ 
tecture  links  using  IBM’s  LU  6.2 
peer-to-peer  communications 
protocol. 

All  five  of  the  new  HP  3000 
and  HP  9000  models  can  function 
as  servers  for  client/server  appli¬ 
cations  running  across  Ethernet 
local-area  networks.  According 
to  Doug  Gibson,  a  product  line 
manager  at  HP,  the  machines  will 
be  appropriate  for  mission-criti¬ 


cal  applications  including  on-line 
transaction  processing  and  data 
bases. 

The  HP  3000  and  HP  9000 
models  can  run  HP’s  LAN  Mana- 
ger/X  network  operating  system 
and  support  DOS,  OS/2,  Apple 
Computer,  Inc.’s  Macintosh  and 
Unix  clients. 

The  HP  9000  family  already 
supports  HP-UX,  the  company’s 
implementation  of  Unix,  and  net¬ 
working  protocols  such  as  Trans¬ 
mission  Control  Protocol/Inter- 
net  Protocol  and  Sun  Microsys¬ 
tems,  Inc.’s  Network  File  System. 
The  HP  3000  product  line  runs 
HP’s  proprietary  HP-MPE/XL  op¬ 
erating  system. 

The  new  models  in  the  HP 
3000  line  are  the  Series  948  and 
958.  The  Series  948  can  be  con¬ 
figured  with  64M  to  256M  bytes 
of  main  memory  and  up  to  34.8G 
bytes  of  disk  storage.  It  supports 
a  maximum  of  400  workstations. 
( continued  on  page  25 ) 


AT&T  server  ties  LANs  to 
X.25,  SDLC  wide-area  links 


MORRISTOWN,  N.J.  —  AT&T 
Network  Systems  Group  recently 
announced  it  will  market  Eicon 
Technology  Corp.’s  wide-area 
network  gateways,  which  will  en¬ 
able  local-area  network  users  to 
access  X.25  and  SDLC  facilities 
through  AT&T  Datakit  II  Virtual 
Circuit  Switches  (VCS). 

The  LAN  Communications 
Server  (LCS)  will  convert  data 
from  Network  Basic  I/O  System 
protocols  or  Novell,  Inc.’s  Net¬ 
Ware  Internetwork  Packet  Ex¬ 
change  (IPX)  LAN  protocol  to 
run  over  X.25  or  IBM  Synchro¬ 
nous  Data  Link  Control  lines. 

Strategy 

AT&T  will  market  LCS  for  use 
with  its  Datakit  II  VCS,  which  will 
provide  the  connection  between 
the  gateway  and  the  wide-area 
network. 

The  LCS  consists  of  an  AT&T 
Model  6386  personal  computer 
configured  with  a  standard  to¬ 
ken-ring  or  Starlan  interface,  an 
EiconCard  intelligent  coproces¬ 
sor  and  Eicon  Access  Gateway 
software. 

Eicon  has  previously  sold  the 
products,  but  they  were  not  of¬ 
fered  for  use  with  a  specific  WAN 
product. 


The  LCS  can  reside  on  any 
NETBIOS-  or  IPX-based  LAN  re¬ 
gardless  of  topology  or  access 
method,  converting  the  LAN  data 
into  X.25  or  SDLC  formats. 

The  personal  computer  LCS, 
which  is  dedicated  to  performing 
gateway  functions,  provides  the 
physical  connection  to  the  Data¬ 
kit  II  VCS,  which  then  connects  to 
the  wide-area  network. 

The  Eicon  gateway  board  costs 
$1,595.  X.25  software  support¬ 
ing  254  user  sessions  is  priced  at 
$2,750,  and  SDLC  software  sup¬ 
porting  the  same  number  of  ses¬ 
sions  costs  $2,050. 

With  either  protocol,  users  se¬ 
lect  whether  they  want  a  software 
version  supporting  IBM  3270  or 
5250  terminals  for  communica¬ 
tions  with  a  host  computer. 

The  product  is  available  now. 

In  the  future,  AT&T  will  en¬ 
hance  the  LCS  by  making  it  possi¬ 
ble  to  use  a  proprietary  host  com¬ 
munications  protocol  between 
the  gateway  and  the  Datakit  II 
VCS  and  to  support  speeds  up  to 
128K  bit/sec.  With  SDLC  and 
X.25,  by  contrast,  the  maximum 
speed  is  64K  bit/sec. 

For  more  information,  contact 
AT&T  at  (201)  580-4913  or 
(201)  580-5516.  □ 
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FAXNeT  is  a  service  designed  to  help  readers  of  Network 
World  gather  important  information  via  FAX  on  products  and 
services  advertised  in  Network  World. 


How  to  Use  FAXNeT 

Listed  below  in  the  FAXNeT  Directory  are  the  FAX  numbers  of 
participating  advertisers  in  this  week's  issue  of  Network  World  and 
the  page  number  where  the  ad  appears.  To  use  FAXNeT  cut  out 
the  FAXNeT  form  and  make  a  copy  of  the  form  for  each  inquiry 
you  want  to  make.  Then  just  FAX  it  to  the  vendor's  number  listed 
in  the  FAXNeT  Directory. 


Benefits  to  the  Network  World  Reader 

FAXNeT  is  designed  to  get  you  product  and  service  information  FAST. 
And,  if  your  request  is  urgent  and  requires  an  immediate  response 
from  the  vendor  just  check  the  “Urgent"  Box. 


I 

l 

I 

l 

l 

I 

I 

: 

■ 

I 


Attention: 

Subject: 


Marketing  Communications  Manager 

This  inquiry  was  generated  by  a  Network  World 
reader  who  is  responding  via  FAX  to  your  advertisement 
in  Network  World. 


Name _ 

Company /Div 

Address _ 

City _ 

Phone _ 

□  URGENT 


Title 


State _ Zip 

FAX _ 


Action  Requested 

□  Request  for  Sales  Call 

□  Request  for  Proposal 

□  Request  for  Information 

Purchase  Timeframe 

□  Within  60  Days 

□  Within  Six  Months 

□  Within  One  Year 


Scope  of  Purchase  Responsibility 

□  Enterprise  Wide 

□  Departmental 

Purchase  Influence/Number  of  Sites 

□  One  Site 

□  2-9  Sites 

□  10-20  Sites 

□  21+  Sites 


Product 

Advertised: 


This  week's 

FAXNeT 

ADVERTISERS 


Company  Page 

Andrew  Corp . 25 

Fax:  706-349-5943 

AT &T  Paradyne . 16-17 

Fax:  813-530-2103 

DQA  15 

Fax:  404-442-4368 

ERI . 36-37 

Fax:  516-435-0995 

Farallon  Computing . 64 

Fax:  415-841-5770 

General  Datacomm . 3 

Fax:  203-758-8507 

Microcom . 7 

Fax:  617-551-1006 

Tel.  Training  Monthly . 45 

Fax:  215-598-7690 

Teletutor . 45 

Fax:  603-433-2260 

3Com . 60-61 

Fax:  408-764-6164 

UniForum . 45 

Fax:  708-299-1349 

Universal  Data  Systs . 18 

Fax:  205-721-8926 

US  Sprint . 12-13,  22 

Fax:  703-689-6998 

WorldCom . 29 

Fax:  212-607-2274 

World  Expo  Corp . 30 

Fax:  508-872-823 7 


Intended 

Application: _ _ 

I 
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Build  Your  Token-Ring  Network  With  Andrew 


Send  NOW  for  more  information 
about  Andrew  token-ring  products. 

Check  the  appropriate  box.  Fill  in 
the  address  on  the  reverse  side. 
Drop  this  postage-paid  card  in  the 
mail  today! 


□  Intelligent  Media  Management 

□  Source  Routing  Token-Ring  Bridges 

□  Multistation  Access  Units  (MAUs) 

□  Token-Ring  Adapter  Cards 

□  Token-Ring  Repeaters 

□  Free  Token-Ring  Planning  Guide 

□  Other  Andrew  Products 


In  the  U.S.  call  (800)  733-0331  Ext.  3506  or  (213)  320-7126. 

Fax  (213)  618-0386.  In  Canada,  800-267-1821.  In  the  UK,  0734-894689. 


_ Send  me  more  information 

(Please  fill  in  address  on  reverse  side) 

_ Please  call  me  at  (  )  _ _ 

My  need  is: _ immediate _ 30  -  90  days 

_ 3-6  mos _ 6  mos  to  1  year 


ANDREW 


ANDREW  CORPORATION 
2771  Plaza  Del  Amo 
Torrance,  CA  90503 


NAME/TITLE 

COMPANY 

ADDRESS”'" 

CITY/STATE/ZIP 
AREA  CODE  PHONE  NO. 


BUSINESS  REPLY  MAIL 

FIRST  CLASS  MAIL  PERMIT  NO.  82  TORRANCE,  CA 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

ANDREW  CORPORATION 

2771  PLAZA  DEL  AMO 
TORRANCE  CA  90503-9919 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


II.I..II....I.I.II . II. 1.1. .1.1. ..,,111.1. ,.1,1,1 


A 


LOCAL  NETWORKING 


MAUi™/8508  Satellite  MAU 


lUSC-based  minis  act 
ns  LAN  servers 

ontinued  from  page  23 

The  Series  958  comes  with  96M  to 
56M  bytes  of  main  memory  and  a  maxi- 
tum  of  38.4G  bytes  of  hard  disk  storage.  It 
an  support  as  many  as  600  users. 

Prices  for  the  Series  948  and  958  are 
120,000  and  $245,000,  respectively, 
loth  are  expected  to  be  available  by  year 
nd. 

The  new  HP9000s  are  the  Models  842S, 
152S  and  865S. 

The  842S  and  85 2S  can  be  configured 
idth  256M  to  45  5  G  bytes  of  disk  storage 
nd  can  support  as  many  as  400  users.  The 
inly  difference  between  the  two  machines 
s  that  the  842S  comes  standard  with  32M 
lytes  of  memory,  while  the  85  2S  comes 
tandard  with  64M  bytes  of  memory. 

The  Models  842S  and  852S,  which 
hould  be  available  before  year  end,  will 
:ost  $85,000  and  $143,000,  respectively. 

The  Model  865S  supports  64M  to  5 1 2M 
>ytes  of  main  memory,  as  much  as  85. 8G 
>ytes  of  disk  capacity  and  as  many  as  600 
lsers.  It  is  expected  to  be  available  by  the 
;econd  quarter  of  1991  for  $275,000. 


Netnotes 

:ontinued from  page  23 

The  move  to  lOBaseT  networks  is  ex¬ 
acted  to  be  easy  for  Macintosh  users  that 
ilready  have  AppleTalk  networks  based  on 
;ome  form  of  twisted-pair  wire. 

The  Mac  1000  is  available  now. 

The  company  can  be  reached  at  2450 
Vutumnvale  Drive,  San  Jose,  Calif.  95131, 
)r  call  (408)  263-8100. 

IDEAssociates,  Inc.  recently  un¬ 
tiled  an  emulation  board  and  software 
;hat  lets  DOS-based  microcomputers  si¬ 
multaneously  emulate  an  IBM  3270  and 
Digital  Equipment  Corp.  VT-320  terminal. 

The  Billerica,  Mass.,  company  said  its 
[DEAcomm  3270/Advanced  Function  Ter¬ 
minal  (AFT)  board  resides  in  microcom- 
juters  and  provides  a  port  that  links  the 
microcomputer  to  an  IBM  3 1 74  or  compat¬ 
ible  cluster  controller  via  twisted-pair  or 
:oaxial  cable.  Users  must  employ  the  mi- 
:rocomputer’s  communications  port  to  es¬ 
tablish  a  direct  connection  to  a  DEC  VAX  or 
ittach  the  microcomputer  to  one  of  the 
firm’s  3174-compatible  IDEA  Concert 
Controllers,  which  are  capable  of  access¬ 
ing  IBM  mainframes  and  DEC  VAXes. 

IDEAcomm  3270/AFT  software  run¬ 
ning  on  the  microcomputer  supports  as 
many  as  five  concurrent  3270  terminal- 
emulation  sessions  and  a  single  VT-320 
session.  An  IDEAssociates  windowing  ca¬ 
pability  built  into  the  software  enables  us¬ 
ers  to  simultaneously  display  all  six  of  the 
terminal-emulation  sessions,  as  well  as  a 
single  DOS  session  and  two  notepads  on 
the  microcomputer  screen.  Notepads  let 
users  post  data  on  the  screen  as  opposed  to 
entering  it  directly  in  an  application. 

The  IDEAcomm  3270/AFT  software 
also  supports  file  transfer  between  the  mi¬ 
crocomputer  and  the  IBM  host  or  DEC 
VAX.  It  includes  IBM’s  High  Level  Lan¬ 
guage  Application  Program  Interface, 
which  enables  users  to  develop  microcom¬ 
puter  applications  that  transparently  es¬ 
tablish  3270  emulation  sessions  when  host 
data  is  needed. 

Available  now,  the  IDEAcomm  3270/ 
AFT  board  costs  $550,  while  the  3270  em¬ 
ulation  software  is  priced  at  $445,  and  the 
VT-320  software  costs  $150.  □ 


Last  week’s  announcements  also  in¬ 
cluded  the  introduction  of  HP-UX  LU  6.2, 
LU  6.2  software  for  the  HP  9000  product 
family  that  enables  those  minicomputers 


to  establish  sessions  with  IBM  mainframes 
over  an  SNA  network. 

The  software,  which  will  be  available  by 
year  end,  will  range  in  price  from  $7,000 


to  $14,000. 

Also  introduced  was  HP  Switchover/ 
UX,  software  that  runs  on  two  HP  9000 
systems  and  enables  one  system  to  contin¬ 


uously  monitor  the  status  of  the  other.  In 
the  event  of  a  failure  in  the  primary  sys¬ 
tem,  applications  will  be  switched  to  the 
secondary  system. 


HP  SwitchOver/UX,  which  is  expected 
to  be  available  by  year  end,  will  cost  up  to 
$32,000. 

Finally,  HP  unveiled  NewWave  Access,  a 
client/server  application  that  allows  users 
of  its  NewWave  graphical  user  interface  to 
submit  SQL  queries  to  data  bases  from  HP 
and  third-party  vendors,  including  Ashton¬ 
Tate  Corp.,  IBM,  Oracle  Corp.  and  others. 
Those  data  bases  can  reside  on  microcom¬ 
puters,  minicomputers  and  mainframes. 

The  object-oriented  graphical  user  in¬ 
terface  provided  with  the  DOS-based  New¬ 
Wave  3-0  allows  users  to  build  data  base 
queries  that  are  translated  by  the  software 
into  SQL  format. 

NewWave  Access  is  scheduled  for  avail¬ 
ability  in  the  first  quarter  of  1991  for  $295 
peruser.  □ 


T 

A  he  842S  and  852S  can  be  configured  with  256M  to  45. 5G 
bytes  of  disk  storage  and  can  support  as  many  as  400  users. 

▲  ▲▲ 


MAUi™/8500  Controller  /  Serial  Port 


Out-of-Band 
Media  Management 
Center 


MAUi™/8600  Standalone  MAU 


Token  Ring  Workstations  T°ken  Ring  Workstations 


Take  Control  of 
Your  Token-Ring 

with  An 


In-Band 

Media  Management 
Center 


See  The  FAXNeT  Form  on  Page  24 


Andrew  products  are  available  worldwide.  Call  for  a  distributor  in  your  area  In  the  U  S.  call  (213'  320-7126. 
Fax  (213)  618-0386;  in  the  UK  0734-894689.  in  Canada  800-267-1821  ©  1990  Andrew  Corporation 


BSS&s* 


;  V 


Call  us  at 
1-800-733-0331 
ext  3104 


Andrew  Corporation 

2771  Plaza  Del  Amo 
Torrance,  CA  90503 


Add  intelligence  to  existing  token-ring  networks 
without  replacing  existing  MAUs.  The  new  Intelligent 
Media  Management  System  from  Andrew  lets  you 
have  highly  efficient,  centralized  management  down  to 
the  MAU  or  workstation  level  without  losing  your 
investment  in  your  present  token-ring  system. 

Centralized  Network  Control.  From  a  dedicated 
workstation,  monitor  all  stations  on  the  network;  identify 
network  problems;  isolate  and  remove  problem  stations, 
and  utilize  a  full  range  of  displays  and  system  controls. 


Flexible  Network  Management.  Control  and  monitor 
your  network  over  the  token  ring  or  over  a  separate  out- 
of-band  communications  path,  or  both! 


A  Powerful  Diagnostic  System.  Add  and  remove 

workstations,  locate  wiring  faults  and  isolate  trouble 
spots...  automatically! 

The  Andrew  Intelligent  Media  Management  System 
includes  MAU  controllers,  intelligent  MAUs  and  media 
management  software,  providing  single  point  network 
management  for  all  your  MAUs  and  workstations. 
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industry  observers  still  see 
'ith  its  inherent  multitasking 
lity,  as  the  eventual  PC  stan- 

Computer  Systems  News,  May  28. 1990 


“Eventually”  is  here. 


Announcing  The  OS/2 
You’ve  Been  Waiting  For. 


For  quite  some  time 
the  press  has  been 
writing  about  the 
move  everyone  will 
want  to  make  to 
OS/2.® 

Eventually. 


tivity.  The  ability  to  run  applications 
larger  than  640K.  DOS  compatibility. 
All  these  features  have  made  OS/2 
appealing  in  the  past,  but  new 
features  have  catapulted  OS/2 
into  the  here  and  now. 

For  instance,  now  OS/2  1.3 
harnesses  the  power  of  Adobe  Type 
^  Manager™  (ATM™). 


Business  Is  Booming. 


Well,  all  at  once 
OS/2  1.3  has  made 
OS/2  the  operating 
system  it  was  meant 
to  be — the  one 
you’ll  want  to  move 
to  right  here  and  now. 


^den  in  . 

complex  applications  xv,  ^ 
OS/2  will  become  a  more 

tive  option  for  the  future  as  h 

learn  to  take  better  advanta 
its  multitasking,  enhance 


of 
te- 


Li*)  . 


OS/2  Loses  A  Little  Weight. 

For  starters,  OS/2  has  lost  some 
of  its  appetite  for  memory.  In  fact,  now 
you  can  make  the  move  to  OS/2  1.3 
with  as  little  as  two  megabytes  on 


your  system.  What’s  more,  this  stream¬ 
lined  version  leaves  more  room  for 
applications  and  will  offer  some  users 
a  substantial  performance  increase 
in  many  system  functions. 

Functionality.  Functionality. 

And  Did  We  Mention 
Functionality? 

Multitasking.  Seamless  connec- 


PC  Week,  August  13, 

With  this  new  feature,  the  quality 
of  screen  fonts  has  improved 
dramatically,  giving  you  a  true 
WYSIWYG  capability  so  what  you 
see  is  indeed  what  you  get.  ATM 
also  gives  OS/2 
more  flexibility  in 
document  creation 
by  supporting  a 
wide  range  of  outline 
fonts. 

Of  course,  what 
good  is  all  this  without  printer  sup¬ 
port?  Not  much. 

So  OS/2  1.3  has 
improved  and 
expanded  its 
printer  support 
to  include  driv¬ 
ers  for  almost 
all  popular 
printers. 


Now  that  OS/2  is  moving  for¬ 
ward,  so  are  software  developers. 
Every  day,  more  and  more  applica¬ 
tions  are  joining  the  growing  pool  of 
available  OS/2  software.  In  fact,  a 
variety  of  major  business  programs, 
including  Aldus®  PageMaker,®  Lotus 
1-2-3/G®  and  Microsoft®  Excel,  have 
already  made  the  transition  to  OS/2. 
These,  along  with  many  others, 
have  been  redesigned  to  go 
beyond  DOS  memory  limits 
and  take  advantage  of  OS/2’s 
intuitive  graphical  interface — 
Presentation  Manager.™ 

Its  been  said  that  eventually 

■urtV-dfe;.'-  _ _  -w'!-'0**'  1 

ve  up  «  u  nii^  uo  it 

tually,  we 
e  power 
system 


PC  Magazine,  September  11, 1990 


Will  Fastie,  The  Fastie  Report,  May 

you’ll  want  to  take  advantage  of  every¬ 
thing  OS/2  has  to  offer.  Well,  wait  no 
more  because  “eventually”  is  here. 

For  more  information  on  what 
OS/2  can  do  for  you  here  and  now,  or 
to  get  details  on  a  no -charge  upgrade 
to  Version  1.3,  contact  your  IBM 
Authorized  Remarketer 
or  marketing  representative. 


OS/2  can  do! 


IBM  and  OS/2  are  registered  trademarks  and  Presentation  Manager  is  a  trademark  of  International  Business  Machines  Corporation;  Microsoft,  a  registered  trademark  of  Microsoft  Corp.;  Adobe  Type  Manager  and  ATM.  trademarks  of  Adobe  Systems.  Inc.; 
Aldus  and  Pagemaker,  registered  trademarks  of  Aldus  Corp.;  Lotus  and  1-2-3/G,  registered  trademarks  of  Lotus  Development  Corp.  ©  1990  IBM  Corp. 


MANAGEMENT  STRATEGIES 

MANAGING  PEOPLE  AND  TECHNOLOGY:  USER  GROUPS  AND  ASSOCIATIONS 


ialogue 


Employees  of  the 
Nashville  Electric  Service 
(NES),  a  public  utility  in 
Tennessee,  recently  filed 
a  lawsuit  to  block  the 
company  from  outsourc¬ 
ing  its  information  sys¬ 
tems  (IS)  operations.  Is 
this  type  of  employee  re¬ 
sponse  to  outsourcing 
the  beginning  of  a  trend 
or  an  isolated  incident? 

u  I  believe  it  is  an  isolated 
incident.  However,  it  appears 
NES  handled  the  situation  in  a 
secretive  manner,  which  may 
have  fostered  greater  employee 
resentment  than  if  it  was  dis¬ 
cussed  publicly  early  on. 

“The  management  of  most 
companies  today  tries  to  elicit 
employee  input  before  making 
major  decisions,  although  this 
is  not  possible  in  every  case.  In 
NES’  case,  the  effect  of  the 
decision  seems  to  have  caused 
an  adverse  reaction  among  all 
NES  employees,  not  just  those 
being  transferred. 

“This  dramatizes  the  need 
for  companies  to  be  more  open 
with  employees.’’ 

Jeff  Hafer 

Telecommunications  manager 
General  Public  Utilities 
Service  Corp. 

Reading,  Pa. 

U  I  think  it’s  an  isolated 
incident.  If  the  employees  were 
successful  in  preventing  the 
outsourcing,  then  it  might  make 
others  faced  with  a  similar  situ¬ 
ation  try  the  same  tactic.  But 
I’ll  be  very  surprised  if  they  do 
succeed. 

“Besides,  a  public  utility 
typically  doesn’t  use  informa¬ 
tion  systems  to  strategic  advan¬ 
tage  the  way  those  in  highly 
competitive  industries  such  as 
retailing  do. 

“So  the  IS  department  at  a 
highly  regulated  company 
would  be  more  prone  to  an 
outsourcing  threat  than  IS  de¬ 
partments  in  the  retail  industry, 
where  IS  is  viewed  as  an  impor¬ 
tant  part  of  the  firm's  business 
strategy.” 

Michael  Prince 

Data  processing  manager 
Burlington  Coat 
Factory  Warehouse 
Lebanon,  N.H. 

Network  World  invites 
users  to  respond  to  future 
“Dialogue”  questions 
through  our  Bulletin 
Board  System  (BBS).  For 
information  on  how  to  ac¬ 
cess  the  BBS,  see  the  Table 
of  Contents  on  page  2. 


College  net  draws  students 
for  unique  degree  program 

Offers  students  work  experience,  24-hour  access. 


By  Maureen  Molloy 

_ Staff  Writer _ 

CATONSVILLE,  Md.  —  Noted 
as  the  only  school  in  Maryland  to 
offer  a  degree  in  data  communi¬ 
cations,  Catonsville  Community 
College  counts  on  its  director  of 
computer  services  to  create  a  net¬ 
work  information  systems  (IS) 
environment  conducive  to  at¬ 
tracting  technically  oriented  stu¬ 
dents. 

To  this  end,  Wallace  Knapp 
has  migrated  the  school’s  net¬ 
work  over  the  past  nine  years 
from  a  local  batch  environment 
to  one  that  is  completely  on-line. 

“Our  aim  was  to  build  a  mod¬ 
ern  network  that  would  bring 
computing  power  to  each  desktop 
on  campus  and  enable  users  to  go 
to  any  terminal  and  get  immedi- 


Wallace  Knapp 


ate  information,”  said  Knapp, 
who  designed  the  network. 

“We  wanted  to  mirror  as  best 
we  could  the  level  and  quality  of 
computing  that  our  students  will 
find  in  the  outside  business 
world,”  he  said. 

Today,  the  network  links  14 
buildings  on  the  main  Catonsville 
campus  and  eight  off-campus 
teaching  centers,  as  well  as  one 
neighboring  county  branch  cam¬ 
pus.  It  also  supports  on-line  com¬ 
puter  services  for  another  com¬ 
munity  college  and  four  voca¬ 
tional  high  schools. 

In  total,  it  links  more  than  750 
terminals  and  personal  comput¬ 
ers  in  30  buildings,  all  connected 
to  a  central  data  center  here. 

The  data  center  houses  an  IBM 
4381  Model  R14  Processor  that 
supports  administrative  and  aca¬ 
demic  functions.  A  data  base 
management  system  on  the  ma¬ 
chine  supports  student  data  sys¬ 
tems  and  integrates  registration, 
grade  reporting  and  advising  in¬ 
formation  for  the  school’s 
30,000  students.  It  also  supports 
financial  systems  such  as  budget, 
payroll  and  accounts  payable  in¬ 
formation. 

The  center  has  a  Digital  Equip¬ 
ment  Corp.  VAX  11/780  and  an 
/ continued  on  page  28 ) 


BY  ERIC  SCHMALL 

Minimizing  the  downside 
of  network  surprises 

Any  manager  will  readily  identify  with  Yogi  Berra's  observa¬ 
tion:  “I  don’t  mind  surprises  as  long  as  I  know  about  them 
in  advance.”  Surprises  are  the  scourge  of  effective  management. 
Top  management  views  surprises  as  manifestations  of  inade¬ 
quate  planning,  failed  forecasts,  improper  controls,  communica¬ 
tion  breakdowns,  poor  organization,  incompetent  coordination 
or  failure  to  command. 

An  unexpected  turn  of  events  can  generate  nagging  questions 
about  whether  the  manager  could  have  been  better  prepared  to 
see  the  event  coming.  Even  surprises  with  a  positive  outcome, 
such  as  ending  the  fiscal  year  with  extra  money  in  the  budget, 
can  lead  to  suspicions  that  the  manager  isn’t  a  good  planner. 

Much  of  a  network  manager’s  life  is  focused  on  minimizing 
technology  surprises.  We  pay  princely  sums  for  equipment  that 
automatically  monitors  the  health  and  performance  of  voice 
and  data  networks  and  their  associated  equipment. 

But  despite  our  best  efforts,  it  is  often  impossible  to 
accurately  forecast  network  usage,  performance  and  capacity 
requirements.  Statistical  models  can’t  take  into  account  unex¬ 
pected  shocks  such  as  an  oil  crisis  or  economic  downturns  that 
ruin  our  forecasts. 

Network  managers  are  also  vulnerable  to  a  variety  of  other 
surprises:  a  key  network  analyst  may  abruptly  resign,  undermin¬ 
ing  a  strategic  project  in  midstream;  a  voice  mail  vendor  could 

( continued  on  page  28) 


Eastman  Kodak’s  outsourcing  time  line 


Oct.  2, 
1989 


Eastman  Kodak  signs  a  5-year  contract  with 
Businessland,  Inc.  to  provide  PC  support  and  training 
for  Eastman  Kodak’s  35,000  PC  users  throughout  the 
U.S. 


IBM  assumes  control  of  Eastman  Kodak’s  data  center 
operations  and  agrees  to  consolidate  4  existing  data 
centers  into  a  single,  new  facility.  The  multiyear, 
multimillion-dollar  deal  involves  the  transfer  of  300 
Eastman  Kodak  employees  to  IBM. 

Eastman  Kodak  signs  DEC  to  manage  its  wide-area 
voice  and  non-IBM  data  nets,  and  signs  IBM  to 
manage  its  worldwide  SNA  networks.  The  2  deals 
involve  the  transfer  of  about  275  Eastman  Kodak 
employees  to  DEC  and  IBM. 


GRAPHIC  BY  SUSAN  J.  CHAMPENY 
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Kodak  exec  relates 
outsourcing  lessons 

Outsourcing  pioneer  Kathy  Hudson  discusses 
pros/cons  of  contracting  out  network  functions. 


% 


A  year  ago,  Eastman  Ko¬ 
dak  Co.  sent  shock 
waves  through  the  ranks 
of  network  and  information  sys¬ 
tems  (IS)  managers  when  it  de¬ 
cided  to  hand  over  the  mange- 
ment  of  its  network,  mainframe 
and  personal  computer  support 
operations  to  third-party  vendors 
Digital  Equipment  Corp.,  IBM  and 
Businessland,  Inc.,  respectively. 

Since  then,  many  large  com¬ 
panies  have  followed  Eastman 
Kodak’s  example  and  signed  mul¬ 
tiyear,  multimillion-dollar  con¬ 
tracts  with  a  growing  cadre  of 
outsourcing  vendors.  In  addition, 
a  host  of  other  firms  have  at  least 
explored  the  feasibility  of  out¬ 
sourcing  some  or  all  of  their  IS 
and  network  operations. 

Network  World  Senior  Editor 
Wayne  Eckerson  spoke  recently 
with  Kathy  Hudson,  vice-presi¬ 
dent  and  director  of  corporate  IS 
and  one  of  the  main  architects  of 
Eastman  Kodak’s  outsourcing 
agreements,  to  see  how  well  the 
program  is  working. 


How  would  you  rate  the 
success  of  your  outsourcing 
effort? 

At  this  point,  I  would  rate  it  a  6 
in  a  scale  from  1  to  10.  But  the 
good  news  is  that  we  have  a  shot 
at  a  12.  The  future  looks  good, 
but  it’s  a  long-term  process  that 
takes  a  couple  of  years  to  get  in 
stride  and  a  lot  of  hard  work. 


Have  you  completed  the 
transition  to  outsourcing? 

The  full  transition  takes  about 
two  years,  and  we’re  about  half¬ 
way  there.  It  takes  about  that 
long  for  people  to  break  many  of 
their  old  habits,  such  as  getting 
friends  in  the  data  center  to  do 
special  jobs  for  them.  Now  there’s 
a  fixed  procedure  in  place  and 


you  have  to  do  everything  by  the 
rules.  That’s  caused  people  some 
frustration,  and  they  have  com¬ 
plained  a  little.  It  takes  a  while  to 
get  used  to  it. 

A  year  ago,  you  said  your 
greatest  concern  about  out¬ 
sourcing  was  losing  control 
of  operations.  Was  this  a  le¬ 
gitimate  fear? 

No,  for  two  reasons.  We 
thought  we  were  in  control  be¬ 
fore  [we  outsourced],  but  we 
were  in  control  of  the  wrong 
stuff.  We  controlled  whether  we 
should  install  a  T-l  line,  not 
whether  we  were  using  technol- 
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he  process  we 
put  in  place  to  manage 
our  [vendor]  partners  is 
working  very  well.” 
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ogy  to  help  the  company  fulfill  its 
business  objectives. 

Second,  the  process  we  put  in 
place  to  manage  our  [vendor] 
partners  is  working  very  well.  We 
have  a  relationship  management 
team  assigned  to  each  of  our  ven¬ 
dor  partners.  These  teams  consist 
of  six  to  eight  Kodak  people  who 
are  essentially  internal  account 
managers.  They  work  with  big 
Kodak  IS  customers  to  resolve 
problems  they  may  have  with  one 
of  our  partners  and  ensure  that 
everything  is  going  smoothly. 

In  addition,  we  have  a  board  of 
directors  for  each  vendor  that 
meets  quarterly.  The  boards  con- 
( continued  on  page  28 ) 
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College  net 
draws  students 

continued  from  page  27 
IBM  Application  System/400 
Model  30,  both  of  which  are  used 
exclusively  to  support  student 
computing. 

Synchronous  access  to  the 
data  center  mainframe  is  provid¬ 
ed  through  an  IBM  3745  front- 
end  processor,  while  most  of  the 
asynchronous  traffic  from  re¬ 
mote  terminals  and  personal 
computers  comes  in  through  an 
Infotron  Systems  Corp.  INX4600 
data  switch.  The  network  also  of¬ 
fers  asynchronous  dial-up  sup¬ 
port  for  students  who  want  to  ac¬ 
cess  the  center  from  home. 

Although  most  of  the  remote 
buildings  are  linked  to  the  data 
center  via  multiplexed  leased 
lines  that  support  a  mix  of  syn¬ 
chronous  and  asynchronous  traf¬ 
fic,  the  school  has  installed  two 
remote  Infotron  data  switch 
modules. 

The  on-campus  module  is 
linked  via  fiber  cable,  while  a  re- 


Kodak  exec  tells 
of  outsourcing 

continued from  page  27 
sist  of  four  or  five  vendor  repre¬ 
sentatives  and  four  or  five  Kodak 
people.  The  boards  assess  the 
vendors’  past  performance  and 
discuss  Kodak’s  future  strategic 
needs.  We  also  have  a  cross-alli¬ 
ance  group,  which  consists  of  Ko¬ 
dak  and  vendor  managers  from 
each  of  the  three  alliances  who 
get  together  regularly  to  discuss 
common  issues  among  all  three 
groups. 

Is  there  anything  you 
would  do  differently  if  you 
had  to  do  it  over  again? 

Yes.  We  would  refine  the  pro¬ 
cess  by  which  we  selected  a  part¬ 
ner.  We  ran  into  problems  by  re¬ 
peatedly  changing  the  [Kodak] 
people  who  were  talking  with 
prospective  partners  before  we 
signed  a  final  agreement. 

Also,  we  would  increase  com¬ 
munications  with  Kodak  end  us¬ 
ers.  When  you  have  35,000  end 
users  on  the  PC  side,  it  can  be  a 
big  problem.  You  have  to  have  al¬ 
most  constant  communication 
with  them  because  they  frequent¬ 
ly  forget  what  you  have  told 
them.  It’s  a  difficult  problem  that 
we’re  still  working  on. 

How  has  outsourcing 
changed  your  job? 

It  has  allowed  me  to  focus  on 
how  we  should  be  using  technol¬ 
ogy  instead  of  what  technology  to 
use.  Outsourcing  frees  you  from 
the  day-to-day  operational  prob¬ 
lems  so  you  can  spend  more  time 
focusing  on  strategic  business  is¬ 
sues.  I  no  longer  spend  two  or 
three  weeks  a  year  in  planning 
and  justifying  capital  expendi¬ 
tures.  I  have  all  this  free  time  to 
spend  thinking  about  how  Ko¬ 
dak’s  core  businesses  can  benefit 
from  technology. 


MANAGEMENT  STRATEGIES 


Catonsville  Community  College  in  Maryland 


mote  off-campus  node  is  linked 
via  a  T-l  line.  The  T-l  line  will 
eventually  support  voice  commu¬ 
nications  between  these  sites. 

Students  can  access  the  center 
24  hours  a  day.  “Students  don’t 
ever  have  to  wait  in  line  to  use  the 
school’s  limited  number  of  com¬ 
puter  terminals,”  Knapp  said. 
“They  can  do  their  assignments 
at  home  at  3  a.  m .  if  they  have  to .  ” 

Virtually  all  computer  users 
have  access  to  an  electronic  mail 
system,  enabling  information  to 
be  exchanged  between  students, 
faculty  and  administrators. 

The  college  also  subscribes  to 
Bitnet,  an  international  store- 
and-forward  network  that  acts 
like  an  electronic  bulletin  board 
linking  Catonsville  students  with 
about  1,600  other  colleges 
worldwide.  The  vocational/tech¬ 
nical  schools  tied  into  the  data 
center  by  leased  lines  have  on¬ 
line  terminals  for  interactive  pro¬ 
gramming. 

“We  saved  some  $300,000  by 
connecting  with  the  Catonsville 
network  instead  of  building  sepa¬ 


Also,  by  getting  rid  of  the 
glasshouse,  the  business  folks 
look  at  us  differently.  Instead  of 
being  viewed  as  techies  who  can’t 
really  be  trusted,  they  see  us 
more  as  strategic  thinkers  and 
planners. 

Do  you  have  any  tangible 
evidence  that  outsourcing 
has  helped  Kodak’s  bottom 
line  and  has  helped  it  focus 
more  on  its  core  businesses? 

The  best  evidence  I  have  is 
that  I  don’t  bother  the  chairman 
of  the  board  to  the  tune  of  20 
hours  a  week  trying  to  justify  cap¬ 
ital  expenditures.  He,  as  well  as 
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\J  utsourcing  frees 
you  from  the  day-to-day 
problems  so  you  can 
focus  on  strategy.” 
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other  managers,  are  gaining 
more  time  [to  focus  on  strategic 
business  issues]. 

Another  fringe  benefit  is  that 
we  have  freed  up  two  to  three  pur¬ 
chasing  agents  and  human  re¬ 
sources  people  to  work  in  other 
areas.  We  didn’t  count  these  sav¬ 
ings  in  the  economics  of  the  or- 
ginal  deal. 

How  about  IS  costs? 

We’ve  seen  dramatic  reduc¬ 
tions.  Our  capital  costs  have 
dropped  95%.  Our  overall  costs 
to  provide  personal  computer 
support  have  dropped  5%  to  10%, 
and  the  costs  to  support  main¬ 
frame  operations  have  declined 
1 0%  to  1 5%.  In  addition,  we  have 
received  even  larger  savings  in 
telecommunications  because 


rate  computer  systems,”  said 
Paul  Plevyak,  coordinator  for  the 
Baltimore  County  Public  Schools’ 
office  of  business  education. 
“We’re  sharing  not  only  hard¬ 
ware  and  software  costs,  but  all  of 
the  annual  maintenance  costs.” 

Knapp  said  the  college  will 
gradually  implement  local-area 
networks  in  each  of  the  college’s 
buildings  to  enable  local  sharing 


we’re  now  able  to  leverage  our 
purchasing  power  with  Digital’s 
to  achieve  significant  discounts. 

What  has  been  the  impact 
on  Kodak  employees  who 
were  transferred  as  part  of 
the  outsourcing  agreements? 

Most  would  say  it  has  been  a 
positive  move  for  them. 

When  we  told  employees  in 
February  1988  that  we  were  con¬ 
sidering  outsourcing,  it  under¬ 
standably  caused  a  great  deal  of 
anxiety,  which  didn’t  abate  until 
after  the  time  the  deals  were 
signed.  We  worked  hard  to  ad¬ 
dress  employees’  concerns,  and 
we  renegotiated  certain  items 
with  our  trading  partners  that  we 
had  not  considered,  such  as 
whether  the  vendors  would  reim¬ 
burse  employees  for  job-related 
course  work. 

After  all  was  said  and  done, 
many  employees  came  to  us  and 
said,  “You  told  us  to  trust  you, 
and  we  didn’t.  But  you  were  right; 
we  are  all  better  off.  I  like  my  new 
job.” 

How  many  of  those  em¬ 
ployees  are  still  working  for 
your  partners,  and  how 
many  have  been  transferred? 

Only  a  half-dozen  [out  of 
about  600]  have  left  [our  part¬ 
ners’  organizations],  and  we  are 
beginning  to  see  some  transfers, 
maybe  a  half-dozen.  Overall,  it’s 
been  pretty  stable  and  morale 
within  the  troops  remains  high, 
especially  on  the  IBM  side.  A  re¬ 
cent  IBM  employee  survey 
showed  that  the  group  handling 
the  Kodak  account  was  one  of  the 
best  within  all  of  IBM. 

What  is  the  key  to  manag¬ 
ing  an  outsource  vendor? 

Trust.  The  most  important 
thing  to  do  is  establish  an  envi¬ 
ronment  of  trust  and  openness. 
Any  problem  can  be  solved  if  you 


of  software  and  departmental 
data. 

The  college  has  already  in¬ 
stalled  token-ring  LANs  running 
Novell,  Inc.  software  at  five  cam¬ 
pus  buildings,  one  in  an  adminis¬ 
trative  office  and  the  other  four  in 
student  teaching  labs.  Two  other 
buildings,  a  student  graphics  lab 
and  the  school’s  printing  shop, 
have  Apple  Computer,  Inc.  Ap¬ 


don’t  take  a  position  right  away. 
All  parties  must  recognize  that 
it’s  a  long-term  relationship,  like 
a  marriage,  that  takes  commit¬ 
ment  and  a  willingness  to  work 
out  problems  in  order  to  succeed. 
We  may  argue,  but  the  mutual 
trust  and  commitment  allows  us 
to  resolve  our  differences. 

Have  vendors  lived  up  to 
service-level  agreements? 

In  many  cases,  we  put  in  [ser¬ 
vice-level  agreements]  that  were 
stretches  [for  our  partners].  We 
wanted  an  improvement,  not  just 
the  status  quo.  In  the  computing 
environment,  for  example,  we’re 
pushing  for  100%  uptime.  We 
aren’t  totally  there  yet,  but  we  are 
all  moving  consistently  in  the 
right  direction. 

Do  you  have  less  flexibili¬ 
ty  to  respond  to  changes  in 
the  business  environment 
because  you  are  no  longer  in 
control  of  the  technology? 

Actually,  we’re  more  respon¬ 
sive  to  business  needs  because 
the  vendors  are  experts  and  can 
bring  a  lot  more  resources  to  bear 
on  an  issue.  It’s  also  true  that  we 
aren’t  always  using  our  partners’ 
own  equipment.  For  example, 
we’ve  requested  that  IBM  imple¬ 
ment  a  lot  of  non-IBM  software  in 
our  mainframe  environment.  The 
[partners]  take  a  deep  breath  and 
say,  “OK,  you’re  the  customer. 
We’ll  do  it.” 

Is  Kodak’s  case  different 
from  other  companies  that 
have  outsourced  operations? 

We  put  it  in  a  different  context. 
Most  people  look  at  outsourcing 
as  a  sign  ofweakness,  stupidity  or 
both.  We  based  our  decision  on  a 
strategic  rationale,  which  was  to 
focus  on  Kodak’s  core  businesses. 
We  are  not  a  telephone  company, 
a  mainframe  computer  company 
or  a  PC  supply  shop.  □ 


pleTalk  LANs. 

Besides  Knapp  and  two  other 
professionals,  the  network  is 
managed  by  advanced  data  com¬ 
munications  students  at  Catons¬ 
ville  and  other  local  colleges. 
Knapp  said  the  practice  of  hiring 
student  interns  allows  the  college 
to  give  talented  students  more 
hands-on  experience  in  oversee¬ 
ing  a  communications  network 
and  further  cuts  down  on  payroll 
costs. 

Catonsville  offers  majors  in 
computer  science,  IS,  data  com¬ 
munications  and  MIS.  The  Tele¬ 
communications  Association, 
Inc.  (TCA)  of  Maryland,  a  chap¬ 
ter  of  the  national  TCA,  helped 
develop  the  current  curriculum. 

“We’ll  continue  evolving  with 
the  industry  and  keep  our  stu¬ 
dents  up  to  speed  on  the  latest 
technology,”  Knapp  said.  “Our 
aim  is  to  have  the  college  her¬ 
alded  by  data  communications 
professionals  as  a  valuable  train¬ 
ing  resource,  and  the  network  has 
been  a  substantial  plus  in  helping 
us  achieve  that.”  □ 


Minimizing 
net  surprises 

continued from  page  27 
suddenly  file  for  bankruptcy;  net¬ 
work  maintenance  rates  may  un¬ 
expectedly  increase  35%;  and  a 
merger  or  acquisition  could  put 
all  projects  on  hold  until  the  two 
firms’  networks  are  merged. 

There  are  several  actions  net 
managers  can  take  to  minimize 
the  negative  impact  of  surprises. 
First,  network  managers  have  to 
rid  themselves  of  the  notion  that 
they  can  squelch  the  unexpected 
through  diligent  use  of  voice  and 
data  network  management  tools. 
These  glorified  bit  counters 
watch  only  a  few  degrees  of  the 
horizon  that  net  managers  are 
entrusted  to  watch. 

Besides  technical  forecasts, 
net  administrators  need  to  detect 
subtle  shifts  of  mood  and  attitude 
in  their  staff,  users  and  senior 
managers.  They  also  need  to  be 
sensitive  to  changes  in  their  orga¬ 
nization’s  mission,  marketplace, 
performance  and  partnerships. 
They  keep  a  vigilant  watch  over 
their  ability  to  compete  and  what 
their  vendors  are  developing. 

Net  managers  also  have  to  be 
proficient  at  interpreting  what 
they  see.  They  have  to  discrimi¬ 
nate  accurately  among  the  myri¬ 
ad  events  and  determine  what 
patterns  might  be  evolving.  They 
need  to  constantly  imagine  what 
surprises  might  arise  to  disrupt 
their  operation. 

Finally,  managers  need  to 
constantly  review  ideas  with  their 
bosses,  staff  and  peers.  Managers 
should  use  these  people  as  sound¬ 
ing  boards  and  work  with  them  to 
assess  the  risk  of  any  potential 
surprise.  This  process  prepares 
managers  for  a  broader  range  of 
surprises,  fosters  participation  by 
a  greater  number  of  people  and 
keeps  everyone  alert  for  sudden 
change.  □ 
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INTERNATIONAL  NETWORKS 


USER  STRATEGIES,  INTERNATIONAL  SERVICES  &  REGULATION 


Planning  proves  critical  to 
averting  inti  net  headaches 

Budgets,  personnel  issues  are  the  top  concerns. 


W 


News 

Overseas  Telecommu¬ 
nications,  Inc.  (OTI),  an  Al¬ 
exandria,  Va. -based  interna¬ 
tional  carrier,  last  week  said  it 
won  a  contract  to  install  the 
world’s  first  international  dig¬ 
ital  circuit  between  France  and 
Mexico. 

The  128K  bit/sec  link  will 
be  used  by  the  French  carmak¬ 
er  Regie  Nationale  Des 
Usines  Renault  to  carry 
voice,  facsimile  and  batch  data 
files  between  its  headquarters 
in  France  and  a  manufacturing 
facility  in  Mexico. 

Traffic  will  flow  from 
France  to  an  OTI  gateway  sat¬ 
ellite  earth  station  in  Dallas 
via  the  Trans-Atlantic  Tele- 
communications-8  submarine 
fiber-optic  cable  and  land- 
based  fiber  facilities  in  the  U.S. 
operated  by  OTI. 

Traffic  will  then  bounce  off 
Mexico’s  Morelos  satellite  to  a 
very  small  aperture  terminal 
earth  station  on  Renault’s 
premises  in  Durango,  Mexico. 
Renault  is  leasing  the  VSAT 
dish  from  OTI. 

OTI  said  this  is  the  first  in¬ 
ternational  digital  circuit  rout¬ 
ed  through  the  U.S.  that  does 
not  terminate  in  the  U.S.  MCI 
Communications  Corp.  is  now 
in  the  process  of  acquiring 
OTI,  but  that  deal  has  not  been 
completed. 

AT&T  last  week  said  it 
won  a  $132.6  million  contract 
to  install  57%  of  a  new  subma¬ 
rine  fiber-optic  cable  sched¬ 
uled  to  be  cut  over  in  1993 
that  will  link  Hawaii  and  New 
Zealand. 

The  AT&T  ship,  C.S.  Long 
Lines,  will  install  4,385  kilo¬ 
meters  of  the  7,000-km  Pac- 
rimeast  fiber  cable.  □ 


Last  of  two  parts. 

Cory  Van  Wolvelaere 

Special  to  Network  World 

With  a  little  up-front  planning, 
network  managers  can  reduce 
the  stress  of  a  global  net  project 
by  minimizing  the  impact  of  post, 
telegraph  and  telephone  admin¬ 
istrations,  budgeting  for  exorbi¬ 
tant  costs  and  sorting  out  the 
myriad  of  personnel  issues  they 
are  bound  to  encounter. 


ANALYSIS 


First,  net  managers  shouldn’t 
plan  on  running  an  international 
network  project  on  a  shoestring 
budget.  International  nets  are  ex¬ 
pensive  —  generally  two  to  five 
times  more  expensive  than  build¬ 
ing  a  comparable  U.S.  net.  They 
also  consume  about  50%  to  1 00% 
more  time  to  design  and  imple¬ 
ment.  Project  managers  should 
budget  for  costly  lines  at  the  on¬ 
set  of  a  project,  instead  of  facing 
sticker  shock  later. 

In  addition,  not  all  of  these  ex¬ 
penses  can  be  attributed  to  hard 
costs,  such  as  line  and  equipment 
expenditures. 

For  example,  team  members 
should  plan  to  visit  each  remote 
site  in  the  network  at  least  three 
times. 

The  first  visit  should  be  used  to 
disseminate  information  and 
generate  buy-in  from  the  net¬ 
work  user.  The  second  visit,  two 
to  three  months  before  the  instal¬ 
lation,  should  be  used  to  survey 
the  site  and  prepare  for  the  instal¬ 
lation.  The  third  visit  should  be 
during  the  installation  and  con¬ 
version. 

Van  Wolvelaere  is  a  partner 
in  the  telecommunications 
practice  of  Andersen  Consult¬ 
ing  in  Chicago. 


Effective  communication  at  all 
levels  is  key  to  a  successful  inter¬ 
national  networking  project. 

The  first  step  in  establishing 
the  prerequisite  communication 
is  to  have  an  international  team 
staffed  by  personnel  familiar  with 
the  environment  in  which  you  are 
building  your  net.  Indigenous 
personnel  will  often  have  a  much 
easier  time  dealing  with  the  PTTs 
and  foreign  vendors,  and  may 
have  more  leverage  than  some¬ 
one  from  the  U.S. 

Having  native  personnel  on 
your  team  is  often  a  necessity. 
Contracts  may  be  in  multiple  lan¬ 
guages.  Situations  can  also  arise 
in  which  only  natives  of  a  country 
are  allowed  to  sign  contracts. 

In  fact,  it  is  a  good  idea  to  have 
the  project  headed  by  someone 
from  the  area  in  which  you  are 
building  the  network. 

In  setting  up  the  project,  it  is 
important  to  have  a  project  steer¬ 
ing  committee  to  ensure  that  the 
goals  of  the  project  and  the  needs 
of  future  network  users  are  met. 

Consistency 

To  ensure  effective  network 
communications,  network  man¬ 
agers  must  clearly  define  consis¬ 
tent  project  standards  for  termin¬ 
ology,  documents  and  indexes. 
The  standards  should  be  the  same 
for  each  segment  of  the  project  so 
that  a  reference  to  a  packet  node, 
for  example,  means  the  same 
thing  for  each  segment. 

To  facilitate  the  synergy  be¬ 
tween  different  segments  of  a 
project,  it  is  helpful  to  let  the 
project  teams  overlap.  For  exam¬ 
ple,  we  brought  members  of  our 
European  team  to  work  for  a  few 
weeks  on  the  U.S.  segment  of  our 
project  and  sent  members  of  the 
U.S.  team  to  work  for  a  fewweeks 
on  the  European  segment.  This 
( continued  on  page  30) 


International  virtual  net  pricing  -  U.K.  to  U.S. 

Rates  for  calls  to  on-net  locations  during  busiest  calling  periods 


On-net  call 
origination 


Off-net  call 
origination 


GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  TELECHOICE,  INC.  MONTCLAIR.  N.J. 
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2  p.m.  to  3  p.m. 

49  pence  (98  cents  U.S.)/min 

3  p.m.  to  5  p.m. 

54  pence  ($1.08  U.S.)/min 

5  p.m.  to  6  p.m. 

49  pence  (98  cents  U.S.)/min 

2  p.m.  to  6  p.m. 

52  pence  ($1 .04  U.S.)/min 

Not  applicable 

2  p.m.  to  6  p.m. 

53  pence  ($1.06  U.S.)/min 

Calling  periods  are  in  Greenwich  time.  Currency  conversions 
assume  one  pound  sterling  equals  $2  U.S. 


Int’l  virtual  network 
rates  due  to  change 

Carriers  still  feeling  out  rival  pricing  structures; 
current  rates  offer  attractive  savings,  discounts. 


By  Daniel  Briere 

Contributing  Editor 

Network  users  with  heavy  call¬ 
ing  volumes  between  the  U.S.  and 
the  U.K.  may  find  they  can  save  as 
much  as  20%  in  monthly  interna¬ 
tional  service  costs  by  signing  up 
for  virtual  network  services  of¬ 
fered  by  carriers  on  both  sides  of 
the  Atlantic. 

While  virtual  network  services 
have  been  available  in  the  U.S.  for 
more  than  five  years,  carriers  are 
just  starting  to  release  tariffs  for 
international  connections.  As 
with  early  long-distance  tariffs, 
however,  there  are  substantial 
differences  among  the  carriers 
about  how  to  price  these  new  ser¬ 
vices. 

Carriers  are  jockeying  for 
pricing  position,  trying  to  find 
out  where  their  rates  should  fall 
relative  to  the  competition’s.  All 
three  U.S.  carriers  are  evaluating 
their  competitors’  rates,  and  an¬ 
other  round  of  rate  changes  is  ex¬ 
pected  within  six  weeks. 


For  example,  AT&T  last  week 
said  it  would  use  current  Interna¬ 
tional  City  Center  Service  rates 
for  on-net-to-on-net  Global  Soft¬ 
ware-Defined  Network  (SDN) 
connections  to  British  Telecom¬ 
munications  PLC’s  International 
FeatureNet  product.  MCI  Commu¬ 
nications  Corp.  is  offering  pro¬ 
motional  rates  that  expire  at  the 
end  of  this  month. 

US  Sprint  Communications 
Co.,  too,  is  studying  its  rates  to 
make  sure  it  remains  competitive 
in  the  changing  environment. 
The  carrier  will  likely  file  rate  re¬ 
visions  in  the  next  four  weeks. 

Of  all  three  U.S.  carriers,  US 
Sprint  offers  a  stand-alone  dis¬ 
count  table  for  international  call¬ 
ing  based  on  service  usage:  Dis¬ 
counts  range  from  4%  to  33%, 
regardless  of  the  U.K.  calling  pe¬ 
riod  during  which  calls  are 
placed. 

MCI  charges  a  flat  rate  for  all 
levels  of  its  international  Vnet 
( continued  on  page  30 ) 


What  it  takes  to  be  the  international  specialist.  #1  in  a  series. 


“Overseas 

facilities 

management 

centers." 

—Peter  Moebius, 

VP— Europe  &  Africa 
World  Communications.  Inc. 


See  The  FAXNeT  Form  on  Page  24 


More  and  more  telecom 
managers  are  turning  to  facil¬ 
ities  management  centers  as 
the  ideal  way  to  establish  an 
efficient  global  network  in 
the  face  of  rising  equipment 
housing  and  maintenance 
costs. 

To  fill  this  growing  need, 
we  at  WorldCom  have 
opened  our  first  overseas 
facilities  management 
centers.  Located  in  London 
and  Frankfurt,  these  state- 
of-the-art  complexes  offer 
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primary  and  backup  access 
from  the  national  carriers 
and  can  serve  as  the  hub  for 
all  of  your  telecommunica¬ 
tions  within  the  U.K.,  Ger¬ 
many  and  throughout  Europe. 

By  housing  your  equip¬ 
ment  on  our  premises  and 
under  our  care,  you  get  24- 
hour  maintenance  and  secu¬ 
rity,  which  can  reduce  your 
staffing  requirements  and 

WorldCom 


free  up  expensive  floor  space 
for  other  uses.  You  also  gain 
access  to  our  expertise  in 
foreign  regulations,  equip¬ 
ment  standards,  and  even 
local  customs  and  culture 
which  can  have  an  impact  on 
telecommunications. 

For  more  information 
about  our  European  and  U.S.- 
based  facilities  management 
centers,  contact  us  at 
800-733-3755, 

FAX:  212-607-2274 
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INTERNATIONAL  NETWORKS 


Int’l  virtual  net  rates  due  to  change 


Planning  critical  to 
averting  headaches 

continued from  page  29 
aids  knowledge  transfer  between  seg¬ 
ments  and  helps  build  consistency. 

Also,  team  members  should  plan  on  be¬ 
ing  the  network’s  first  users.  As  segments 
of  the  network  go  on-line,  team  members 
should  use  it  to  communicate  between 
sites.  This  not  only  facilitates  communica¬ 
tion  between  teams  based,  for  example,  in 
Chicago  and  London,  but  it  also  helps  to 
tune  the  net  and  identify  problems. 

Communication  with  external  players 
—  PTTs,  vendors  and  network  users  —  is 
also  crucial  to  a  project’s  success.  Effective 
communication  can  help  the  project  iden¬ 
tify  what  options  are  available  in  a  region, 


assist  in  the  negotiation  process,  reduce 
lead  times  and  ensure  an  acceptable  level 
of  maintenance  and  service. 

Dealing  with  PTTs  is  often  a  complex 
and  frustrating  task.  It’s  helpful  to  target 
someone  on  the  team  whose  primary  re¬ 
sponsibility  is  to  manage  relationships 
with  the  PTTs. 

Also,  net  managers  should  regularly 
schedule  vendor  meetings  so  that  the  ma¬ 
jor  vendor  contacts  are  schedule-driven, 
not  crisis-driven. 

The  moral  of  the  story  is  that  building 
an  international  network  is  a  complicated 
process.  In  addition  to  the  daunting  tech¬ 
nical  task,  there  are  enormous  logistical 
and  managerial  considerations  that  must 
be  addressed.  Thus,  an  experienced,  inter¬ 
national  project  team  is  a  must.  □ 


continued from  page  29 

virtual  network  service  for  on-net-to-on- 
net  and  on-net-to-off-net  calling  to  the 
U.K.  It  also  offers  a  20%  discount  on  stan¬ 
dard-period  calls  made  to  the  U.K. 

AT&T’s  discounting  structure  is  ex¬ 
tremely  complicated  and  makes  it  difficult 
for  users  to  compare  its  pricing  with  that  of 
MCI  and  US  Sprint.  AT&T’s  Global  SDN  us¬ 
ers  can  apply  their  on-net-to-on-net  and 
on-net-to-off-net  usage  toward  their  Usage 
Reduction  Plan  and  Expanded  Volume  Plan 
discount  levels.  The  combination  of  dis¬ 
counts  and  commitment  levels  is  endless. 
In  general,  however,  discounts  range  up  to 
35%  for  on-net  originated  traffic. 

Given  that  MCI  charges  flat  rates  for  on- 


net-to-on-net  calling,  MCI  is  consistently 
priced  at  $2.84  for  an  average  5-min  call. 
The  same  5-min  on-net-to-on-net  AT&T 
ICCS  on-net-to-on-net  call  to  the  U.K.  can 
range  from  a  high  of  $3.20  to  about  $2.60 
under  the  maximum  AT&T  term  and  dis¬ 
counting  plans. 

US  Sprint  rates  decline  with  usage  as 
discount  schedules  take  effect,  ranging 
from  $3-94  to  below  $2.99  for  the  same  5- 
min  call.  Thus,  US  Sprint  always  has  the 
highest  on-net-to-on-net  rates. 

The  good  news  is  that  average  costs  per 
minute  for  U.S.-to-U.K.  calling  is  lower 
than  ever.  Calling  during  peak  periods  can 
get  as  low  as  50  cents  per  minute  for  on- 
net-to-on-net  calls  using  AT&T’s  Global 
SDN  offering.  By  comparison,  a  5-min  call 
using  AT&T’s  standard  direct-dial  rate  to 
the  U.K.  would  average  $1.04  per  minute. 


International  virtual  net 
pricing  -  U.S.  to  U.K. 

Rates  for  5-minute,  on-net-to-on-net  calls 

US  Sprint 

MCI2 

AT&T 

$500  and 

$2.99 

$2.623 

up 
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3.03 
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qnn 

3.11 

$2.84 

3.14 

onn 

3.18 

150 

3.22 

3.25 

2.934 

100 

75  - 

3.29 

3.33 

3.37 

40 

3.40 

3.44 

OK 

3.48 

90 

3.52 

3.205 

1C 

3.59 

10 

n 

3.67 

3.97 

A  Usage  in  thousands  of  dollars 

1 .  Prices  assume  use  of  Option  II  Virtual  Private 
Network  and  2-year  contract. 

2.  Promotional  rates  effective  through  Dec.  31,  1990. 

3.  Average  price  of  call  assuming  $500, 000/month 

billing,  and  4-year  EVP  and  URP  discounts. 

4.  Average  price  of  call  assuming  $50, 000/month 
billing  with  EVP  and  URP  discounts. 

5.  Average  price  of  call  assuming  no  discount. 

EVP  =  Extended  Value  Plan 

URP  =  Usage  Reduction  Plan 

SOURCE:  TELECHOICE,  INC.  MONTCLAIR,  N.J. 
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For  on-net-to-off-net  calling,  the  differ¬ 
ences  are  likewise  dramatic.  US  Sprint 
does  not  differentiate  between  its  on-net 
and  off-net  termination  rates,  whereas 
AT&T  and  MCI  do.  A  sample  5-min  call  us¬ 
ing  AT&T’s  on-net-to-off-net  product, 
World  Connect,  would  cost  about  $3  59- 
MCI’s  comparable  rate  would  be  $3  79, 
while  US  Sprint’s  cascading  rate  drops  as 
low  as  $2.99  (see  graphic,  this  page). 

Pricing  in  the  U.K.  is  less  complicated, 
largely  because  of  the  inability  of  carriers 
to  discount  rates  for  regulatory  reasons. 
The  focus  of  U.S.  and  U.K.  businesses  is  on 
a  four-hour  window  between  9  a.m.  and  1 
p.m.  Eastern  Standard  Time  in  the  U.S.,  or 
2  p.m.  and  6  p.m.  Greenwich  time  (see 
graphic,  page  29).  This  is  generally  the 
time  when  offices  are  open  both  in  the  U.K. 
and  the  U.S. 

On  average,  British  Telecom’s  Interna¬ 
tional  FeatureNet  per-minute  rates  to  the 
U.S.  during  this  period  are  slightly  lower 
than  Mercury  Global  Virtual  Private  Net¬ 
work  (VPN)  rates,  51.5  pence  (or  about 
97.9  cents)  vs.  52  pence  (or  about  99 
( continued  on  page  56 ) 


Multi-vendor  connectivity  for  only  $  1 5 

new  networking 
technologies 


COMMUNICATION 


Act  now  -save  $15, 

Exhibit  Hall  admission  is  only  $  1 5  when  you  mail  the 
coupon  below  along  with  payment  before  December  21 . 
Avoid  waiting  in  long  lines  at  the  Show.  Registration 
without  this  coupon  is  $30. 

r 


January  28-31, 1991 

Washington  Convention  Center  •  Washington,  D.C. 

Make  the  right  connections  to  meet  your  everyday 
networking  challenges  at  Communication  Networks  ’91 

-  the  industry's  leading  international  exposition.  Whether 
you  take  one,  two  orthree  days  to  attend,  you'll  return 
to  your  office  with  the  information  you  need  to  build  and 
manage  better,  faster  and  more  complex  networks. 

•  Meet  over  400  Exhibitors  with  the  latest  generation  of 
communications  hardware  and  software 

•  Find  products  for  emerging  standards  -  FDDI ,  X.400, 
TCP/IP,  OSLGOSIP 

•  Learn  new  and  proven  solutions  -  client  servers, 
networked  databases,  private  network  services, 
testing  and  analysis,  security . . .  and  more 

•  Discover  the  exciting  world  of  ISDN  in  a  special  Exhibit 
Hall  at  Ramada  Renaissance  Techworld 

•  Choose  from  over  70  dynamic  conference  sessions 
with  industry  experts  and  1 5  intensive,  full-day  tutorials 
to  bring  you  up  to  speed.  (Separate  registration 
required  for  Conference,  call  1  -800-225-4698  today!) 

And  much  more! 


Advance  Registration  Form 

Sections  A  -  E  must  be  completed  to  process  your  registration. 

Return  Registration  Form  with  $  1 5  payment  before  December  2 1 ,  to: 

Communication  Networks.  P.O.  Box  9 107,  Framingham,  MA  01701-9107. 

■  A.  Please  Type  or  Print  Clearly 

Name 

Title 

Company 

-  f  T&zfr  :  '  -®i 

Address 

'  "t 

Citv 

State  ,  Zip 

Teiebhone  (  ) 

B.  Your  Business  or  Profession 

(Circle  One) 

1  Manufacturing 

2.  Retailing 

3.  Wholesaling/Distribution 

4.  Insurance/Banking/Financiat 

5.  Protessional/Service 

6.  Education 

7  Healthcare 

8  Government 

9.  Communication  Carriers 

10.  Voice  Communications 
Equipment 

1 1  Computer  Equipment 

12  Datacom  Equipment 
L  13.  Information  Service 


14  Consultant 

15  Software 

16.  Other  (Specify) 


C.  Your  Job  Tttle/Function  (Circle  One) 
Communications  users: 

1 .  General  Management 

2.  Marketing/Sales 

3.  Production/Operations 

4.  Telecom  Management 
(Voice/Data) 

5.  Voice  Communications 
Management  Only 


6.  Data  Communications 
Management  Only 

7.  Network  Systems  Analyst/Planner 

8  EDP  System/Program/Planning 

9  Office/ Automation  Systems 
Management 

Communications  manufacturers/vendors: 

10.  General  Management 
1 1  Marketing/Sales 

1 2.  Hardware  Manufacturing  & 
Development 

13.  Software  Development 

14  Engineering 

15  Consultant 

16  Other  (Specify) 


D.  Size  of  Your  Organization  (Circle  One) 

1.  Under  100 

2.  100-499 

3.  500-999 

4.  1.000-4.999 

5.  Over  5.000 

E .  What  is  your  role  in  the  purchasing 
process  of  communications 
equipment  and  services?  (Circle  One) 

1.  Final  Decision  Maker 

2.  Recommend 

3.  Specify 

4.  No  role 

No  one  undef  1 8  admitted.  This  form  may 
be  duplicated. 


ru 
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PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


irst  Look 


SNA  Link  lets  PC  function 
as  IBM  SNA  router 

Netlink,  Inc.  last  week  an¬ 
nounced  SNA  Link,  software 
that  makes  a  personal  com¬ 
puter  function  as  an  IBM  Sys¬ 
tems  Network  Architecture 
router. 

SNA  Link  enables  a  user  to 
simplify  backbone  networks 
and  reduce  costs  by  support¬ 
ing  seven  downstream  Syn¬ 
chronous  Data  Link  Control 
sessions  on  a  single  64K  bit/ 
sec  full-duplex  line. 

Systems  Network  Architec¬ 
ture  hosts  recognize  SNA  Link 
as  a  PU  Type  2  cluster  control¬ 
ler.  Netlink  said  the  software 
can  eliminate  multidrop  lines. 

SNA  Link’s  Communica¬ 
tions  Network  Management 
interface  provides  a  link  to 
IBM’s  Net  View  so  devices  at¬ 
tached  to  an  SNA  Link  host  can 
be  monitored  and  controlled 
via  NetView. 

SNA  Link  costs  $1,500;  it  is 
scheduled  to  ship  next  month. 

Netlink,  Inc.,  3214 
Spring  Forest  Road,  Raleigh, 
N.C.  27604;  (919)  878- 
8612. 


Voicelink  software  offers 
more  control  for  call  lists 

Digital  Systems  Interna¬ 
tional,  Inc.  recently  an¬ 
nounced  Version  5.3  of  its 
Voicelink  call  processing  soft¬ 
ware  that  offers  users  greater 
flexibility  in  controlling  call 
lists.  It  comes  with  enhanced 
call-reporting  features. 

Digital  Systems  built  new 
list  management  tools  into  the 
software  that  give  Voicelink 
system  operators  the  ability  to 
evaluate  a  call  list  and  deter¬ 
mine  whom  to  call  and  how 
the  call  should  be  placed. 

The  software  can  place 
calls  at  predetermined  times 
and  set  the  order  of  phone 
numbers  to  call. 

Voicelink  Version  5.3 
also  comes  with  a  Unit  Work 
List  and  Quota  feature  that  en¬ 
ables  a  manager  in  a  telemar¬ 
keting  department  to  assign 
parts  of  a  calling  list  and  spe¬ 
cific  calling  goals  to  one  oper¬ 
ator  or  a  group  of  operators. 

The  company  declined  to 
release  pricing  information 
on  the  upgrade. 

Digital  Systems  Interna¬ 
tional,  Inc.,  Redmond  Sci¬ 
ence  Park,  7659 178th  Place 
N.E.,  Redmond,  Wash. 
98052;  (206)  881-7544.U 


Unisys  supports  NFS 
on  CTOS  computers 

New  software  will  let  CTOS  workstations  exchange 
files  with  other  systems  and  run  DOS  applications. 


Combinet 
intros  ISDN 
LAN  Adapter 

LOS  GATOS,  Calif.  -  Com¬ 
binet,  Inc.  recently  announced  an 
Integrated  Services  Digital  Net¬ 
work  adapter  that  can  be  used  to 
bridge  local-area  networks  over 
wide  areas  or  to  support  equip¬ 
ment  with  V.24  or  V.35  inter¬ 
faces. 

The  Interchange  ISDN  LAN 
Adapter  supports  an  ISDN  Basic 
Rate  Interface  (BRI)  for  wide- 
area  communications  and  can  be 
configured  with  as  many  as  two 
Ethernet  or  token-ring  LAN  inter¬ 
faces,  or  two  V.24  and  V.35  inter¬ 
faces. 

Ethernet  and  token-ring  inter¬ 
faces  can  be  used  in  the  same  box, 
but  they  cannot  be  mixed  and 
matched  with  the  V.24  and  V.35 
interfaces. 

The  Interchange  provides 
concurrent  support  for  two  64K 
bit/sec  circuit-switched  chan¬ 
nels,  with  the  B  channels  defined 
by  the  2B  +  D  BRI.  The  product  is 
compatible  with  ISDN  services 
provided  from  AT&T  5ESS  cen¬ 
tral  office  switches. 

When  used  to  bridge  LANs 
over  ISDN  facilities,  the  Inter¬ 
change  provides  a  data-link  layer 
connection  and  is  transparent  to 
upper  layer  LAN  protocols. 

The  V.24  and  V.35  interfaces 
for  the  Interchange  will  enable 
customers  to  replace  existing 
synchronous  modem  links  with 
high-speed  dial-up  ISDN  connec¬ 
tions. 

The  V.24  Line  Interface  Card 
will  support  synchronous  con¬ 
nections  at  speeds  up  to  38. 4K 
bit/sec.  The  interface,  compati¬ 


ble  with  the  CCITT  RS-232  stan¬ 
dard  at  speeds  up  to  19-2K  bit/ 
sec,  is  transparent  to  the  data  ter¬ 
minal  equipment  (DTE),  mean¬ 
ing  it  can  be  used  without  soft¬ 
ware  modification. 

The  V.35  Line  Interface  Card 
supports  synchronous  links  at 
speeds  up  to  64K  bit/sec  and  is 
transparent  to  the  DTE. 

The  company  also  offers  a 
Coax  Interface  Card  to  connect 
IBM  3270-type  peripherals  to 
IBM  cluster  controllers  via  ISDN. 

Customers  can  configure  the 
Interchange  by  tying  an  ASCII 
terminal  or  personal  computer 
running  a  configuration  program 
to  the  configuration  port  of  the 
box.  The  user-friendly  configura- 


T 

Jl  he  product  is 
compatible  with  ISDN 
services  provided  from 
AT&T  5ESS  CO  switches. 
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tion  process  poses  questions  such 
as  what  number  is  to  be  dialed 
and,  if  it  involves  use  of  the  V.24 
or  V.35  interfaces,  what  speed  the 
interfaces  should  support. 

The  Interchange  is  priced  at 
$1,395.  The  Ethernet  and  token¬ 
ring  interfaces  cost  $495  each, 
while  the  V.24  and  V.35  cards  are 
priced  at  $445,  and  the  Coax  In¬ 
terface  costs  $395.  The  Ethernet 
and  token-ring  interfaces  are  ex¬ 
pected  to  be  available  March  1; 
the  other  equipment  is  available 
now. 

Combinet  can  be  reached  by 
writing  to  1 1 1  Andre  Court,  Los 
Gatos,  Calif.  95032,  or  by  calling 
(408)  358-4826.  □ 


By  Jim  Brown 

_ Senior  Editor _ 

SAN  JOSE,  Calif.  —  Unisys 
Corp.  recently  announced  soft¬ 
ware  that  will  enable  its  worksta¬ 
tions  running  CTOS  to  support 
Sun  Microsystems,  Inc.  Network 
File  System  (NFS)  and  run  DOS 
applications  under  Microsoft 
Corp.’s  Microsoft  Windows  3-0. 

Support  for  NFS  will  enable 
CTOS  workstations  to  exchange 
files  with  other  systems  running 
NFS  on  the  same  net,  opening  the 
door  for  CTOS  workstations  to 
use  larger  NFS-based  systems  for 
file  storage.  Available  in  the  first 
half  of  199L  the  software  costs 
from  $1,500  to  $3,000. 

The  ability  to  run  Microsoft 
Wndows  3  0  applications  on 
CTOS  workstations  is  included  in 
Release  4.1  of  Unisys’  PC  Emula¬ 
tor  package.  PC  Emulator  4.1  is 
accessed  via  CTOS  clients.  The 
server  package  costs  $435,  and 
each  client  package  costs  $529. 

Unisys  also  announced  Re¬ 
lease  2  of  its  CTOS  TCP/IP  soft¬ 
ware  that  will  enable  developers 
to  build  CTOS  applications  that 
use  the  Socket  application  pro¬ 
gram  interface  (API)  included 
with  the  Unix  BSD  operating  sys¬ 
tem.  The  API  will  enable  CTOS 


applications  to  use  the  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol  to  communicate  with 
similar  applications  on  other 
vendor’s  hosts  and  will  be  avail¬ 
able  in  the  first  quarter  of  1991 
for  between  $1,500  and  $3,000. 

In  addition,  Unisys  introduced 
Version  2.0  of  its  ClusterShare 
software,  client/server  software 
that  enables  microcomputer  cli¬ 
ents  to  access  CTOS  servers  over 
a  Unisys  CTOS  Cluster  Local-Area 
Network.  ClusterShare  2.0  is 
available  immediately  for  $435 
for  the  server  and  $529  for  each 
client. 

Lastly,  Unisys  introduced  two 
new  ClusterCard  boards  that 
work  with  ClusterShare  software. 
The  first  board  is  for  Micro  Chan¬ 
nel  Architecture-based  IBM  Per¬ 
sonal  System/2s  and  will  be 
available  in  the  first  quarter  of 
1991-  Pricing  has  not  been  set. 
The  other  resides  in  DOS-based 
IBM  Personal  Computer  ATs  with 
an  Extended  Industry  Standard 
Architecture  bus.  It  is  available 
now  for  $650. 

For  more  information  contact 
Unisys  Corp.  in  writing  at  2700  N. 
First  Street,  P.O.  Box  6685,  San 
Jose,  Calif.  95150,  or  call  (408) 
434-2848.  □ 


Datability  offers  line  of 
low-end  terminal  servers 


Racal-Vadic  bolsters  control 
of  its  dial-up  modem  line 

CMS  910  system  offers  multitasking  features. 


MILPITAS,  Calif.  —  Racal-Va¬ 
dic  last  week  unveiled  its  CMS 
910  Dial  Management  System, 
software  that  provides  network 
administrators  with  monitoring 
and  control  of  the  company’s 
dial-up  modems. 

Unlike  Racal-Vadic’s  Multiple 
Data  Set  (MDS)  II/VA9000  net¬ 
work  management  system,  which 
was  a  single-tasking  product  used 
by  a  sole  operator,  the  CMS  910 
Dial  Management  System  can 
handle  several  network  monitor¬ 
ing  and  control  tasks  simulta¬ 
neously  from  more  than  one  op¬ 
erator. 

The  CMS  910  system  runs  on  a 


personal  computer  supporting 
Unix;  the  net  management  sta¬ 
tion  is  tied  to  local  modems 
housed  in  a  VA1690  chassis  or  to 
remote  modems  over  dial-up 
lines. 

“The  importance  to  custom¬ 
ers  is  the  ability  to  support  multi¬ 
ple  modems  and  multiple  users 
concurrently,”  said  Scott  Porter, 
director  of  marketing  at  Racal- 
Vadic.  Customers,  he  said,  want¬ 
ed  the  ability  to  remotely  access 
the  management  system  or  have 
several  net  administrators  man¬ 
age  separate  blocks  of  modems 
on  a  local  or  regional  basis. 

( continued  on  page  56 ) 


NEW  YORK  —  Datability  Soft¬ 
ware  Systems,  Inc.  last  week 
launched  a  series  of  low-end  ter¬ 
minal  servers  for  use  in  linking 
terminal  users  to  Digital  Equip¬ 
ment  Corp.  VMS  and  Unix  hosts. 

The  units  offer  a  lower  per- 
port  cost  to  users  than  Databili- 
ty’s  existing  VCP-1000  and  come 
equipped  with  dual  processors  to 
offer  higher  performance  than 
other  low-end  terminal  servers, 
according  to  Ron  Howard,  Data- 
bility’s  president. 

The  VCP-200  and  VCP-300  are 
based  on  dual  l6-MHz  Intel  Corp. 
80186  microprocessors  with  an 
82586  companion  chip  for  han¬ 
dling  network  processing  chores. 
The  VCP-200  comes  with  eight 
asynchronous  ports,  and  the  VCP- 
300  offers  users  16  asynchro¬ 
nous  ports.  All  ports  support  data 
rates  up  to  38. 4K  bit/sec. 

Howard  said  the  dual  80186 
chips  assure  customers  that  port 
speeds  will  not  degrade  as  the  ter¬ 


minal  server  load  is  increased.  By 
contrast,  he  said,  throughput  de¬ 
grades  on  other  vendors’  low-end 
single-processor  servers  as  more 
terminal  sessions  are  estab¬ 
lished. 

Both  models  support  a  broad 
array  of  Transmission  Control 
Protocol/Internet  Protocol  fea¬ 
tures  such  as  Telnet  terminal  em¬ 
ulation,  Rlogin,  the  serial  line  in¬ 
terface  protocol,  File  Transfer 
Protocol  and  the  Simple  Network 
Management  Protocol. 

At  a  price  of  $2,399  and 
$2,999,  respectively,  the  eight- 
port  VCP-200  and  1 6-port  VCP- 
300  offer  significantly  lower  per- 
port  costs  than  low-end  VCP- 
1 000  models  that  sell  for  $3,499- 
The  VCP-1000  supports  from 
eight  to  1 28  users.  Both  units  are 
available  now. 

For  more  information,  contact 
Datability  at  322  Eighth  Ave,  New 
York,  N.Y.,  10001,  or  call  (800) 
342-5377.  □ 
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I’m  sitting  in  a 
about  my  son 
above  our  house 
I  told  him  that 
hand;  however, 
some  unknown 
and  my  little  boy 
MAINTENANCE 
come  up  with 
actually  happen, 
switch  is  devoted 
for  the  tip  and  he 
fly  right,  Dad, 
for  me  going  to 


corner  office  on  a  round  planet  and  Tm  thinking 
and  how  last  night  he  looked  at  the  crescent  moon 


and  said,  “Daddy,  broken  moon,  broken  moon.  ”  And 
the  moon  would  be  fixed  soon  by  a  silent  and  unseen 
the  PBX  that  I  bought  for  the  corporation  from 
company  might  not  be  fixed  any  time  soon  at  all, 
who  is  only  five  said,  “Dad,  AT&T  has  a  REMOTE 
lab  in  Denver  set  up  to  detect  any  problems  that  might 
their  DEFINITY '  System  and fix  them  before  they 
You  see,  Dad,  a full  1 15  of  the  memory  ofaDEFINITY 
entirely  to  self -maintenance.  ”  And  I  told  him  thanks 


looked  up  at  me  and  said,  “Straighten  up  and 
because  no  silent  and  unseen  hand  is  going  to  pay 


college. 


”  AT&T  provides  several  levels  of  remote  maintenance  and  diagnostic  services  around  the  clock.  Please  call 
1  800  247-1212,  Ext.  106,  for  more  information  or  a  free  copy  of  THE  AT&T  CATALOG.  In  Canada  call  1  800  387-6100. 


AT&T 

The  right  choice. 


OPINIONS 


AUTOMATIC  NUMBER  IDENTIFICATION 


BY  JOHN  NILES 

Let  caller  ID 
sink  or  swim 
on  its  own 

By  trying  to  forcibly  extract  identifying  information  from 
callers  rather  than  promoting  the  value  of  automatic  number 
identification  (ANI),  the  regional  Bell  holding  companies  and 
independent  telephone  companies  have  managed  to  transform 
caller  ID  services  from  a  business  opportunity  into  a  legal 
quagmire. 

A  service  that  reveals  the  caller’s  location  is  sometimes 
beneficial  to  the  caller  —  as  in  the  case  of  911  calls  —  and 
sometimes  not.  There  are  many  rational  reasons  why  people 
may  not  want  to  reveal  where  they  are  every  time  they  make  a 
phone  call. 

Examples  might  be  a  caller  who  is  only  a  block  away  but  is 

calling  to  say  that  he  doesn’t 
have  time  to  visit  the  called 
party  in  person,  a  start-up  busi¬ 
ness  that  is  located  temporarily 
in  an  unprestigious  neighbor¬ 
hood  or  a  residential  customer 
who  doesn’t  want  to  be  part  of 
a  data  base  of  households  ex¬ 
pressing  interest  in  a  particular 
service. 

Respect  the  customers 

The  telecommunications  in¬ 
dustry’s  emerging  strategy  for 
ANI  is  to  sell  the  telephone  number  location  of  all  originating 
calls  without  callers’  permission,  with  the  exception  of  those 
who  employ  the  backhanded  option  of  blocking. 

Why  can’t  phone  companies  show  respect  for  their  calling 
customers?  This  requires  simply  offering  caller  ID  as  a  new 
service  feature  worth  voluntarily  buying  at  the  time  a  call  is 
made. 

Users  could  decide  each  time  they  pick  up  the  phone  whether 
to  punch  in  the  tone  that  would  send  the  identifying  informa¬ 
tion.  In  this  framework,  callers  would  pay  for  the  benefit  of 
choosing  to  make  ANI  part  of  a  calling  transaction.  There  are 
many  ways  those  on  the  receiving  end  who  want  to  use  the 
caller  ID  information  can  motivate  —  even  compensate  — 
callers  for  purchasing  a  measured  ANI  service. 

For  example,  a  pizza  delivery  service  might  offer  a  lower 
price  to  customers  who  send  their  calling  information  when 
phoning  in  an  order  because  such  orders  are  less  likely  to  be 
fraudulent.  Also,  the  delivery  address  can  be  quickly  retrieved 
from  a  computer  data  base,  which  saves  the  store  time  and 
money. 

As  another  example,  many  individuals  at  home  may  choose 
to  buy  a  service  that  blocks  incoming  calls  lacking  ANI.  If  this 
service  became  popular,  it  would  spur  the  use  of  caller  ID  by 
those  who  want  their  calls  to  get  through  more  often. 

For  those  who  want  their  phones  to  send  the  caller  ID  all  of 
the  time,  fine. 

Telephone  companies  would  like  that  too.  It  would  enable 
them  to  offer  a  special  volume  discount  price.  A  distinctive  dial 
tone  could  warn  unsuspecting  users  that  a  particular  phone  line 
always  sends  ANI. 

Caller  ID  should  be  allowed  to  sink  or  swim  based  on  its 
value  as  a  voluntary  purchase  of  service  at  both  ends  of  a 
communications  transaction. 

There  are  pricing  and  marketing  challenges  in  this  approach, 
but  the  need  to  consider  laws  about  wire  tapping  and  issues  of 
civil  liberty  is  reduced. 

In  short,  if  you  want,  you  buy.  And  if  you  don’t  want  to  buy, 
you  certainly  shouldn’t  buy.  □ 

Niles  is  president  of  Global  Telematics,  a  management 
and  public  policy  consulting  firm  in  Seattle. 
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IEDITORIAL 


Insist  upon  the  facts  in 
interoperability  testing 


Interoperability  testing  has  a 
laudable  goal  —  the  certainty 
that  a  product  does  what  it  is 
supposed  to  do.  But  claims  that 
products  have  been  subjected  to 
such  tests  can  sometimes  mis¬ 
lead  potential  customers. 

There  is  obvious  and  specific 
meaning  in  a  user’s  own  interop¬ 
erability  test,  a  trial  of  a  service 
or  of  hardware  or  software  that 
might  be  placed  on  the  user’s 
network.  However,  vendors’  in¬ 
teroperability  demonstrations 
are  often  mere  promotions; 
sometimes  not  all  features  of  the 
products  are  tested. 

Remember  that  when  ven¬ 
dors  announce  that  their  prod¬ 
ucts  have  been  subjected  to  in¬ 
teroperability  tests,  they  often 
don’t  cite  which  other  products 
were  used  in  the  test,  whether  all 
features  of  all  products  were 
tested  or  even  whether  any  of 
the  vendors  failed  the  test. 

Interoperability  testing  has 
been  in  the  news  a  lot  lately.  Last 
week,  for  example,  the  now-dor- 


mant  Open  Token  Foundation 
was  chided  by  some  of  its  mem¬ 
bers  for  not  having  started  up  an 
interoperability  test  lab. 

This  week,  four  router  mak¬ 
ers  —  Advanced  Computer 
Communications,  Proteon,  Inc., 
3Com  Corp.  and  Wellfleet  Com¬ 
munications,  Inc.  —  are  sched¬ 
uled  to  run  an  open  interopera¬ 
bility  test  of  the  Open  Shortest 
Path  First  routing  protocol  at  the 
University  of  Maryland  at  Col¬ 
lege  Park. 

The  government  is  big  in  in¬ 
teroperability  testing.  The  U.S. 
Air  Force  reportedly  is  consider¬ 
ing  toughening  its  present  inter¬ 
operability  testing  of  products 
that  work  with  IBM’s  Network 
Basic  I/O  System  after  discover¬ 
ing  that  some  offerings  that  con¬ 
formed  to  an  earlier  test  do  not 
necessarily  work  with  IBM’s 
products. 

However,  the  National  Insti¬ 
tute  of  Standards  and  Technol¬ 
ogy  has  reported  difficulty  in 
starting  its  testing  programs  for 


the  Government  Open  Systems 
Interconnection  Profile  and 
may  not  be  able  to  achieve  the 
accuracy  it  had  intended. 

In  addition,  the  University  of 
New  Hampshire  in  Durham  re¬ 
cently  set  up  an  interoperability 
lab  for  lOBaseT  and  Fiber  Dis¬ 
tributed  Data  Interface.  Later, 
North  Carolina  State  University 
in  Raleigh  set  up  an  interopera¬ 
bility  test  lab  for  Integrated  Ser¬ 
vices  Digital  Networks. 

Unfortunately,  university 
laboratories  are  not  helping  in 
users’  quest  for  knowledge 
about  interoperability.  The  re¬ 
sults  of  many  of  the  tests  they 
conduct  are  kept  secret  for  the 
test  sponsors  —  in  other  words, 
the  vendors. 

So  making  sense  of  vendors’ 
claims  is  still  up  to  users.  They 
must  continue  to  be  critical,  de¬ 
manding  about  specifics  and  as 
tough  on  the  vague  term  “test¬ 
ed”  as  they  have  learned  to  be 
about  the  equally  ambiguous 
word  “supports.”  i2 
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OPINIONS 


CLIENT/SERVER  COMPUTING 


BY  JOHN  MCQUILLAN 

The  time  for  networked 
applications  has  come 


These  days,  everybody  is 
talking  about  client/server  com¬ 
puting.  What  that  means  is  un¬ 
clear,  but  certainly  there  are 
more  predictions  all  the  time 
that  mainframes  are  going  the 
way  of  the  dinosaur.  Many  com¬ 
panies  now  expect  their  main¬ 
frames  to  eventually  be  used  as 
servers  on  extended  local-area 
networks  —  a  development  with 
far-reaching  implications. 


I  n  some  cases, 
network  managers  will 
have  to  work  on 
stimulating  demand. 

AAA 


To  support  the  transactions 
from  intelligent  workstations 
that  client/server  computing 
entails,  traditional  mainframe 
applications  must  be  reengi¬ 
neered.  In  the  future,  when 
client/server  architectures  are 
the  norm  rather  than  the  excep¬ 
tion,  transactions  will  no  longer 
take  the  form  of  queries  and  re¬ 
sponses.  Instead,  they  may  con¬ 
sist  of  data  base  updates  or  even 
remote  procedure  calls. 

In  the  communications  in¬ 
dustry,  rapid  change  is  inevita¬ 
ble.  In  fact,  it  has  sped  up  even 
further  with  the  arrival  of  per¬ 
sonal  computers  and  worksta¬ 
tions.  Systems  with  multimega¬ 
bytes  of  random-access  memory 
and  high-resolution  displays  are 
becoming  commonplace  in  the 
office.  It’s  a  crime  to  use  them  in 
the  traditional  manner,  as  dumb 
terminals,  when  accessing  re¬ 
mote  computer  resources.  But 
technology  alone  is  not  going  to 
solve  the  problem  of  how  to  use 
intelligent  workstations  most 
effectively  on  a  network. 

A  thoughtful  telecommunica¬ 
tions  manager  at  a  large  user 
company  recently  said  to  me, 
“We  have  technical  specialists  in 
our  company  for  networks  and 
we  have  other  specialists  for  ap¬ 
plications,  but  we  don’t  have 
anybody  who  is  working  on 
networked  applications.” 

McQuillan  is  president  of 
McQuillan  Consulting  in  Cam¬ 
bridge,  Mass.  He  assists  users 
and  vendors  in  planning  com¬ 
munications  systems. 


Application  developers  can 
no  longer  plan  applications 
without  considering  the  capabil¬ 
ities  of  the  network  on  which 
they  will  be  used.  This  has  been 
the  traditional  way  of  doing 
things. 

In  the  past,  the  network  man¬ 
ager’s  role  was  reactive:  Wait  for 
demand  to  build  and  then  install 
network  capacity  to  support  that 
demand.  In  the  networked  appli¬ 
cation  era,  network  planners 
will  have  to  be  more  proactive. 
They’ll  have  to  increase  the  sup¬ 
ply  of  network  capacity  before 
users  demand  it. 

In  fact,  in  some  cases,  net¬ 
work  managers  will  have  to 
work  on  stimulating  demand. 
Likewise,  it  would  be  a  mistake 
to  allow  application  developers 
to  continue  to  build  systems  that 
make  the  same  assumptions  as 
always  about  network  capabili¬ 
ties. 

With  this  approach,  there  is 
perhaps  a  risk  of  building  the 
proverbial  “solution  in  search  of 
a  problem.”  However,  applica¬ 
tion  developers  may  be  working 
with  out-of-date  ideas  about  net¬ 
work  capabilities  and  con¬ 
straints. 

Sometimes,  it  isn’t  enough  to 
tell  people  about  new  technol¬ 
ogy;  you  have  to  show  them. 
Network  planners  must  be  pro¬ 
active  in  seeking  new  distributed 
applications  that  dramatize  the 
change  in  network  thinking 
brought  about  by  high-speed  cir¬ 
cuits,  switches  and  user  devices. 

Future  broadband  networks 
will  offer  performance  that  is 
two  orders  of  magnitude  higher 
and  latency  that  is  one  to  two  or¬ 
ders  of  magnitude  lower.  Broad¬ 
band  networks  will  cut  latency 
dramatically  through  use  of 
buffering,  faster  circuits,  faster 
switches  and  less  queuing.  They 
ultimately  may  approach  the  ir¬ 
reducible  minimum  latency  — 
the  speed  of  light  delay  from  one 
point  to  another. 

A  key  development  here  is 
cell  relay,  the  use  of  short  (53- 
byte)  minipackets  called  cells  to 
carry  all  voice,  data  and  image. 
Because  the  cells  are  small, 
queuing  delay  is  shortened;  be¬ 
cause  their  length  is  fixed,  laten¬ 
cy  can  be  predicted. 

In  addition,  it  will  be  rare  to 
find  remote  users  logging  on  to 
time-shared  computer  systems 
to  download  files  —  the  tradi¬ 
tional  technique  known  as  file 
transfer.  Instead,  data  base  serv¬ 
ers,  File  servers  and  software 


servers  will  provide  users  with  a 
rich  multicomputer  processing 
environment. 

The  impetus  for  many  of  yes¬ 
terday’s  applications  was  the 
need  to  provide  access  to  com¬ 
puter  data  at  remote  locations. 
Many  of  tomorrow’s  applica¬ 
tions  will  arise  from  a  complete¬ 
ly  different  need  —  to  support 
the  interactive  collaboration  of 
many  human  beings  who  are 
geographically  dispersed. 

In  other  words,  future  appli¬ 
cations  that  use  technologies 
such  as  compound  document 
distribution,  image  processing 
and  data  base  servers  will  be 
driven  by  a  fundamental  need 
for  groups  of  people  to  collabo¬ 
rate  even  though  they  are  re¬ 
moved  in  time  or  in  geography. 

Today’s  work  group  comput¬ 
ing  is  most  often  limited  to  a  sin¬ 
gle  LAN  or  collection  of  LANs  in 
a  campus  because  of  the  assump¬ 
tion  that  wide-area  networks  are 
slow  and  expensive.  But  this  as¬ 
sumption  is  changing  rapidly. 
This  new  kind  of  application  will 
require  a  new  kind  of  private 
network  —  one  that  is  more  in¬ 
telligent,  more  flexible  and 
more  readily  managed  and  of- 


s 

Ly  ometimes,  it  isn’t 
enough  to  tell  people 
about  new  technology; 
you  have  to  show  them. 

AAA 


fers  higher  performance.  We 
can’t  continue  to  plan  our  net¬ 
works  and  our  applications  sep¬ 
arately. 

Therefore,  the  big  challenge 
for  users  in  the  new  era  will  be 
the  development  of  their  human 
resources.  We  need  new  techni¬ 
cal  experts  and  a  new  group  of 
insightful  technical  managers 
who  can  plan  these  networked 
applications  to  support  elec¬ 
tronic  collaboration  throughout 
the  whole  organization. 

The  barriers  to  client/server 
computing  are  not  technical,  but 
managerial.  Likewise,  the  real 
payoff  in  networked  applica¬ 
tions  is  not  simply  that  they  al¬ 
low  the  use  of  more  advanced 
technology.  Rather,  they  give 
users  a  way  to  work  together 
more  effectively.  □ 


■TELETOONS* 

BY  FRANK  AND  TROISE 


LETTERS 


Zapping  the  alligator 

I  generally  agree  with  Ira 
Hertzoff’s  Alligators  in  the 
Swamp  article,  “Electricians:  a 
net’s  nemesis?”  (NW,  Nov.  5), 
except  for  the  paragraph  that 
reads  as  follows: 

“Electricians  have  been 
known  to  switch  phasing  on 
three-phase  motors  by  chang¬ 
ing  the  sequence  in  which  the 
wires  for  each  phase  are  con¬ 
nected.  This  can  change  the 
rotation  direction  of  the 
three-phase  motor  and  make  a 
disk  drive  attempt  to  run  in 
reverse.  Make  sure  to  check 
the  phase  sequence  before  re¬ 
starting.” 

I  wasn’t  aware  that  motors 
generated  electricity,  so  as¬ 
suming  he  meant  generators, 
that  would  still  not  cause  the 
drive  to  attempt  to  run  in 


reverse.  The  standard  110-volt 
alternating  current  (AC)  out¬ 
lets  from  which  personal  com¬ 
puter  LAN  servers  draw  their 
power  —  the  wall  outlets  in 
your  home  or  office  —  are 
single-phase  AC,  which  is  con¬ 
verted  to  direct  current  inter¬ 
nally  by  the  computer’s  power 
supply. 

Cameron  Snow 
President 
Network  Integration  Corp. 

Albany,  N.Y. 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed  and 
double-spaced.  Mail  them  to 
Editor,  Network  World,  161 
Worcester  Road,  Framing¬ 
ham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 


LIKE  ALLIGATORS  IN  A  SWAMP,  unforeseen  problems 
can  really  put  the  bite  on  a  communications  operation.  Many 
managers  find  themselves  wrestling  with  these  networking 
reptiles  every  day. 

If  you’ve  survived  an  “alligator  attack,”  share  it  with  our 
readers  by  calling  Susan  Collins,  assistant  features  editor,  at 
(508)  820-7413  or  fax  your  idea  to  us  at  (508)  820-3467. 
Alligators  should  be  1,200  words  in  length  and  submitted  either 
on  disk  or  via  modem. 
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There’s  more  to  being  a 
systems  integrator  than  just 
saying  so.  International  Data 
Corporation  -  the  renowned 
industry  research  firm -has  es¬ 
tablished  criteria  to  benchmark 
those  who  claim  to  be  systems 
integrators.  They  must: 

■  Create  unique  solutions  for  each 
contracting  client. 

■  Carry  out  the  project  management 
activities  of  various  specialists. 

■  Assume  full  systems’  performance  and 
financial  responsibility  for  successful 
implementation. 


While  these  are  indeed 
strenuous  standards,  ERI 
exceeds  them:  We  do  more 
than  hardware  manufac¬ 
turers  because  we  can.  We 
do  more  than  VARs 


because  we  must.  You  see,  ERI  takes  complete 
responsibility  for  project  success.  ERI  delivers  sys¬ 
tems  integration  through  comprehensive  facilities 
and  capabilities. 


■  Systems  analysis,  consulting 
and  design 

■  Custom  programming 

■  Systems  testing,  configuration, 
certification  and  installation 

■  Personnel  training  and  education 

■  Systems  assurance  and  guarantees 

■  Technical  support  on  hardware 
and  software 

■  Hardware  maintenance 

■  Financing  and  leasing 

■  Flexible  systems  upgrades 

■  Extensive  product  inventory 


It  all  begins  when  an 
ERI  Account 
Management  Team 
performs  an  exhaust' 
ive  analysis  of  your 
existing  systems, 
including  the  station* 
by*station  business 
requirements.  It 
doesn’t  end  until  that  analysis  has  been  transformed 
into  a  new,  more  productive  operating  environment. 

Throughout  the  process  you’ll  find  ERI’s  commit* 
ment  to  satisfaction  remains  absolute.  In  fact,  our 
Systems  Assurance  Guarantee  means  that  you  will 
never  have  to  pay  for  a  system  that  doesn’t  perform 
to  expectations. 

And  you’re  never  locked 
into  today’s  technology 
because  we  offer  a  “Flexible 
Upgrade  Policy”  on  every 
system.  Plus,  we  offer  com* 


plete  financing  for  all  ERI  products  and  services. 

As  the  nation’s  largest  systems  integrator  for  AT&T 
and  Sun  Microsystems,  we  ensure  cross*platform 
interoperability  in  every  project  undertaken.  Each  is 
unique  to  the  environment,  completely  managed 
for  efficiency  and  timeliness,  and  backed  by  the 
toughest  performance  and  financial  guarantee  in 
the  industry.  It  takes  the  commitment  of  an  entire 
company  to  consistently  exceed  IDC’s  criteria.  It’s 
the  way  we’ve  chosen  to  answer  your  needs  today 
while  anticipating  those  you’ll  have  tomorrow. 

So  call  us  at  (800)  222*105 0.  You’ll  see  the  differ* 
ence  between  the  saying  and  doing. 


INTEGRATION 

Answering  your  needs  today. 

Anticipating  your  needs  for  tomorrow. 

Value 
Added 
Reseller 


See  The  FAXNeT  Form  on  Page  24 


All  names,  products  and  services  mentioned  are  the  trademarks  or  registered  trademarks  of  their  respective  organizations 
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Fax  servers 


sending  and  receiving  documents 
in  an  atmosphere  similar  to  an  ac¬ 
tual  office  environment. 

What  is  a  LAN  fax  server? 

With  most  fax  servers,  includ¬ 
ing  those  tested,  LAN  worksta¬ 
tions  do  not  require  special  hard¬ 
ware  or  software  to  use  the  fax 
server.  Such  access  is  provided 
through  standard  LAN  interfaces. 
Typically,  the  workstation  uses 
an  application  software  menu  to 
access  the  fax  server.  In  some 
cases,  an  optional  terminate  and 
stay  resident  (TSR)  software 
driver  is  available  for  command¬ 
line  input,  rather  than  the  users 
calling  up  menus. 

For  the  purposes  of  this  arti¬ 
cle,  a  LAN  fax  server  is  defined  as 
a  combined  software  and  hard¬ 
ware  product  that  integrates  fax 
sending  and  receiving  capabili¬ 
ties  into  a  LAN  system.  The  server 
may  be  a  stand-alone  unit  or  a  fax 
board  with  LAN  software. 

For  the  product  to  qualify  as  a 
LAN  fax  server,  it  must  allow 
faxes  to  be  sent  —  either  as  files 
or  from  within  applications  — 
from  individual  LAN  worksta¬ 
tions  and  printed  on  a  shared  LAN 
printer. 

In  addition,  a  fax  server  allows 
received  faxes  to  be  displayed, 
forwarded,  saved  and  resent  from 
individual  LAN  workstations.  Op¬ 
tionally,  the  product  may  allow 
received  faxes  to  be  routed  auto¬ 
matically  to  individual  LAN  users. 

However,  both  of  these  fea¬ 
tures  were  outside  the  scope  of 
the  performance  testing  conduct¬ 
ed  for  this  article.  In  all  tests, 
faxes  were  sent  from  individual 

Hanes  is  vice-president  of 
theLanQuest  Group  in  San  Jose, 
Calif. 


LAN  workstations  and  received 
faxes  were  printed  on  a  shared 
LAN  printer. 

The  products 

Thirteen  companies  with  fax 
server  products  compatible  with 
Novell,  Inc.’s  NetWare  286  Ether¬ 
net  LANs  were  invited  to  provide 
products  for  these  tests.  Seven 
vendors  accepted;  six  did  not, 
mostly  because  they  had  new 
products  in  development. 

Two  of  the  products,  Castelle, 
Inc.’s  Faxpress  and  JetFax,  Inc.’s 
JetFax/PC,  are  stand-alone  fax 
servers  that  don’t  require  instal¬ 
lation  on  a  fax  server  worksta¬ 
tion.  Faxpress  connects  directly 
to  the  LAN  as  an  independent 
server,  and  JetFax/PC  connects 
between  the  file  server  and  laser 
printer. 

The  other  five  products  are 
add-on  boards  that  require  instal¬ 
lation  in  a  dedicated  fax  server 
workstation  —  typically,  a  per¬ 
sonal  computer  using  at  least  an 
Intel  Corp.  80286  processor  or 
equivalent  —  connected  to  the 
LAN.  These  products  are:  Net  Fax 
from  All  The  Fax,  Inc.  of  Great 
Neck,  N.Y.;  FAXNET  from  Comm- 
wave  of  San  Diego;  GammaNet 
from  GammaLink,  Inc.  of  Sunny¬ 
vale,  Calif.;  TurboFax-NET  from 
Imavox  Corp.  of  Santa  Clara, 
Calif.;  and  NetFAX  Manager  from 
OAZ  Communications,  Inc.  of 
Fremont,  Calif. 

The  test  bed  comprised  a  Net¬ 
Ware  286-equipped  Everex  Sys¬ 
tems,  Inc.  Step/33  file  server, 


four  80286-based  personal  com¬ 
puter  workstations  connected  to 
the  Ethernet  LAN  via  3Com 
Corp.’s  EtherLink  II  Ethernet 
adapters,  a  Hewlett-Packard  Co. 
LaserJet  II  printer  and  a  80386- 
based  personal  computer  dedi¬ 
cated  as  a  fax  server  station  with 
4M  bytes  of  random-access  mem¬ 
ory,  a  Novell  NE2000  Ethernet 
LAN  adapter  and  a  hard  drive. 

A  standard  office  fax  machine, 
a  Sharp  Electronics  Corp.  FO- 
5 1 0,  was  used  as  a  destination  for 
transmitted  documents  and  a 
source  for  received  documents.  A 
Canon,  Inc.  IX- 12  scanner  was 
used  to  provide  a  scanned  image 
for  testing. 

The  exact  configuration  of  the 
test  setup  varied  according  to  the 
product  being  tested.  For  the 
stand-alone  fax  server  products 
—  the  Castelle  Faxpress  and  the 
JetFax  JetFax/PC  —  the  386  per¬ 
sonal  computer  fax  server  station 
was  not  used  because  these  two 
products  connect  directly  to  the 
LAN  and  file  server,  respectively. 
Each  of  the  five  add-on  boards 
was  installed  and  configured  in 
the  386  personal  computer  fax 
server  workstation. 

The  tests 

The  tests  included  five  types  of 
user  documents  likely  to  be  faxed 
in  a  typical  business  day:  ASCII 
text,  a  spreadsheet  using  Lotus 
Development  Corp.’s  1-2-3  Ver¬ 
sion  2.2,  word  processing  using 
Microsoft  Corp.’s  Microsoft  Word 
Version  5.0,  presentation  graph¬ 


ics  using  Software  Publishing 
Corp.’s  Harvard  Graphics  Version 
2.12  and  a  scanned  page  image 
obtained  by  sending  a  page  with 
the  standard  fax  machine  to  the 
fax  server  product  or  by  scanning 
in  a  page  with  a  Canon  IX-12 
scanner  to  produce  a  .PCX  or 
Tagged  Image  File  Format  graph¬ 
ics  file. 

Most  of  the  fax  server  prod¬ 
ucts  have  two  ways  of  sending 
documents:  directly  as  a  file 
using  a  menu  interface  and 
from  within  an  applica¬ 
tion  using  a  pop-up  TSR 
interface.  Thus,  the 
sending  tests  include 
both  interfaces 
available.  If  bot 
tests  were  per¬ 
formed,  the 
best  result 
was  used. 

The  basics 

Nine  basic  tests  were  devised 
for  the  products:  seven  sending 
and  two  receiving.  The  tests  were 
divided  into  three  categories:  Ba¬ 
sic  Send  Tests,  Basic  Receive 
Tests  and  Advanced  Send  Tests. 
The  Basic  Send  Tests  were: 

■  Test  1:  A  one-page  text  docu¬ 
ment  was  sent  in  ASCII  from  a 
LAN  workstation  to  one  recipi¬ 
ent.  This  test  was  conducted  with 
both  the  menu  user  interface  and 
the  TSR  user  interface,  if  avail¬ 
able. 

■  Test  2:  A  one-page  spread¬ 
sheet  document  was  sent  in  ASCII 

( continued  on  page  50) 
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Tests  show  significant 
performance  differences 
among  products. 
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“W3  needed  new  technology  to  turn 
our  passion  for  customer  service 
into  results.  That’s  why  we  chose  SAA?’ 

Jay  Dinwoodie,  Senior  VP/Information  Systems,  GE  Capital  Fleet  Services 


While  some  companies  are  wondering  what 
IBM  SAA™  can  do  for  them,  the  people  at  GE 
Capital  Fleet  Services  already  know. 

And  so  do  their  customers. 

The  company  is  Americas  leading  car  and 
truck  fleet  services  business,  and  their  goal  is  to 
cement  that  position  by  changing  the  rules,  by 
redefining  the  word  service. 

SAA,  or  Systems  Application  Architecture,™ 
is  key  to  that  strategy. 

They’ve  built  a  complete  SAA  system,  with  a 
variety  of  applications  running  cooperatively  on 
three  IBM  platforms:  an  ES/3090,™  an  AS/400® 
and  a  multitude  of  PS/2s®  using  OS/2.® 


Easy  to  build. 

According  to  Jay  Dinwoodie,  development 
has  been  quick  and  smooth. 

44 We  implemented  the  first  modules  in  March 
’90,  and  since  then  we’ve  been  adding  new  ones 
like  building  Docks.  Which  is  the  whole  idea.  SAA 
lets  us  hook  things  together — data,  image,  you 
name  it — in  ways  we  never  could  before.  What 
were  doing  here  today  could  never  be  done  the 
old-fashioned  way.” 

Jay’s  users  agree,  especially  the  45  mechanics 
who  man  the  phones  helping  customers  who  have 
car  trouble. 

With  SAA  applications  in  multiple  windows, 
they  provide  a  level  of  service  that’s  truly  unique: 
diagnosing  the  problem,  finding  the  best  nearby 
garage,  estimating  the  cost,  negotiating  discounts, 
determining  warranty  status,  scheduling  pre¬ 
ventive  maintenance  and  more,  all  while  keeping 
detailed  records,  in  minutes,  in  one  phone  call. 


To  a  salesman  stuck  on  the  road,  that’s  money 
in  the  bank.  Ditto  for  GE  Capital  Fleet  Services. 

Easy  to  learn. 

Says  Jay,  “We  bring  customers  in  and  show 
them  what  were  doing.  Nobody  walks  away  un¬ 
impressed,  and  in  fact,  SAAs  helped  us  win  a 
number  of  new  accounts.” 

Another  big  SAA  advantage  is  training  time, 
or  lack  of  it. 

“When  we  first  got  running,  we  went  to  the 
mechanics’  area  for  a  training  session,  to  get  some 
thoughts  for  writing  a  manual.  We  started  at  one 
end  of  the  room,  spent  a  few  minutes  with  each 
guy,  then  moved  on.  We  weren’t  half-way  across 
the  room  when  the  first  people  were  actually 
using  the  system,  doing  real  work.  We  never  did 
write  a  manual.” 

Easy  to  live  with. 

Their  system  is  now  running  about  35,000 
PC-host  transactions  a  day,  and  Mr.  Dinwoodie 
estimates  that  traditional  technology  would  re¬ 
quire  about  250,000  transactions  to  accomplish 
the  same  work.  He  says,  “Our  SAA  apps  are  just 
incredibly  efficient,  and  they’ve  been  completely 
reliable.” 

How  strange  that  some  people  are  still  asking 
if  SAA  is  for  real. 

“It’s  just  a  question  of  confidence,”  says  Jay. 
“We  knew  exactly  where  we  wanted  to  go  and  that 
ultimately  SAA  was  the  only  way  to  get  there.  So 
we  took  that  first  step,  we’ve  never  looked  back, 
and  expectations — both  ZZZ  HHL.  ZZL  JZT® 

ours  and  our  customers’—  ~  Z’ZTZ 

have  been  exceeded.”  .  —  7  n 
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Freedom  of  Choice... 


A  New  Family  of 
Terminal  Servers 
from  GandalfU 
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Gandalf’s  new  Access 
Server  family  of  terminal 
servers  offers  unparalleled 
flexibility  by  providing  connectivity  in 
multi-protocol  environments. 


LAT  M  Terminal  Server 

•  Local  and  remote  terminal  access  to  DEC 
Ethernet-based  resources;  LAT  licensed 
software 

•  Simultaneous  TCP/IP,  X.25  or  non-Ethernet 
host  access  available 

^^TCP/IP  Terminal  Server 

•  Access  TCP/IP  hosts  over  an  Ethernet  network 

•  Utilize  as  an  X.25/TCP/IP  gateway 

Wide  Area  Terminal  Server 

•  Functions  as  a  large  statistical  switching 
multiplexer  or  X.25  PAD 

•  Connects  remote  users  via  statistical 
multiplexing  or  X.25  to  TCP/IP  or  LAT 

For  more  information,  call  1 -800-GANDALF  ext.  200 


Circle  Reader  Service  No.  1 
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56K  BACK-UP 


Fully  Automatic  Back-up  for  Your  Digital  Circuits. 


Back-up  Any  Of  These: 

DDS;  2.4K  to  56K 
T1,  Fractional  T1 
Any/All  DSO  Channels 


With  Any  of  These: 

Switched  56 
Dial-up  Modem  (V.32) 
Redundant  Circuits 


Dataprobe  offers  complete  back-up  solutions  for  digital  circuits. 
These  Systems  feature  detection  of  failed  circuit,  auto-switching  to 
back-up  and  restoration  to  the  primary  circuit  when  restored.  Two 
types  of  back-up  are  available: 

Alternate  Route  Back-up  Spare  Circuit  Back-up 
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CIRCUIT 

BACK-UP 

CIRCUIT 


Send  for  detailed  catalog  and  applications  bulletins. 

(T)zj 


170  Coolidge  Avenue  Englewood,  NJ  07631 
Phone  (20 1 )  569-6464  Fax  (201)  894-0939 


CODARAM 

mmmmmmm  Corporation  mm—m 


CABINETS 

Price  starts 
from  $695.00. 
Immediate  delivery! 
All  sizes  and  colors! 

New  LAN  Server 
Cabinet  Available. 

==AT&T  Paradyne 

Authorized  Distributor 


4040  Nine/McFarland  Road,  Suite  800  •  Alpharetta,  Georgia  30201 
(404)  664-3510  •  (404)  664-3610  (FAX)  •  (800)  726-0278 

Circle  Reader  Service  No.  3 


csu 


Upgrading  to  ESF 
on  your 
T-1  circuits? 


We'll  give  you 
$500 

for  your  old  CSUs 


If  you  upgrade  your  existing  CSUs  to  Verilink  Intelligent  ESF  CSUs  by  December  31,  1990, 
your  existing  CSUs,  regardless  of  manufacturer,  are  worth  up  to  $500  credit  against  your 
purchase.  Call  now  for  more  information  and  take  advantage  of  the  network  management 
benefits  of  ESF  today.  When  you  call,  we’ll  send  you  “The  Book  on  ESF’’  as  a  free  gift. 


1-800-669-4278 

Verilink 


U«  Circle  Reader  Service  No.  4 

The  Helfrich  Company  19782  MacArthur  Boulevard  Suite  310,  Irvine,  California  92715 


DATACOMM  MATRIX  SWITCH 


Circle  Reader  Service  No.  2 


BLOCKED  BY  OLDER 

MATRIX  SWITCH  TECHNOLOGY? 

Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500  512  Ports 

MTRX-4000  4096  Ports 

MTRX-8000  8192  Ports 

BENEFITS 

MTRX 

OTHERS 

*  Largest  Non-Blocked  Port  Capacity...8192  PORTS 

YES 

NO 

•Up  To  98%  Data  Cable  Reduction  DTE  to  DCE 

YES 

NO 

*4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable 

YES 

NO 

*LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring 

YES 

NO 

•Multitasking  (VM-386)  Universal  Workstation 

YES 

NO 

•Integral  BERG/BERT  and  S.AM.  Test  Functions 

YES 

NO 

•Non-Proprietary  Database,  dBASE  III  PLUS/TV 

YES 

NO 

•Supports  Data  Rates  To  2.048MBPS 

YES 

SOME 

Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 


Datacomm 
Management 
Sciences  Inc. 


"The  Responsive  Ones" 
Circle  Reader  Service  No.  5 


25  Van  Zant  Street 
East  Norwalk,  CT  06855 
TEL:  (203)  838-7183 
dBASE  III  PLUS/IV  are  trademarks  of  Ashton-Tate  Corporation 
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-ActionCenter 


DECEMBER 


DIAGNOSTIC  TEST  EQUIPMENT 


Get  your  hands  on  the  most 
comprehensive  Token  Ring  cable  tester 
for  only  $1495. 


Introducing  the  Bytex  RingOut  cable  tester— the 
first  designed  specifically  for  Token  Ring.  And  the 
easiest-tcHise.  ■  Tests  4  and  16  Mbps  STP  and 
UTP  LANs.  ■  Detects  damaged  or  improperly 
installed  cables  or  connectors.  ■  Confirms  cor¬ 
rect  operation  of  MSAU.  ■  Detects  and  isolates 
beaconing  nodes.  ■  Works  on  live  LANs— no 
shutdown  required.  Order  by  January  1,1991  for 
a  30'day  money  back  guarantee. 

Call  1-800'23'BYTEX  for  details  now. 


Bytex  is  a  registered  trademark  of  Bytex  Corp. 


Bytex 

Circle  Reader  Service  No.  6 


DIAL-UP  MANAGEMENT 


Season ’s 
Greetings 


Communication  Devices,  Inc.  wishes  you  all  the  best  in  this  Holiday  Season, 
and  in  the  new  year.  We  appreciate  your  support  and  look  forward  to  serving 
your  dial-up  network  management  needs  in  the  future. 

Circle  Reader  Service  No.  16 

Communication  Devices,  Inc. 

1  Forstmann  Ct.  •  Clifton,  NJ  07011  •  800/359-8561  •  Fax  201/772-0747 


FRACTIONAL  T1 


FRACTIONAL  T1 
CSU/DSU 


Compatible  with  carrier-provided  T 1  services 
Inputs  in  multiples  of  56  or  64  Kbps 
Full  management  &  control  capability 
Two  models:  Basic  and  Advanced 


data  communications  inc. 


151  W.  Passaic  St. 
Rochelle  Park,  N.J.  07662 

TEL:  (201)  587-8822 
FAX:  (201)  587-8847 


_  See  Us  At  Comdex 

Sands  Expo  Center 
Booth  #  N3193 

Circle  Reader  Service  No.  8 


LAN/FAX  GATEWAY  SERVER 


CAN  LAN  USERS  FAX  FROM  WORKSTATIONS? 

Yes,  introducing  Imavox’s  TurboFax-Net,  our  gateway  server!  Any¬ 
one  on  the  network  can  send  or  receive  faxes  from  their  workstation. 
File  transfer  any  text  or  graphics  file  at  9600  bps.  Use  your  fax  ma¬ 
chine  as  a  scanner.  Postscript  compatible.  Supports  various  print¬ 
ers,  scanners  and  fax  machines.  Short  learning  curve  means  in¬ 
creased  productivity.  Easy  to  use  and  install. 

TURBOFAX-NET 
LIST  PRICE:  $995 
Credit  Cards  accepted 

Also,  for  stand  alone  systems 

TURBOFAX  LIST  PRICE:  $395 


I  mavox 


IMAVOX  CORPORATION 
3350  Scott  Blvd.,  Building  38-02 
Santa  Clara,  CA  95054 
800-969-4628;  FAX:  408-980-8718 

Circle  Reader  Service  No.  9 


ETHERNET  NETWORK  MONITORING  SYSTEM 


The  Network  Professor* 

•  Multi-Segment  Ethernet/IEEE  802.3  LAN  Monitoring  System. 

•  Global  Network  Monitoring  and  from  ANY  Location. 

•  Monitors  ALL  LAN  traffic  conditions  on  every  segment,  for  all 
Stations/Nodes  and  Protocols,  simultaneously. 

•  Alarming  for  user  defined  thresholds  and  detection  of  error 
conditions,  resulting  in  decreased  downtime  costs. 

•  X-Motif  or  ANSI  user  interface  provides  access  to  current  and 
historical  network  statistics  via  a  Relational  Database. 

•  Complies  with  ISO  Standards  for  Enterprise  Management. 

•  Industry  proven  since  1989.  (CALL  NOW  for  Fortune  500 
references.) 


“. .  .only  fully  functional  LAN  Monitoring  System. . .” 

Bill  Hancock 


For  Literature  and  your  FREE  Evaluation  Package 

CALL  (213)  379-2505 

Look  for  our  NEW  4  port  Local  Bridge! 

Circle  Reader  Service  No.  7 


—  r—  mj  ft  m—  m  m 
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C  O  tt  C  I  t 


Send  For  Free  Info 

NW  Dec  90 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  Information  and  mall  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 


Name  _ 

Title  _ 2_ 

Company _ 

Phone  (  ) _ 

Street  _ 

City _ 

State  _ Zip 

NW  Dec  90 


Expires  3/31/91 

123456789 
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ActionCenter -  - „  DECEMBER 


The  Top  End 

for  Your  Bottom  Line 


Gandalf 
Introduces  the 
LH19K  Modem! 


Brn/mma, 


At  any  distance,  the  LH19K  Modem  offers  exceptional  features  and  fast 
transmission  (19.2  Kbps)  backed  by  proven  technology  from  Gandalf,  a  market  leader 
in  data  communications  products  and  information  systems. 

The  LH19K  will  reduce  your  costs  by  decreasing  the  number  of  leased  lines  and  the 
amount  of  transmission  equipment  needed  by  providing  dual  channel  capability. 
Asynchronous  and  synchronous  operation  and  controlled  carrier  support  operation  are 
also  included  in  the  many  features  of  the  LH19K  Modem—  the  best  value  available  in 
the  market! 

Gandalf s  responsive  customer  service  and  technical  support  provide  additional  value 
to  our  products  and  are  committed  to  your  network  running  with  maximum  efficiency. 
The  LH19K  Modem  and  Gandalf  Data  Inc. —  the  top  end  for  your  bottom  line. 

For  more  information  or  to  have  a  salesperson 

contact  you,  call  1  -800-GANDALF.  toJOJI 


28  Henry  Street 
Greenwich,  Conn.  06830 


WISE  COMPONENTS,  INC 


Fax:  203  531  4859 


NETWORK  REFERENCE  SERVICE 


MEMORY  UPGRADE 


r  MEMORY  UPGRADES  ’ 

IBM  PS/1  &  PS/2  Memory 

512Kb,  2Mb  Upgrades  CALL 

PS/1  ‘s 

2Mb  Module  Model  80's  CALL 

Model  70-E61  ;-121  $185 

4Mb  Memory  Module  CALL 

Model's  55,  65,  Adptr  Bds 

2,  4Mb  Memory  Modules  CALL 
Model's  90,  95 

2-1 6Mb  Exp  Boards  CALL 

Models  50,  60,  70  &  80 

IBM  PS/2  CPU  UDarade 

386SX  Accelerator  Upgrade 

Model's  50,  50z,  60  CALL 

IBM  LaserPrinter  Memory 

COMPAQ  Memory 

1Mb  Add-On  Module  $153 

4Mb  Add-On  Module  $387 

DeskPro  386/20,  25,  20e,  25e 

2,  8Mb  Add-On  Modules  CALL 

DeskPro  486/25,  386/33,  SystemPro 
32Mb  Memory  Module  $9,999 

DP  486/25,  /33,  386/33,  SystemPro 

1 ,  2,  4Mb  Memory  Modules  CALL 
LTE286,  386S/20;  SLT286,  386s/20 
Memory  Expansion  Board  $136 
DeskPro  286N,  386N 

1,  2,  4Mb  Memory  Modules  CALL 
DeskPro  286N,  386N 

AT&T  Server  Memory 

NEC  Memory 

1 ,2Mb  Memory  Board  CALL 

PowerMate  SX  Plus 

2-1 0  Mb  Upgrades  CALL 

PowerMate  SX/20 

1,2,4,8Mb  Upgrades  CALL 

ProSpeed  286,  386 

1 ,  4Mb  Memory  Upgrades  CALL 
ProSpeed  SX/20 

HP  LaserJet  Memory 

For  Models  II,  IID,  IIP,  III,  HID  CALL 

HP  ComDuter  Memory 

For  Vectra's,  9000  Series  CALL 

Toshiba  LaDtoDS 

1,  2,  3.5Mb  Upgrades  CALL 

IBM  LaserPrinter  4019,  4019e 

IBM  RISC  6000  Memory 

16,  32Mb  Upgrade  Kits  CALL 

Series  320,  530,  550 

4,  16Mb  Upgrades  CALL 

Star  Server  486/33  E 

Data  General Aviion 

4,  8,  16Mb  Upgrades  CALL 

Terminals  &  Servers 

2Mb  Upgrades  $240 

Models  1 600,3  lOOe,  31 OOSX, 

3200SX,  5100,  5200 

1,  2  Mb  Upgrades  CALL 

Models  1000SE,  1000XE 

5-YEAR  WARRANTY!  -  24-HOUR  REPLACEMENT 
IMMEDIATE  DELIVERY!  -  SUPERIOR  QUALITY  &  SERVICE 

Scytheville  Row  •  P.0  Box  1790  -  New  London  NH  03257 
'980  NH  (603)526-6909  FAX  (603)526-691  5 


Apple,  AST,  AT&T,  Canon,  DEC,  Dell,  Epson,  SUN,  Zenith,  Others 


2  SIGMA  DATA  800-446-4525 

Sn\/thpv/illp  Rnw  •  P  C  Rnx  1 790  -  New  London  NH  03?57  _  _ _  _ 


VISA.  MC.  AMEX,  COD.  Qualified  PO  s 


Circle  Reader  Service  No.  14 


NETWORK  SCANNING  &  MONITORING 


MODEM 


NETWORK  CABLES 


PC  BASED  PROTOCOL  ANALYZER 


Cable  Scanner 


No  Double  Talk:  No  Cross  Talk! 

'  jjf*  *  -■> 

Because  the  Mohawk  LAN  cable  Wise  Components  stocks  is 
double  shielded.  This  means  transmission  is  protected  from  any 
electrical  noise . . .  and  with  data  pairs  individually  shielded,  there  can’t 
be  any  cross  talk. 

Mohawk  cable  is  tested  by  UL  to  ensure  that  all  IBM  specifica¬ 
tions  are  met.  It’s  also  tested  in  accordance  with  EMI/RFI  require¬ 
ments  for  elimination  of  signal  interference. 

We  stock  many  types  of  Mohawk  cable  for  network  systems,  so 
call  now  to  get  Wise’s  superior  service. 

And  there’s  no  double  talk  about  that,  either! 

................ ...J 


800  543  4333 


In  Conn.  800  852  8557 

Circle  Reader  Service  No.  15 


Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  “short  at 
306  ft”.  With  an  oscilloscope,  Scanner’s  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  LAN  including  transceiver,  terminator  and  multiple  faults. 


\ 


*  Cable  length  measurements 

*  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca¬ 
ble  lies.  Cable  Scanner,  Tracer  and  Opera¬ 
tors'  Manual  are  only  $1495. 


M-Test  Equipment 

P.O.  Box  460008 

San  Francisco,  CA  94146-0008 

Call  for  Info 


Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  861-2382 
FAX:  (415)  864-1076 

Circle  Reader  Service  No.  12 


A  PC-based  protocol  analyzer 
that’s  serious  about  portability. 
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LM)  is  a  registered  trademark  of  Progressive  Computing,  Inc. 


The  LM1®  is  a  PC -based  protocol 
analyzer  with  a  lot  of  get  up  and  go.  In  a 
laptop,  it  weighs  less  than  15  pounds. 
You  get  maximum  portability  so  you  can 
zero  in  on  problems  in  the  shop  or  in  the 
field.  The  remote  option  lets  you 
monitor  off-site  lines,  and  captured  data 
can  be  analyzed  on  any  PC. 

The  I  Ml  gives  you  in-depth  plain 
English  decodes,  BERT/BLERT  testing, 
time  stamping,  and  interactive 
simulation . 

We’re  serious  about  performance  and 
portability.  Call  us  at  (708)  574-3399. 

*  Progressive 
m  Computing 

Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook,  IL  60521  USA 
(708)  574-3399  FAX  (708)  574-3703 
Circle  Reader  Service  No.  1 3 


Need  connectivity  answers? 


LAN 

Server 


Mac 


Ethernet 


Token  Ring 


TCP/IP 

Host 


Direct  cable 


Have  we  got  ’em! 

Unique  computer-connectivity  reference  guides 
walk  you  through  your  hardware  and  software  options. 
Your  subscription  to  MlER  S  Connections"1  includes: 


Modem  link 


IBM 

Host 


PS/2 


i  J  LAN 
*  Jf  Adapter 


•  Quarterly  updates 

•  Hundreds  of  connectivity  scenarios  — 

via  LAN,  phone  line,  direct  cable,  and  more 

•  Detailed  diagrams  of  all  necessary  software 
and  hardware  components 

•  Fax-in  service  for  unanswered  questions 

•  Technology  overviews  —  track  the  trends 


Call  for  detailed  brochure 
and  sample  packet 
609-275-731 1 
Fax  609-275-8813 

Circle  Reader  Service  No.  1 1 


Mier 

Communications  inc. 

99  Hightstown  Rd.,  Princeton  Jet.,  NJ  08550 
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NETWORKING  MARKETPLACE 


Network  World  1991  Editorial  Features 

January  7 

Buyer’s  Guide:  Ethernet-to-token-ring  gateways 
Show  Distribution:  MacWorld  Expo 

January  14 

Technologies  of  the  Future:  SONET 
Show  Distribution:  ICA  Winter  Conference  Special:  Harvey 

January  21 

Evaluating  IBM's  TCP/IP  and  OSI  Connectivity 
January  28 

1 .  Annual  Salary  Survey 

2.  Buyer’s  Guide:  IBM-to-DEC  connectivity  products 
Show  Distribution:  ComNet  ’91;  Network  Computing  Forum 
Special:  ISDN  Guide;  Lead  Service 

February  4 

Buyer’s  Guide:  Interexchange  carrier  net.  mgt.  sys. 
February  1 1 

1 .  Fault-tolerant  networking 
2.  FDDI  update 
Show  Distribution:  NetWorld 
Special:  LAN/WAN  Integration ;  Lead  Service 

February  18 

Trends  reshaping  networks:  image  processing 
February  25 

Buyer’s  Guide:  Satellite  networks 
March  4 

Dealing  with  systems  integrators 
Show  Distribution:  Windows  &  OS/2 
Special:  Harvey 

March  1 1 

Buyer’s  Guide:  Intelligent  wiring  hubs 
Show  Distribution:  Cebit  ’91 

March  18 

1 .  Evaluating  ISDN  options 
2.  Comparing  tariff  information  services 
Show  Distribution:  Supercomm 
Special:  Lead  Service 

March  25 

Buyer's  Guide:  Electronic  mail  software  and  services 

April  1 

Trends  Reshaping  Networks:  EDI 
April  8 

Buyer’s  Guide:  LAN  operating  systems 
April  15 

Standards  update 
April  22 

Buyer’s  Guide:  Interexchange  carrier  digital  private-line  services 
Show  Distribution:  Networking/Open  Sys  '91 

April  29 

Twisted-pair  networks 
May  6 

Buyer’s  Guide:  X.25  packet  switches 
Show  Distribution:  Dexpo  South;  DCI/NW  Financial  Nets 
Special:  Harvey 


RJE  FOR  PC's 

Complete  Bisync  2780/3780  and  SNA  3770  RJE  emulation  for  PC's  and 
PS/2's.  Execute  batch  jobs  automatically  to  or  from  your  IBM  host  in 
JES2/3.  Featuring... 

•  IBM  Mdl  3777-1  support 

•  Up  to  19.2K  bps  thruput 

•  Unattended  operations 

•  Printer,  card  punch  and  console  support 

•  Data  compression  and  transparency 

•  PC-to-PC  connectivity 

Full  warranty  •  Immediate  delivery 

From  as  low  as  $249 
Call  (800)  767-4844  today! 


TRAINING 


lELEtutor 


FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 

CALL 

1-800-542-2242 

(603)  433-2242 


m 


Telecommunications 

Training  Monthly 


VIDEO  TAPE 
Training  &  Industry  News 

New  subject  every  month 
including: 

•  X.25  Protocol  Analysis 

•  SDLC/SNA  Protocol  Analysis 

•  ISDN  BRI  “The  Basics” 

•  Switched  Telephone  Circuit 
Basics 

•  Tl -Carrier 

•  Network  T opology 

•  Local  Area  Network  Protocols 

•  DataCom  Concepts  (RS-232-C) 

•  Analog  Line  Measurements 

Call  for  Demo  Tape 
(215)598-3293 


Plan  Your  1991 
Networking 
Marketplace 
Ad  Schedule 

Call  Joan  Bayon  Pinsky 
at  1-800-622-1108 
(in  Mass.  508-875-6400) 

Pacific  &  Mountain  Time 
Advertisers 
call  Clare  O’Brien 
at  above  telephone 


Buy  or  Rent 

(MONTH  Voiir 

TO  MONTH)  lUMI 

Favorite 

PREVIOUSLY  OWNED 


NEW*USED*BUY*SELL*LEASE 

m/cam  code^ 

paradyne  ^  AT&T 

IBM  Racal-Milgo 

ARK  CASE  Oatatel 

f4  gaoaral 

dictOomm 


Universal 
Data  Systems 


NEW  AND  USED  EQUIPMENT  BACKED  BY  WARRANTY 
NATIONWIDE  SERVICE  MAINTENANCE  AND  INSTALLATION  j 


SOME  SAMPLES: 

ATT  2096A .  S  1.695  I 

Codex  2660  (6  CH| .  52,250 

IBM  5865-2  Modem .  51.995 

MiCom  Box  2  (16  CH) .  52,300 

Paradyne  Pixnet  XL . Call] 

Timeplex  Link  I  &  2 . Call] 


ALL  GUARANTEED  FOR 
MANUFACTURER  SERVICE. 

(201)586-3070  FAX  586-3080 

Warwick 

4/^  DATA  SYSTEMS  INC. 

66  FORD  ROAD.  DENVILLE.  NEW  JERSEY  07834 


SOFTWARE 


270  UNIX  System  Exhibitors 
Biggest  UNIX  Event  of  the  Yeor 
FREE  Workshops  Doily 


■  Complete  Conference  Program 
REGISTER  NOW! 

Call:  800-323-5155 

for  complete  details 

(708-299-3131  in  Illinois  <£  outside  1/.S.J 

SEUniForum. 

The  Menwm  Cenfcnnct  <*  UMX»  SyUemt  then 

January  22-24,  1991 
INFOMART  Dallas,  Texas 
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NETWORKING  CAREERS 


Cabletron 
Systems,  Inc., 
a  multi¬ 
national  NYSE 
member  com¬ 
pany,  with  cor¬ 
porate 
headquarters 
in  Rochester,  jls 
New  gp 

Hampshire, 
offers  one  of 
the  broadest 
portfolios  of  /S 
networking  •$£ 
hardware/soft-  pjj 
ware  products 
currently 

available.  We  &£ 
have  recently 
been  ranked 
number  2 
“Best  Small 
Company  in 
America”  by 
Forbes  maga-  $3 
zine,  and  are 
among  the  top 
10  U.S.  com-  fljz 
panies  in  LAN  gA 
(Local  Area  W 
Network)  §|[ 
market  share.  @2 

Our  ultra-mod¬ 
ern  facilities 
are  located  in 
southern  New 
Hampshire, 
minutes  away 
from  great  ski¬ 
ing  in  the 
mountains, 
and  the  beau¬ 
tiful  beaches 
of  New 
England’s 
seashores. 


When  it  comes  to 
Opportunities  in  Engineering . . . 

We’ve  Got  The  Solution! 


UNIX  Platform 

Network  Architecture  (Network  Manage¬ 
ment)  —  Chief  designer/architect  of  cus¬ 
tomized  management  modules  to  meet 
customer  specifications.  Demonstrated  tech¬ 
nical  expertise  using  UNIX™and  C/C++  in 
complex  integrations  of  network  manage¬ 
ment  software/hardware. 

Senior  Software  Engineer  (Network 
Protocol*)  —  Integrate  NEW  protocols  into 
Cabletron’s  network  management  UNIX- 
based  products. 

Product  Coordinator —  Coordinate/man¬ 
age/track  issues  from  product  inception 
through  release  cycle.  Technical  experience 
in  product/project  coordination  in  software 
engineering  environment.  Knowledge  of  net¬ 
work  management/LAN  network  hardware 
components  a  plus. 

Software  Engineers  (Mid-Level  to  Senior) 

—  Provide  network  gateway  development/ 
network  applications  management.  Strong 
background  in  UNIX/C  or  C++  development/ 
network  communications  a  plus.  Some  posi¬ 
tions  require  specific  experience  porting 
existing  software  products  written  in  CJC  ++ 
from  one  UNIX  vendor  platform  to  another. 

Software  Engineers  (Maintenance  Croup) 

—  Demonstrated  ability  to  effectively  fix  soft¬ 
ware  problems  for  state-of-the-art  released 
products.  Current  platform  is  SUN/UNIX/X- 
Windows.  C/C+  +  in  UNIX  required.  Several 
years’  experience  in  software  support  role  or 
comparable  is  desired.  Graphic  interfaces 
knowledge  a  plus. 

Technical  Support 

Systems  Engineer —  Provide  post-sales  sup¬ 
port  of  a  network  management  product. 
Minimum  of  2-3  years’  network  experience 
combined  with  good  understanding  of  UNIX 
operating  systems  and  various  hardware  plat¬ 
forms.  Programming  experience  utilizing  C++ 
and  relational  database  architecture  a  plus. 
Approximately  20%-40%  travel. 

Applications  Engineer  —  Support/train  cus¬ 
tomers  through  the  presentation/installa¬ 
tion/configuration  of  a  network  management 
product.  Minimum  of  2-3  years’  network 
experience  combined  with  UNIX  operation 
background.  Previous  network  administra¬ 
tion  experience  a  plus.  Approximately  40%- 
50%  travel. 


Embedded 

Communications 

Firmware  Engineers  (Senior)  —  5+  years’ 
experience  with  networking  protocols/real¬ 
time  embedded  software/multitasking/low 
level  drivers  as  well  as  background  in  RISC 
processors  and  hardware  design.  Fluent  in 
C/C++.  BSEE  required/MSEE  preferred. 

Software  Engineers  (Mid-Level  to  Senior) 
—  Familiar  with  multi-protocol  architec- 
ture/LAN/WAN  technologies  and  embedded 
systems.  Experience  with  transport  layer  and 
below  with  one  or  more  of  the  following 
essential:  TCP/IP,  X.25,  DECnet,  Appletalk, 
SNMP,  ISO.— MS-DOS  Windows 

MS-DOSAVindows 

Windows  Software  Engineers  (Senior  to 
Principal)  —  Windows-based  network  man¬ 
agement  projects.  Fluent  in  C.  Knowledge  of 
C+  +  a  plus.  1-2  years’  experience  with 
“Microsoft  Windows”  required.  Background 
in  network  management/data  communica¬ 
tions/graphics/or  database  design  highly 
desired. 

Quality  Assurance 

QA  Engineers  and  Testers  — Testing  state- 
of-the-art  network  management  firmware/ 
software  products.  Background  in  software 
systems  and  integration  testing  methods, 
preferably  in  a  networking  environment.  QA 
Testers  require  AS  degree  or  equivalent.  QA 
Engineers  require  knowledge  of  C/C++. 

Interested  candidates  should  FAX  their 
resume  to  (603)  332-8007,  or  send  a 
resume  to  the  Personnel  Office,  Cabletron 
Systems,  Inc.,  Dept.  NW,  P.O.  Box  5005, 
Rochester,  NH  03867.  We  are  an  equal 
opportunity  employer.  These  are  not  agency 
fee-paid  positions. 

UNIX  is  a  registered  trademark  of  AT&T  Bell 
Laboratories 


Fi nd  out  more  about  the  opportunities  available  at 
Cabletron  Systems.  With  a  PC  and  modem,  dial  (508) 
263-3857.  hitreturn  twice  and  enter  CAB  NET  when 
prompted  for  a  password. 


caaeTRon 

_ systems. 


The  Complete  Networking  Solution 


MANAGER 

TELECOMMUNICATIONS 

ROYAL  CARIBBEAN  CRUISES  LTD  ,  a  leader 
in  the  cruise  industry,  is  seeking  a  Man¬ 
ager  for  a  new  telecommunications 
group. 

The  successful  candidate  will  be  respon¬ 
sible  for  managing  the  voice  and  data 
requirements  of  a  rapidly  expanding  com¬ 
pany  with  an  annualized  Telecomm 
budget  exceeding  $5M  for  its  reserva¬ 
tions  and  acfrnlnlstration  areas,  to  addi- 
ti on  to  havfng  a  solid  teiecornmunfca- 
tions  background  and  strong  project 
management  skills,  candidates  must  have 
a  minimum  of  5  years  managerial  experi¬ 
ence  and  call  center  communications 
expertise.  Proficiency  In  long  range  tele¬ 
communications  planning,  local  and 
wide  area  networks;  radio  and  satellite 
communications,  and  premise  distribu¬ 
tion  Is  a  plus. 

Royal  Caribbean  offers  an  attractive 
salary,  comprehensive  benefits,  and  the 
opportunity  to  advance  in  a  major  growth 
industry  of  the  9CTs.  For  confidential  con¬ 
sideration.  please  send  your  resume  with 
salary  requirements  to:  Manager,  ROYAL 
CARIBBEAN  CRUISES  LTD.,  P.O.  Box  01402 1 , 
Miami,  Florida  33101.  No  phone  calls 
please. 

An  Equal  Opportunity  Employer  M/F 
Uti  Royal  Caribbean  Cruises  Ltd. 


Royal  Caribbean  Cruise  Line  and  Admiral  Cruises 


Need  to  Hire 
Quality 
Networking 
Professionals? 


NETWORKING  EMPLOYMENT 
SOLUTIONS  delivers  your  detailed  recruit¬ 
ment  message  directly  to  people  with  the 
qualifications  YOU  select,  and  pre-screens 
respondents  with  YOUR  questions. 

The  result  is  qualified  candidates  who 
understand  and  meet  your  basic  hiring  crite¬ 
ria,  at  a  FRACTION  of  what  you  usually 
spend  on  print  advertising  or  recruiter's  fees! 


Not  a  Recruitment  Agency. 

Precision-targeted  direct  mail  recruitment 
advertising  plus  candidate  pre-screening, 
drawing  on  our  exclusive  current  database 
of  over  100,000  networking  professionals 
nationwide. 


You  can  target  your  recruitment  advertising 

with  Network  World 

Network  World  is  the  one  and  only  publication  written  specifically  for  communications  users. 
That  means  you’ll  reach  the  specialized  and  qualified  applicants  you  want. 

Over  70,000  communications  professionals  subscribe  to  Network  World. 

One  of  them  could  be  exactly  who  you’re  looking  for! 

For  information  on  placing  your  recruitment  ad,  call  Barbara  Hill 
toll  free  at  800-343-6474  (In  MA)  508-820-2543. 


Want  to  know  how  many  candidates  fit  your 
specific  hiring  criteria?  Call  toll-free  (800) 
333-1666  and  ask  for  an  NES  account  execu¬ 
tive.  We'll  do  a  preliminary  search  and  show 
you  the  results  at  NO  COST! 


SOLUTIONS 
A  Cooperative  Service  of  Help  Wanted 
On-Line  and  Network  World 
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Computers/Peripherals 

Facsimile  Machines 

GammaLink . 408-744-1430 

Memory  Upgrades 


MEMORY 

UPGRADES 


IBM,  COMPAQ,  AST,  DEC,  EPSON,  HP 
NEC,  SUN,  TOSHIBA,  ZENITH,  Others 


Data  Communications 


Data  Compression  Equipment 

RAD  Data  Communications  Inc. .  201  -587-8822 

Diagnostic  Test  Equipment 

Analog  Line  Testers 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division  ...800-426-8688 

Cable/Interface  Testers 

Navtel  Inc . 416-479-8090 

Centralized  Network  Management  Systems 

AR  Division,  Telenex  Corp . 800-368-3261 

Communication  Devices,  Inc . 800-359-8561 

DIGILOG/CXR . 215-628-4530 

Error-Rate  Measurement  Equipment 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division ...  800-426-8688 

Optical  Fiber  Test  Equipment 
3M  Photodyne  Inc . 805-388-8378 

Performance- Measurement  Equipment 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division ...  800-426-8688 
Tektronix/LP  Com . 800-826-8675 

Protocol  Analyzers 


SNA  3270/LU6.2  Tests 


•  3800  +  Validation  &  Load  Tests 

•  SDLC  and  Token-Ring  •  PC-Based 

•  Specs  and  Source  Coding  Provided 

Applied  Computer  Technology 
Garland,  TX  (214)  271-6550 


TEST  YOUR  NETWORK 
WITH  THE  BEST 


OUR  PROTOCOL  ANALYZERS 

*  Test  Networks  at  Higher  Speeds 

*  Are  Easier  to  Use  with  EASY -VIEW® 

*  Are  More  Powerful  and  Flexible 

*  Test  ISDN,  T1 ,  SS#7,  SNA,  X.25,... 

an  CALL  1-800-368-3261 

(In  Virginia  703-644-9 1 90) 
mwuiMiiiHU  AR  DMSION  OF  TELENEX 


Azure  Technologies . 800-233-3800 

DIGILOG/CXR . 215-628-4530 


IBM  MAINFRAME  EMULATION 
SNA/3270  CERTIFICATION 


•  Over  500  preprogrammed  QA  tests  to  CERTIFY 
Controllers,  Printers,  Keyboards  &  Terminals 

.  LOAD  &  THROUGHPUT  Testing 

•  NPSI/QLLC/X.25  Testing  •  PU2.1  Testing 

•  Token  Ring  Testing  •  LU6.2  Testing 


GSOFT  SYSTEMS,  Inc. 

7221  Mountaindale  Rd.,  Frederick,  MD  21701 

301-898-7973 


Protocol  Analyzers  cont. 
Hewlett-Packard  Company 


Colorado  Telecomm  Div . 719-531-4414 

Navtel  Inc . 416-479-8090 


Testing  Experts 

•  Protocol/Performance  Analysis 

•  BERT  &  Digital  Link  Testing 

•  Analog  Impairments  Testing 

•  Breakout  Boxes  for  all  interfaces 

(800)  2-NAVTEL 
FAX:  416/475-6524 


Tektronix/LP  Com . 800-826-8675 


Protocol  Analyzer 

■  Full  Dual  Port  Operatioa 

■  40-Megabyte  Hard  Disk  Drive 

■  Capability  to  256  Kbps 

Call  1  -800-826-8675  for  full  details 

froa 

Tektronix 

COMMITTED  TO  EXCELLENCE 

205  Raveadale  Drive,  Mountaia  View,  CA  94043 


Telenex  Corporation . 800-222-0187 

Protocol/Interface  Simulators 

GSOFT  Systems,  Inc . 301-898-7973 

Navtel  Inc . 416-479-8090 

DSU/CSU 

Anixter . 800-343-5142 

RAD  Data  Communications  Inc. .  201-587-8822 

Front-End  Processors 

Simpact  Associates,  Inc . 619-565-1865 

Microwave 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Modems 

Limited  Distance/Line  Drivers 

RAD  Data  Communications  Inc. .  201-587-8822 

High  Speed  (9. 6kbps +) 

Anixter . 

Eastern  Datacomm,  Inc.. 

Western  Datacom  Co.  Inc 

Fiber  Optic 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc. .  201-587-8822 

Multiplexers 

Fractional  T- 1 


[HAYDINCONTROLS 


MULTIPLEXERS 

AND 

4:1  TRANSCODERS 

•  Full  and  Fractional  T1  Rates 

•  Toll  Quality  Voice  /  High  Speed  Data 

•  Handles  9.6  Kbps  Modem  and  Group  III  FAX 


Call  1-800-366-8889 

414  Commerce  Drive  •  Fort  Washington,  PA  19034-2602 


Space  and  copy  closing  for  next  updated  issue  is  De¬ 
cember  20,  1990.  Listing  begins  in  January  14,  1991 
issue  and  runs  through  the  July  8,  1991  issue. 


NsvteS 

Better  by  design 


800-343-5142 

201-262-9022 

800-262-331 1 


Fractional  T- 1  cont. 

COASTCOM . 415-825-7500 

Optical  Fiber 

Anixter . 800-343-5142 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc.  .201-587-8822 

Statistical 

Eastern  Datacomm,  Inc . 201-262-9022 

RAD  Data  Communications  Inc. .  201-587-8822 

Time  Division 

RAD  Data  Communications  Inc. .  201-587-8822 

T-1 


Anixter . 800-343-5142 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc. .  201-587-8822 

Network  Management  Systems 

AR  Division,  Telenex  Corp . 800-368-3261 

Communication  Devices,  Inc.  ...800-359-8561 

Dynatech  Communications . 703-550-001 1 

Micro  Technology . 714-970-0300 

Patching  Equipment 

AR  Division,  Telenex  Corp . 800-368-3261 

Telenex  Corporation . 800-222-0187 

3M  Private  Network  Products ...  800-745-7459 
Thomas  &  Betts  Corporation  ....908-685-1 600 


Switches 

Data 

Wise  Components  Inc . 800-543-4333 

Matrix 

Datacomm  Mgmt  Sciences . 203-838-7183 

Dynatech  Communications . 703-550-001 1 

Telenex  Corporation . 800-222-0187 

Packet 

Amnet,  Inc . 508-879-6306 

OST,  Inc . 703-817-0400 

Port  Selectors 

Eastern  Datacomm,  Inc . 201-262-9022 


RAD  Data  Communications  Inc. .  201  -587-8822 

Systems  Integrators 


ML  GLASGAL 

▼JMT  COMMUNICATIONS,  INC. 

We  wrote  the  book  on  systems  Integration1 


Providing  ALL  your  network  needs  through 
optimized  design,  installation,  integration 
and  maintenance  of  products  and  services 
from  over  1 30  top  LAN  and  WAN  manufac¬ 
turers. 


Worldwide  Headquarters  (201)  768-8082 


(301)  840-0999 
FAX:  (301)417-0593 

Potomac  Digital,  Inc. 

POTOMAC  DIGITAL,  INC.  is  a  full  ser¬ 
vice  distributor  and  integrator  of  Net¬ 
works,  with  an  extensive  inventory  of 
WAN/LAN  Products  from: 


AT&T  PARADYNE 
MICOM  COMMUNICATIONS 
NEC  AMERICA,  INC. 
WELLFLEET 
LANTRONIX 

FIBER  OPTIC  PRODUCTS 


For  whatever  you  sell  from  A  to  Z, 
you  should  place  it  under  a  heading 
in  Network  World’s 
Resource  Directory. 


Systems  Integrators  cont. 

StonyBrook  Technologies,  Inc.. 51 6-567-6060 

Terminal  Emulation  Boards 

Avatar  Corporation . 800-282-3270 

Terminal  Servers 

Datability  Software  Systems  ....  800-DIALDSS 

VISTA 

Terminal  Server 

(1-800  DIAL-DSS; 
in  N.Y.,  212-807-7800) 

*  8  to  an  Unprecedented  1 28  Ports 

*  TCP/IP  and  LAT  Compatible 

*  8  Hayes-Compatible  Internal  Modems 

*  Full  Function  X.25  PAD 


Local  Area  Networks 

Bridges 

Anixter . 

CrossComm . 

EICON  TECHNOLOGY  CORP. 

Interlink  Computer  Sciences.... 

RAD  Data  Communications  Inc 

LAN/WAN  Bridges 

Advanced  Relay  Comm.,  Inc . 503-345-9178 

Brouters 

RAD  Data  Communications  Inc. .  201-587-8822 

Gateways 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 


Interlink  Computer  Sciences . 415-657-9800 

Simpact  Associates,  Inc . 619-565-1865 


StonyBrook  Technologies,  Inc.. 516-567-6060 

Installation  Services 

Coluccio  Associates  Inc 
GE  Network  Service . 

Solunet  Inc . 

Local  Area  Networks 


Broadband  Based 

Anixter . 800-343-5142 

Ethernet  Compatible 

Anixter . 800-343-5 1 42 


Wiring  Systems  Specialists 


Voice  •  Video  •  Deta  •  Power 


Authorized  Distributor 
800-343-5142 


212-908-5421 

800-726-4327 

800-828-0151 


...800-343-5142 

...508-481-4060 

...514-631-2592 

...415-657-9800 

..201-587-8822 


DuPont-Electro-Optic  Products  800-888-LAN1 

Wise  Components,  Inc . 800-543-4333 

Fiber  Optic  Based 

Anixter . 800-343-5142 

lOBaseT  Systems 

DuPont-Electro-Optic  Products  800-888-LAN1 
Token  Ring 

Anixter . 800-343-51 42 

Token  Ring  Compatible 
DuPont-Electro-Optic  Products  800-888-LAN1 

LAN  Services 


ExpertWatch 

A  unique  service  that  monitors 
your  LANs  24  hrs  a  day,  7  days  a 
week  so  that  you  don’t  have  to. 

CrossComm  Corp.  (508)481-4060 
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Lan  Services  cont. 

LAN/Mind,  Inc . 800-325-5267 

LAN  Test/ Management  Devices 

DIGILOG/CXR . 215-628-4530 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 

Tektronix/LP  Com . 800-826-8675 


Routers 

Anixter . 800-343-5142 

Interlink  Computer  Sciences . 415-657-9800 

Security 

Encryption/Decryption  Devices 

GN  Telematic,  Inc . 508-667-8644 

Software 

Application  Development  Tool  Kit 

Proteo  Software  Inc . 800-668-6716 

Cable  Management 

Network  Facilities . 612-934-2655 

Communications 

Simpact  Associates,  Inc . 619-565-1865 


MFAXGatf 

Facsimile  Gateway  for  IBM  Mainframes 

IIFILEGate" 

File  Transfer  Gateway  lor  IBM  Mainframes 
Teubner  &  Assoc.  800-343-7070  405-624-2234 


EMail/ Messaging 

Notework  Corporation . 617-734-4317 

Facilities  Management 

CHI/COR  Info.  Management . 312-454-9670 

DIGILOG/CXR . 215-628-4530 

Telco  Research  Corporation . 800-48T-ELCO 

XTEND  COMMUNICATIONS . 212-725-2000 


Micro-to-Mainframe 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 

StonyBrook  Technologies,  Inc.. 516-567-6060 


Network  Management 

Communication  Devices,  Inc . 800-359-8561 

CrossComm . 508-481  -4060 

DIGILOG/CXR . 215-628-4530 


Storage  Devices 
&  Media 

Computer  Room  Equipment 

Controller  Stacking  Frames 

Data  Connections,  Inc . 919-668-1077 

Structured 
Wiring  Systems 

Baiuns 

Anixter . 800-343-5142 

RAD  Data  Communications  Inc.  .201-587-8822 
The  Siemon  Company . 203-274-2523 

Thomas  &  Betts  Corporation  ....908-685-1 600 


The  most  complete  selection  of  UTP 
and  STP  Baiuns  shipped  from  stock. 


3270  •  AS/400-3X  •  Arcnet  •  Ethernet 


Type  3  Media  Filters  •  Panels  •  Testers 
Active  Hubs  •  Passive  Hubs  •  Adapters 


Baiuns  cont. 

Wise  Components,  Inc. 


.  800-543-4333 


Cables 

Coax 

Anixter . 800-343-5142 

Wise  Components,  Inc . 800-543-4333 


Fiber  Optic 
Anixter . 


.800-343-5142 


CHROMATIC 


TECHNOLOGIES,  INC. 

31  Hayward  Street,  Franklin,  MA  02038 
508/520-1200  *  FAX  508/520-0698 

The  most  valuable  fiber  optic  cable. 


Siecor  Corporation . 704-327-5189 

3M  Private  Network  Products  ...800-745-7459 

Wise  Components,  Inc . 800-543-4333 

Twisted  Pair 

Anixter . 800-343-5142 

Wise  Components,  Inc . 800-543-4333 

Connectors 

Anixter . 800-343-5142 

3M  Private  Network  Products  ...800-745-7459 
Thomas  &  Betts  Corporation  ....908-685-1 600 

Wise  Components,  Inc . 800-543-4333 


[OD-TAR 

'Total  Wiring  Solutions 

"  X  >omX  :  ' 

YANKEE 

*  1-800-365-9720  FAX:  603-625-4915. 


Cross  Connect  Blocks 

Anixter . 800-343-5142 

3M  Private  Network  Products ...  800-745-7459 

The  Siemon  Company . 203-274-2523 


Wiring  Concentrators 

Anixter . 


.800-343-5142 


Support  Equipment 

Power  Distribution/ 

Equipment  Protection 

BATTERY  BACK-UP  for  NETWORKS 

BEST  PRICES 

1-800-433-2288  The  PURSUIT  Corp. 

Secondary 

The  Siemon  Company . 203-274-2523 

UPS 

3M  Private  Network  Products  ...800-745-7459 

Support  Services 

Consulting 

Business  Software  Inc. 

Specialists  in  multi-media  network 
documentation 
•  Setup ‘Maintenance 
Training  •  Network  Planning 
Call:  (212)753-5333 

LAN/Mind,  Inc . 800-325-5267 

Multi-Tech  Communications 201-627-2518 

PRISM  TECHNOLOGY  INC. 

NetWare  386/286  Consulting 
Client/Server  Applications 
Sales  &  Installation 


1NOVELL 

AUTHORIZED  RESELLER 


(617)  241-0451 


Telco  Research  Corporation .  800-48T-ELCO 

XTEND  COMMUNICATIONS . 212-725-2000 


Educational  Training  Services 

Data  Communications 

Business  Communications  Rev.708-986-1432 

ICA . 800-422-4636 

E-Mail  Training 

Westcon  Training  Centers . 800-873-6040 

IBM:  SAA/SNA 

Galaxy  Consultants . 408-354-2997 

LAN 

Business  Communications  Rev.708-986-1432 

ICA . 800-422-4636 

Westcon  Training  Centers . 800-873-6040 

Novell 

LAN/Mind,  Inc . 800-325-5267 

PTXI . 800-783-PTXI 

Westcon  Training  Centers . 800-873-6040 

Telecommunications 

Business  Communications  Rev.708-986-1432 

ICA . 800-422-4636 

3COM 

PTXI . 800-783-PTXI 

Installation  Services 

GE  Network  Service . 800-726-4327 


Novell  Sales  and  Service 

Installation  -  cabling  -  maintenance 

Novell  Authorized  Training 

CNE  Training 

Network  Systems  &  Services 
160  5th  Ave.  NYC  -  2 1 2/69 1 -2680 


Pacific  Coast  Cabling,  Inc 


Installation  Specialists 

Communications  Cabling  &  Equipment 
Data,  Voice  &  Video  Prewire  Services 
LANS  WANS 

Serving  Southern  California  Since  1985 
21610  Lassen  St.,  Chatsworth,  CA  9131 1 
(818)407-1911  Lie#  486194 


Solunet,  Inc . 800-828-0151 

Lease/ Resale  Organization 

SOURCE  Telecommunications..  214-450-2700 

VSAT  installations 


DOWN L  INC. 


NATIONAL  VSAT  INSTALLATIONS  GROUP 

1  777  SOUTH  BELLAIRE  STREET  •  DENVER,  CO  80222 
(303)756-0031  FAX  (303)  756-901  1 


Telecommunications/ 

Voice 

Call  Accounting 

DIGILOG/CXR . 215-628-4530 

Telco  Research  Corporation . 800-48T-ELCO 

XTEND  COMMUNICATIONS . 212-725-2000 

Centrex 


CENTREX  SYSTEM  ? 


CONSOLE 

YOURSELF  WITH 

TONECOMMANDER 

A 


family  of  answering 
consoles.  Please  call: 


1-206-883-3600 

1-800-524-0024 


Key  Systems 

SOURCE  Telecommunications....  214-450-2700 

Fax  Processing  Systems 

Biscom . 800-477-2472 


FAX  RELAY 


The  FR-100  FAX  RELAY  connects  a  Group  III 
facsimile  machine  via  a  PBX  extension  to  the 
data  port  of  a  multiplexer.  The  FR-100  puts  fax 
transmission  over  your  dedicated  data  network 
using  only  9600  or  4800  bps. 

(408)  973-9800 
Entropic  Speech,  Inc. 


The  FAX  Group . 619-792-6400 

GammaLink . 408-744-1430 

ISDN  Products 

Anixter . 800-343-5142 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 


PBXs  (under  200  lines) 

SOURCE  Telecommunications....  214-450-2700 

Microwave  Transmitters/Receivers 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Voice  Response 

Syntellect  Inc . 602-789-2800 

VSAT  Customer  Premises 
Equipment 

Scientific-Atlanta,  Inc. 

Private  Networks  Business . 407-255-3000 

Transmission 

Services 

Dedicated  Lease  Line 
Communications  Transmission.  800-272-9CTI 

Facsimile 

GammaLink . 408-744-1430 

Microwave 


FCC  Licensed  Digital  Microwave 
Carrier*Bypass»Alternate  Access 
•  Disaster  Recovery/Diversity 

(212)  509-5115  LOCATE"" 

17  Battery  Place,  Suite  1200,  NY  NY  10004 


Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Packet  Switching 

Dynatech  Communications . 703-550-001 1 

StonyBrook  Technologies,  Inc.. 516-567-6060 

VSAT 

CSA-VSAT  Consultants . 408-996-0585 

GTE  Spacenet  Corporation . 703-848-1 000 

Scientific-Atlanta,  Inc. 

Private  Networks  Business . 407-255-3000 

Wide  Area  Networks 

Concentrators 

Amnet,  Inc . 508-879-6306 

Network  Switches 

Amnet,  Inc . 508-879-6306 


For  more  information,  or  a  complete  list  of  head¬ 
ings,  call  Eleni  Brisbois,  at  1-800-622-1108  or 
fax  508-651-1853.  Mailing  address  Network 
World,  Eleni  Brisbois/Resource  Directory,  161 
Worcester  Road,  Framingham,  MA  01701- 
9172. 
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Only  one.  NetWorld  91.  The  Ultimate  Connection. 

NetWorld  Boston 
Hynes  Convention  Center 
February  12-14, 1991 

For  information  on  advance  registration  call  today. 

800-444-3976 


NetWorld  is  produced  by  Bruno  Blenheim  Inc.,  trade  show  management,  Englewood  Cliffs,  NJ  •  201-569-8542 

NetWorld  Expositions  in  the  U.S.A.  are  owned,  produced  and  managed  by  Bruno  Blenheim  Inc. 

NetWorld  is  a  servicemark  of  Novell,  Inc.  licensed  exclusively  in  the  U.S.A.  to  Bruno  Blenheim  Inc. 


RATING  ETHERNET  FAX  SERVERS 


First  impressions  of  fax  server  products 


Net  Fax 

All  The  Fax,  Inc. 

Great  Neck,  N.Y. 

Net  Fax,  with  a  $995  list  price, 
is  an  add-on,  half-board  imple¬ 
mentation  —  the  only  such 
product  included  in  the  tests.  It 
came  with  fax  server  software  on 
four  diskettes  for  the  base  level 
of  the  product. 

Although  there  is  an  Adobe 
Systems,  Inc.  PostScript-com¬ 
patible  conversion  option  for  the 
product,  it  was  not  provided  by 
the  vendor  for  these  tests.  As  a 
result,  it  was  possible  to  evaluate 
Net  Fax  only  in  the  basic  catego¬ 
ries  of  tests. 

Installation  of  the  Net  Fax 
product  went  smoothly,  with 
good  documentation  helping  the 
process.  Although  the  default 
hardware  interrupt  for  the  board 
was  IRQ  3,  which  conflicts  with 
the  default  setting  for  many  net¬ 
work  adapter  cards,  the  docu¬ 
mentation  clearly  warned  of  the 
possible  difficulty  and  allowed  us 
to  avoid  it. 

The  only  configuration 
changes  required  on  the  network 
was  inclusion  of  a  DOS  SET  com¬ 
mand  in  the  logon  script  execut¬ 
ed  for  each  user,  making  the  soft¬ 
ware  installation  relatively  sim¬ 
ple. 

Faxpress 
Castelle,  Inc. 

Santa  Clara,  Calif. 

Castelle’s  Faxpress  is  a  com¬ 
plete  stand-alone  unit  with  soft¬ 
ware  and  has  a  list  price  of 
$3,995. 

The  product  connects  directly 
to  an  Ethernet  local-area  net¬ 
work  and  acts  as  its  own  Novell, 
Inc.  NetWare  print  server.  A 
Hewlett-Packard  Co.  LaserJet 
printer  connects  to  the  Faxpress, 
but  the  printer  may  be  used  for 
conventional  print  jobs  as  well  as 
printing  faxes. 

Faxpress  is  designed  to  han¬ 
dle  documents  in  ASCII  or  HP’s 
Printer  Command  Language 


(PCL)  form  directly,  so  for  its 
tests,  both  of  the  word  process¬ 
ing  documents  and  the  presenta¬ 
tion  graphics  document  were 
printed  in  HP  PCL  format. 

Since  Faxpress  does  not  di¬ 
rectly  support  a  scanner  or  scan¬ 
ner  format  files,  a  scanned  page 
was  sent  to  Faxpress  using  a 
stand-alone  fax  machine  in  order 
to  get  a  scanned  page  image  for 
sending. 

The  saved  document  was  then 
resent  for  the  scanned  image 
send  test. 

Faxpress’  installation  proce¬ 
dure  is  straightforward  and  well 
explained  in  the  product  docu¬ 
mentation.  It  was  necessary  to 
create  manually  the  directories 
and  logon  script  entries  required 
for  operation  on  the  LAN. 

FAXNET 
Commwave 
San  Diego 

FAXNET  consists  of  an  add-on 
board  and  software  on  seven  dis¬ 
kettes.  The  board  is  an  OEM  ver¬ 
sion  of  GammaLink,  Inc.’s  Gam- 
maFax  board,  but  the  fax  server 
software  is  specifically  devel¬ 
oped  by  Commwave.  The  Adobe 
Systems,  Inc.  PostScript  soft¬ 
ware  option  from  Commwave  is 
identical  to  the  GammaScript 
software  from  GammaLink.  FAX- 
NET  has  a  list  price  of  $  1 ,995  for 
an  eight-user  license. 

We  had  some  difficulty  in¬ 
stalling  the  FAXNET  software, 
which  was  resolved  with  a  new 
version  of  the  software  manual 
and  assistance  from  the  vendor. 
Since  FAXNET  has  no  terminate 
and  stay  resident  interface  capa¬ 
bility,  saved  versions  of  the  docu¬ 
ment  files  with  the  menu  inter¬ 
face  were  used  to  conduct  the 
tests  in  all  cases. 

Interestingly,  FAXNET  was 
the  only  product  tested  that  pro¬ 
duced  screen  displays  whose  for¬ 
mat  matched  the  screen  format 
the  Novell,  Inc.  NetWare  system 
utilities  used. 


GammaNet 
GammaLink,  Inc. 

Sunnyvale,  Calif. 

GammaNet,  with  a  list  price  of 
$995,  is  actually  three  products: 
the  GammaFax  CP  add-on  board 
and  software,  the  GammaNet  fax 
server  software  and  the  Gamma- 
Script  page  description  software. 

As  many  as  four  boards,  each 
with  four  lines,  are  supported  for 
one  fax  server  workstation.  The 
complete  set  of  three  products 
consists  of  the  one  board,  five 
manuals  and  10  diskettes. 

Since  the  GammaScript  soft¬ 
ware  provides  support  for  Adobe 
Systems,  Inc.  PostScript-com¬ 
patible  output  from  the  word 
processing  and  presentation 
graphics  applications,  the  docu¬ 
ments  from  these  applications 
were  initially  set  up  in  PostScript 
format.  A  received  copy  of  the 
scanned  page  document  was 
used  in  the  send  tests,  as  the 
Canon,  Inc.  IX-1 2  scanned  image 
resulted  in  an  image  with  invert¬ 
ed  black  and  white. 

The  automated  install  proce¬ 
dure  installed  GammaFax  and 
GammaNet  software  on  a  local- 
area  network  server  directory 
and  put  the  GammaScript  soft¬ 
ware  in  a  directory  on  the  hard 
drive  of  the  fax  server  worksta¬ 
tion.  The  required  logon  script 
entries  were  created  manually 
using  an  alternative  installation 
option  for  NetWare. 

TurboFax-NET 
Imavox  Corp. 

Santa  Clara,  Calif. 

TurboFax-NET  has  a  list  price 
of  $995,  which  includes  an  add¬ 
on  board  and  software  on  10  dis¬ 
kettes,  such  as  a  base  system  and 
the  TurboScript  option  for  Adobe 
Systems,  Inc.  PostScript-com¬ 
patible  printing  support. 

A  number  of  other  options  are 
available,  including  optical  char¬ 
acter  recognition  software,  elec¬ 
tronic  mail  gateway  software  and 
an  automatic  system  to  turn  on 


the  fax  server  workstation  to  an¬ 
swer  an  incoming  call,  which  al¬ 
lows  the  fax  server  workstation 
to  remain  off  during  idle  periods. 

Although  we  were  able  to 
work  directly  with  the  vendor, 
including  having  a  vendor  repre¬ 
sentative  on-site,  we  were  not 
able  to  get  the  TurboScript  op¬ 
tion  and  the  terminate  and  stay 
resident  interface  option  to  op¬ 
erate  correctly  with  our  applica¬ 
tions.  As  a  result,  the  tests  were 
conducted  in  all  cases  with  the 
menu  interface  using  saved  file 
versions  of  the  documents. 

JetFax/PC 
JetFax,  Inc. 

Menlo  Park,  Calif. 

JetFax/PC  consists  of  a  stand¬ 
alone  JetFax/PC  unit  and  accom¬ 
panying  JetFax/PC  software,  and 
lists  for  $995  to  $1,995.  This 
product  is  unique  among  those 
tested  in  that  it  can  be  used  as  a 
receiving  fax  machine  that  can 
store  as  many  as  120  fax  pages, 
which  then  print  directly  to  a 
Hewlett-Packard  Co.  LaserJet 
printer  without  any  connection 
to  a  personal  computer  or  local- 
area  network. 

As  configured  for  this  test, 
JetFax/PC  was  connected  to  the 
LAN  file  server  and  the  HP  Laser¬ 
Jet  II  printer  was  connected,  in 
turn,  to  JetFax/PC.  This  does  not 
dedicate  the  printer,  as  the  prod¬ 
uct  allows  printing  on  the  printer 
when  incoming  faxes  are  not  be¬ 
ing  printed.  Since  JetFax/PC  sup¬ 
ports  HP  Printer  Command  Lan¬ 
guage  print  format,  the  word 
processing  and  presentation 
graphics  documents  were  print¬ 
ed  in  that  format. 

Getting  JetFax/PC  to  work  for 
multiple  users  on  the  LAN  took 
some  assistance  from  the  vendor 
and  some  additional  effort  to  get 
the  software  correctly  installed. 
It  was  necessary  to  install  the 
software  in  each  LAN  user’s  di¬ 
rectory  on  the  LAN  file  server  in 
order  to  get  the  multiple  simulta¬ 


neous  send  test  to  work. 

The  vendor  admitted  this  is  a 
problem  and  that  the  product 
does  not  currently  support  multi¬ 
ple  simultaneous  users  with  one 
copy  of  the  software  on  the  LAN 
server.  The  installation  proce¬ 
dure  required  some  manual  set¬ 
up  of  logon  script  for  the  LAN 
workstations. 

NetFAX  Manager 

OAZ  Communications,  Inc. 

Fremont,  Calif. 

NetFAX  Manager  has  a  list 
price  of  $2,795.  It  consists  of  an 
add-on  board  and  software  on 
four  diskettes.  Like  the  Gamma¬ 
Link,  Inc.  product,  as  many  as 
four  boards  are  supported  in  one 
fax  server  workstation. 

The  unique  aspect  of  NetFAX 
Manager  is  that  the  standard 
product  includes  electronic  mail, 
which  uses  the  Novell,  Inc.  Net¬ 
Ware  Message  Handling  Service 
(MHS)  for  mail  routing.  The 
product  supports  Hewlett-Pack¬ 
ard  Co.  Printer  Command  Lan¬ 
guage  output,  so  the  word  pro¬ 
cessing  and  presentation 
graphics  products  were  operated 
in  this  format. 

For  software  installation,  the 
NetFAX  Manager  was  the  only 
product  tested  that  requires  the 
use  of  MHS,  although  other  prod¬ 
ucts  will  optionally  interface  to 
MHS.  The  NetFAX  Manager  actu¬ 
ally  needs  only  a  limited  part  of 
the  functionality  of  MHS  if  you 
are  not  already  using  MHS  in 
your  organization  for  routing  of 
E-mail,  but  this  is  not  clearly  ex¬ 
plained  in  the  documentation. 
With  the  vendor’s  help,  we  were 
able  to  determine  how  much  of 
the  NetWare  MHS  system  was 
needed  and  then  install  MHS  and 
NetFAX  Manager. 

The  installation  procedure  is 
automated  and  creates  all  the 
user  designations,  user  rights 
and  directories  needed  if  the  pro¬ 
cedure  is  followed  exactly. 

—  Charles  Hanes 


( continued  from  page  38 ) 
from  a  LAN  workstation  to  one 
recipient. 

This  test  was  conducted  with 
both  the  menu  interface  and  TSR 
interface,  if  available. 

■  Test  3:  A  one-page  scanned 
image  document  was  sent  from  a 
LAN  workstation  to  one  recipi¬ 
ent.  This  test  was  conducted  with 
the  menu  interface  only. 

■  Test  4:  A  one-page  text  docu¬ 
ment  was  sent  from  a  LAN  work¬ 
station  to  three  recipients  using 
two  destination  fax  numbers  (to 
the  first,  then  the  second  and 
back  to  first  again).  This  test  was 
conducted  with  the  TSR  interface, 
if  available.  Otherwise,  the  menu 
interface  was  used. 

The  Basic  Receive  Tests  were: 
»  Test  5:  A  one-page  scanned 
image  document  was  received 
from  the  Sharp  fax  machine  with 


an  automatic  cover  page  includ¬ 
ed.  The  incoming  fax  was  printed 
automatically  on  a  shared  printer 
on  the  LAN. 

■  Test  6:  A  one-page  scanned 
image  document  was  received 
four  times,  repeated  as  a  broad¬ 
cast  group  using  the  Sharp  fax 
machine’s  multiple-send  capabil¬ 
ity.  An  automatic  cover  page  was 
included  with  the  scanned  docu¬ 
ment.  The  incoming  faxes  were 
printed  automatically  on  a  shared 
printer  on  the  LAN. 

The  Advanced  Send  Tests  in¬ 
volve  sending  complex  docu¬ 
ments  in  HP’s  Printer  Command 
Language  (PCL)  or  Adobe  Sys¬ 
tems,  Inc.  PostScript  format. 

These  tests  were  performed 
with  five  of  the  products,  but  the 
remaining  two  did  not  support  ei¬ 
ther  of  these  advanced  page  de¬ 
scription  language  formats. 


The  Advanced  Send  Tests 
were: 

■  Test  7:  A  one-page  presenta¬ 
tion  graphics  document  was  sent 
in  HP  PCL  or  PostScript  from  a 
LAN  workstation  to  one  recipi¬ 
ent.  This  test  was  conducted  with 
the  TSR  interface  only  if  avail¬ 
able.  Otherwise,  itwas  performed 
using  the  menu  interface. 

■  Test  8:  A  10-page  word  pro¬ 
cessing  document  was  sent  from 
a  LAN  workstation  to  one  recipi¬ 
ent.  This  test  was  conducted  with 
both  the  menu  interface  and  TSR 
interface,  if  available. 

■  Test  9:  A  one-page  text  docu¬ 
ment,  a  one-page  spreadsheet 
document,  a  one-page  presenta¬ 
tion  graphics  document  and  a 
one-page  word  processing  docu¬ 
ment  was  sent  simultaneously 
from  four  LAN  workstations  to 
four  recipients  at  the  same  fax 


number.  These  documents  were 
sent  using  the  TSR  interface,  if 
available.  Otherwise,  the  menu 
interface  was  used. 

This  test  was  the  most  difficult 
to  perform  because  it  combined 
several  of  the  individual  LAN  send 
tests  and  performed  them  all  at 
once. 

The  test  documents  were  cho¬ 
sen  to  be  typical  of  those  actually 
encountered  in  an  office  environ¬ 
ment.  The  one-page  text  docu¬ 
ment  was  approximately  three- 
fourths  of  a  page  of  text 
instructions  for  a  software  prod¬ 
uct,  saved  as  an  ASCII  file. 

The  one-page  spreadsheet 
document  was  printed  from  1-2-3 
Version  2.2  in  ASCII  format. 

The  one-page  presentation 
graphics  document  was  a  pie 
chart  of  market  share  for  LAN 
products,  printed  from  Harvard 


Graphics  Version  2.12  in  HP  PCL 
(for  an  HP  LaserJet  II  printer)  or 
PostScript  (for  an  Apple  Comput¬ 
er,  Inc.  LaserWriter  printer  with 
standard  fonts). 

The  one-  and  10-page  word 
processing  documents  were  a 
company  brochure  document 
and  a  proposal  document,  re¬ 
spectively,  printed  from  Micro¬ 
soft  Word  Version  5.0  in  either 
HP  PCL  (for  an  HP  LaserJet  II 
printer  with  the  HP  ProCollection 
font  cartridge),  PostScript  (for 
an  Apple  LaserWriter  printer  with 
standard  fonts),  or  Epson  (for  an 
Epson  America,  Inc.  FX  printer). 
The  one-page  scanned  image  was 
a  company  product  brochure  with 
a  photograph  and  accompanying 
text,  which  was  professionally 
printed. 

If  a  fax  server  product  did  not 
( continued  on  page  55 ) 
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Announcing 
the  end  of 
the  phone  bill. 


Introd 

Hie  AT&T  Intelli 

It  tells  \ou  more  about  your 


AI&I  Billing  Information  Manager 
The  intelligent  way  to  bring  order  to 
your  billing. 

Give  your  business  the  benefit  of 
the  Intelligent  Phone  Bill  from  AT&T  Bill¬ 
ing  Information  Manager.  Here  are  just  a 
few  examples  of  what  it  can  do  for  you. 

Q  Executive  Summary: 

You  can  learn  a  lot  from  your  phone  bill 
when  AT&T  Executive  Summary  Reports 
break  out  your  billing.This  can  help  you 


pinpoint  busy  days.  Identify  unusually 
long  or  short  calls.  As  well  as  discover 
patterns  and  trends  hidden  in  your  call 
traffic.  And  the  best  thing  is  that  all  this 
information  is  standard  with  your 
monthly  bill  on  most  of  our  services. 

Q  Detail  Manager: 

Maybe  you  need  a  more  detailed  report. 
With  AT&T  Detail  Manager,  you  can  get  a 
customized  billing  report  any  way  you 
want  it.  Zip  code,  area  code,  frequency  of 


usage,  length  of  call,  city  state,  even  cost 
category  You  name  it,  we  do  it.  Once  your 
billing  is  in  order,  information  becomes 
clearer  and  you  can  better  manage  your 
business. 

Q  Execu-bill: 

Organize  your  billing  by  calling  card. 
With  AW  Execu-bill  reports,  we  can 
break  out  your  calling  card  usage  by 
location,  region  or  department.  In  fact, 
these  reports  can  be  designed  to  match 


©1990  AT&T 


your  corporate  structure.  So  you  can 
control  calling  card  use,  identify  high 
cost  centers  and  track  expenses  more 
easily 

Q  Call  Manager: 

AT&T  Call  Manager  can  organize  your 
billing  with  the  push  of  a  button  Just 
enter  a  code  and  the  call  is  automatically 
sorted  as  you  dial.  It  makes  life  easier  for 
anyone  who  has  to  assign  costs  to  clients 
and  projects,  account  for  business  and 


personal  calls  or  keep  track  of  depart¬ 
mental  expenses. 

Q  Summary  Billing: 

Now  when  it  comes  to  billing,  we  can 
break  it  out  and  send  it  out  in  a  way  that 
matches  your  company’s  structure.  With 
AT&T  Summary  Billing,  we  can  provide 
service  information  to  your  branch 
offices  and  send  the  bill  to  your  main 
office.  Or  we  can  do  just  the  opposite.  You 
decide  who  gets  what  information,  and 


in  the  end,  the  bill  is  easier  to  pay 

So  whether  you  need  a  lot  of  detail 
or  just  a  little, we  have  an  option  that’s  just 
right  for  you.The  AT&T  Intelligent  Phone 
Bill.  It’ll  be  the  one  bill  you’ll  find  a 
pleasure  to  read. 

AWT  Billing  Information  Manager 
Another  AI&I  advantage. 

For  more  information,  contact 
your  AT&T  Account  Executive  or  call 
1800  247-1212,  Ext.  142. 


sAT&T 

v  The  right  choice. 


IBM’s  client/ 
server  progress 

continued  from  page  1 
ities  must  be  put  in  place  — 
which  is  not  surprising  since  IBM 
has  worked  closely  with  major 
customers  in  charting  its  client/ 
server  course. 

“They’re  at  least  heading  in 
the  direction  we’ve  been  asking 
them  to  head  in,  which  is  [to¬ 
ward]  an  open  systems  architec¬ 
ture  and  a  true  client/server  ar¬ 
rangement,”  said  Ira  Morrow, 
vice-president  of  technical  plan¬ 


ning  at  Shearson  Lehman  Broth¬ 
ers  in  New  York.  “They  don’t 
have  everything  we  need,  but  at 
least  now  we’re  hearing  that 
they’re  going  in  that  direction.” 

Much  of  the  credit  for  that 
goes  to  the  Client/Server  Com¬ 
puting  group,  based  here,  which 
was  formed  in  April  1989  to  get 
the  various  IBM  lines  of  business 
—  such  as  Enterprise  Systems 
and  Communication  Systems  — 
in  line  on  providing  products  that 
fit  in  with  the  company’s  client/ 
server  model. 

“We  are  a  very  irritating  gad¬ 


fly  to  all  of  IBM,  especially  to  En¬ 
terprise  Systems,”  said  Art  01- 
bert,  director  of  Client/Server 
Computing  at  IBM.  “We  show  up 
to  tell  people  that  the  perspective 
they  had  on  the  world  in  1987 
was  wrong.” 

IBM  now  boasts  of  an  array  of 
products  for  each  of  its  Systems 
Application  Architecture  plat¬ 
forms,  plus  the  AlX-based  RISC 
System/6000,  that  lay  the  foun¬ 
dation  upon  which  IBM  will  con¬ 
struct  its  client/server  model 
(see  charts,  pages  54  and  57). 

In  IBM’s  client/server  vision, 


functions  and  data  requested  by 
clients  —  typically  workstations 
attached  to  local-area  networks 
—  can  be  provided  by  the  most 
appropriate  processor  or  server 
in  a  network,  no  matter  where  it 
is  located. 

Servers  can  be  anything  from 
Personal  System/ 2  workstations, 
Application  System/400  mini¬ 
computers  or  RISC  System/6000 
machines  to  System/370  or  the 
new  System/390  mainframes.  In 
some  instances,  any  of  those  ma¬ 
chines  can  be  a  client  in  that  it 
may  request  data  from  others. 


IBM  has  defined  the  client 
workstations  and  network  oper¬ 
ating  systems  that  work  with  each 
of  its  hardware  platforms  in  a 
client/server  mode.  In  addition, 
the  company  has  outlined  the  op¬ 
erational,  administrative  and  ap¬ 
plication  enabling  services  each 
supports  as  well  as  the  network 
infrastructures  supported. 

The  company  acknowledged 
that  in  some  of  those  categories, 
only  rudimentary  capabilities  are 
available  today. 

For  example,  the  Transmis- 
( continued  on  page  56 ) 
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IBM  client/server  computing 

IBM  offerings  for  enterprisewide  or  work  group  client/server 


AS/400  as  server 


Function/ 

requirement 

Solution 

Description/objective 

Status 

Client  workstations 

PS/2 

Family  of  general-purpose  workstations 

Available 

RISC  System/6000 

Family  of  engineering/science 
workstations 

Available 

Client  network 
operating  systems 

OS/2  LAN  Server, 
DOS  PC  LAN 
Program,  AIX 

Provides  systems  services  and  resource 
sharing  for  these  server  operating 
systems.  Each  runs  on  work  group  server. 

Available 

Operational  services 

Capacity 

monitoring 

Performance  Tools 

Data  collection,  compilation  and  reporting 
of  utilization  statistics 

Available 

Network 

management 

(problem 

determination,  per¬ 
formance,  change 
management) 

OS/400  PC 
Support  Systems 
Management 
Utilities 

Provides  central  repository  for  alerts  and 
remote  problem  resolution  and  electronic 
dispatch  of  service 

Available 

Backup/archive 

OS/400  PC 
Support 

Provides  automatic  backup  from 
workstations  as  well  as  mirroring  and 
journaling  capability 

Available 

Software 

distribution 

NetView/Distribu- 
tion  Manager,  SAA 
Delivery  Manager 

Provides  software  distribution  from  central 
AS/400 

NetView/Distribution 
Manager  is  available; 
SAA  Delivery  Manager 
is  statement  of 
direction 

Print  sharing 

OS/400  PC 
Support 

Provides  distribution  of  printed  output  from 
any  workstation  to  any  local  or  remote 
workstation  or  host 

Available 

Command 

procedures 

OS/400  PC 
Support 

Provides  remote  command  support  and 
command  language  compilation  capability 

Available 

Administration 

Asset 

management 

SAA  Asset 
Manager,  Software 
Resource 

Manager, 

Hardware 

Resource  Manager 

Provides  ability  for  centralized  inventory  of 
system  hardware,  software  and  network 
resources 

SAA  Asset  Manager  is 
statement  of  direction; 
others  are  available 

Software  license 
manager 

SAA  Delivery 
Manager 

Provides  ability  to  control  and  monitor 
system  and  application  software  licenses 

Statement  of  direction 

Security 

OS/400  PC 
Support 

Provides  authorization  and  access  to 
AS/400  resources 

Available 

Application  enabling 

Program-to- 

program 

communications 

OS/400  PC 

Support 

APPC/APPN 

Communications 

Utilities 

Enables  program-to-program 
communications  for  application  usage 

Available 

Data  base  server 

OS/400  PC 
Support 

Provides  data  base  server  support  for 
workstation  access  via  SQL  native 

Available,  except  for 
distributed  relational 
capability,  which  is 
statement  of  direction 

File  server 

OS/400  PC 

Support 

Provides  flat  files  and  folders  via  DDM  or 
APPC 

Available 

Transaction 

processing 

OS/400  PC 
Support 

Provides  integrated  functions  to  enable 
interactive  transaction  processing 
applications 

Available 

Networking/ 

infrastructure 

Protocols 

OS/400  PC 

Support 

Communications, 
Utilities,  TCP/IP 
and  OSI 

Provides  wide  range  of  support  for  device 
attachment  and  local  and  remote  industry 
standard  protocols  (SNA/SDLC,  X.25, 
Token-Ring,  Ethernet) 

Available;  statement  of 
direction  for  OSI 

Bridging/routing 

Teleos 

Communications, 
Inc.  ISDN 

Resource 
Exchange  9000, 
8209  LAN  Bridge 

Provides  work  group-to-work  group 
connection  in  ISDN  and  asynchronous 
environments 

Available 

High-speed 

support 

Token-Ring 
Network,  Ethernet, 
twin  axial 

Provides  high-bandwidth  access  for  LANs 
and  WANs 

Available 

Network 

technology 

SNA,  Token-Ring, 
Ethernet 

Provides  LAN  and  WAN  network 
communications  protocols 

Available 

Applications 

Office 

Office  Vision/400, 
TCP/IP  (SMTP) 

Provides  variety  of  office  features  including 
calendaring  and  E-mail 

Available 

Business 

Workfolder 
Application  Facility 

Controls  flow  of  work  through  a  business 
including  image  capture  and  processing 

Available 

System/370  or  System/390  as  server 


Function/ 

requirement 

Solution 

Description/objective 

Status 

Client  workstations 

PS/2 

Family  of  general-purpose  workstations 

Available 

RISC  System/6000 

Family  of  engineering/science 
workstations 

Available 

Client  network 
operating  systems 

OS/2  LAN  Server, 
DOS  PC  LAN 
Program,  AIX 

Provides  systems  services  and  resource 
sharing  for  these  server  operating 
systems.  Each  runs  on  work  group  server. 

Available 

Operational  services 

Capacity 

monitoring 

Trace  and 
Performance  Tool 

Obtains  Token-Ring  Network  activity  and 
provides  reports 

Available 

Network 

management 

(problem 

determination,  per¬ 
formance,  change 
management) 

Controlled  Access 
Unit,  NetView,  LAN 
Network  Manager, 
LAN  Station 
Manager 

Monitors  activity,  status  of  workstations 
and  LANs;  optionally  communicates 
information  to  central  host 

Announced 

Backup/archive 

Workstation  Data 
Save  Facility/VM 

Utilizes  host  resources  and  facilities  to 
backup/archive  workstation  data 

Announced  (VM), 
statement  of  direction 
(MVS) 

Software 

distribution 

SAA  Delivery 
Manager, 
NetView/Distribu¬ 
tion  Manager 

Centralized  distribution  and  control  of 
software  to  workstations 

Announced  (MVS/VM) 

Print  sharing 

SAA  Print  Manager 

Provides  consistent  format  for  print 
sharing 

Announced  (MVS) 

Administration 

Asset 

management 

SAA  Asset 
Manager 

Maintain,  process  and  inventory  for 
control,  management  of  workstation  and 
other  resources 

Announced 

Software 

license 

management 

SAA  Delivery 
Manager 

Control  and  management  of  operating 
system  and  licensed  application  software 

Announced 

Security 

Micronyx,  Inc. 
Triumph  ! 
Workstation 
Manager 

Workstation-based  software  that  prevents 
unauthorized  use  and  access  of 
workstation  resources 

Announced  (DOS), 
statement  of  direction 
(OS/2) 

Application  enabling 

Program-to- 

program 

communications 

APPC 

Provides  application  program-to- 
application  program  communications 

■ 

■ 

Data  base  server 

CICS,  SQL/DS  anc 
DB2  under  DRDA 

Provide  enterprise  facility  to  make  data 
base  services  available  to  workstation 

CICS  is  available, 
SQL/DS  and  DB2 
(DRDA)  is  statement  of 
direction 

File  server 

Network  File 

Server  (Data 

Facility  Product 

1.3) 

Provide  enterprise  facility  to  make  flat  file 
services  available 

Announced  (MVS) 

Transaction 

processing 

CICS 

Provides  transaction  processing  facilities 
and  data  base  access  capability 

Available 

Networking/ 

infrastructure 

Protocols/ 

standards 

OSI/Communica- 
tions  Subsystem, 
TCP/IP 

Common  interfaces  to  facilitate 
interoperation  between  multiple  vendor 
systems 

Available  (MVS/VM) 

Bridging/routing 

8209  LAN  Bridge, 
3172  Interconnect 
Controller 

Interconnection  facility  among  work 
groups,  and  among  work  groups  and 
hosts 

Available 

High-speed 

support 

FDDI,  Token-Ring 
Network 

Provides  high  bandwidth  access  for  LANs 
and  WANs 

Announced 

Network 

technology 

SNA 

Provides  communications  protocol  to 
control  network  traffic 

Available  (MVS/VM) 

Applications 

Office 

application 

OfficeVision/2 

Provides  office-related  application  support 
including  calendaring,  E-mail  and 
telephone  message  services 

Available  (MVS/VM) 

DDM  =  Distributed  Data  Management 
DRDA  =  Distributed  Relational  Database 
Architecture 

SAA  =  Systems  Application  Architecture 
SMTP  =  Simple  Mail  Transfer  Protocol 
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RATING  ETHERNET  FAX  SERVERS 


Putting  fax  servers  to  the  test 

Time  (in  seconds)  to  complete  test 

Test  All  The  Fax,  Inc.  Castelle,  Inc.  Commwave  GammaLink,  Inc.  JetFax,  Inc.  Imavox  Corp.  OAZ  Communications,  Inc. 


Net  Fax 

Faxpress 

FAXNET 

GammaNet 

JetFax/PC 

TurboFax-NET 

NetFAX  Manager 

1.  Send  1-page  text  (ASCII) 

17 

24 

91 

44 

20 

8 

44 

2.  Send  1-page  spreadsheet 
(ASCII) 

15 

32 

91 

23 

47 

10 

61 

3.  Send  1 -page  scanned 
image 

18 

16 

56 

84 

108 

9 

42 

4.  Send  1-page  text  (ASCII), 

3  recipients  at  2  fax 
numbers 

138 

229 

201 

161 

157 

228 

286 

5.  Receive  1-page  scanned 
image,  automatic  print 

257 

214 

362 

146 

152 

335 

183 

6.  Receive  4  faxes,  1  page 
each,  automatic  print 

809 

594 

fail 

1,557 

535 

1,013 

623 

7.  Send  1-page  graphics 
document 

NA 

245 

148 

246 

63 

NA 

110 

8.  Send  10-page  word 
processing  document 

NA 

157 

150 

253 

280 

NA 

526 

9.  Send  mixed  document 
simultaneously  from  4 
workstations,  4  recipients 
at  1  fax  number 

NA 

353 

309 

413 

310 

fail 

671 

Tests  were  designed  to  include  the  types  of  documents  likely  to  be  faxed  in  a  typical  business  day. 

NA  =  Necessary  file  conversion  capabilities  were  unavailable  for  these  tests. 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  LANQUEST  LABS.  SAN  JOSE,  CALIF. 


( continued  from  page  50) 
support  document  printing  di¬ 
rectly,  as  described  from  within 
the  application,  the  document 
was  saved  as  a  file  and  used  in 
that  form.  All  receiving  tests  were 
performed  using  the  automatic 
print  capability  for  incoming  fax 
documents.  If  the  product  offered 
the  option  to  save  the  incoming 
fax  for  later  display,  that  option 
was  also  permitted. 

The  sending  and  receiving 
tests  were  timed  using  a  stop¬ 
watch.  All  sending  tests  were 
timed  from  the  start  of  the  fax  op¬ 
eration  in  the  menu  interface  or 
application  until  the  receiving  fax 
machine  answered.  The  tests  re¬ 
quired  that  the  transmission  be 
received  in  complete  and  read¬ 
able  format. 

For  the  multiple-send  test,  the 
last  answer  of  three  was  the  stop¬ 
ping  point.  The  receiving  tests 
were  timed  from  the  beginning  of 
the  outgoing  call  until  the  auto¬ 
matic  printing  of  the  document 
was  completed  and  the  complete 
document,  including  cover  page, 
was  available  in  the  printer  out¬ 
put  bin.  For  the  multiple-receive 
test,  the  time  included  all  four 
documents. 

Some  of  the  products,  such  as 
the  Castelle  Faxpress  and  the  Jet- 
Fax  JetFax/PC,  seemed  optimally 
designed  for  an  office  automa¬ 
tion  solution  in  a  midsize  organi¬ 
zation.  Other  products,  such  as 
Imavox  TurboFax-NET,  were  op¬ 
timized  for  production  use,  with  a 
lesser  level  of  office  application 
integration  but  faster  perfor¬ 
mance  for  simple  documents. 

Two  of  the  products,  Gamma- 
Link’s  GammaNet  and  OAZ  Com¬ 


munications’  NetFAX  Manager, 
were  optimized  for  large-volume 
applications  with  support  for 
multiple  fax  lines  in  one  fax  serv¬ 
er  and  optional  support  for  auto¬ 
matic  inbound  fax  routing.  These 
products  are  also  used  as  OEM 
products  by  other  organizations 
and  have  characteristics  such  as 
programmable  interfaces  suited 
for  this  type  of  application. 

Although  all  the  products 
were  able  to  perform  our  basic 
tests  in  one  form  or  another, 
their  varying  approaches  pro¬ 
duced  considerable  differences  in 


their  performance. 

Basic  Send  Tests 

All  The  Fax’s  Net  Fax  turned  in 
the  best  overall  performance,  fol¬ 
lowed  closely  by  Imavox’s  Turbo¬ 
Fax-NET.  Although  the  Imavox 
product  was  faster  by  far  in  the  in¬ 
dividual  single-page  send  tests, 
Net  Fax  handled  the  multiple-re¬ 
cipient  send  test  much  more 
quickly  and,  therefore,  captured 
the  top  ranking  in  this  category. 
Both  of  these  products  appeared 
to  be  optimized  for  fast  sending 
of  basic  documents. 


Castelle’s  Faxpress  and  Gam- 
maLink’s  GammaNet  delivered 
consistent  performance,  earning 
them  third  and  fourth  rankings, 
respectively,  while  good  perfor¬ 
mance  in  the  first  two  ASCII- 
based  send  tests  and  the  receive 
test  placed  JetFax’s  JetFax/PC  in 
a  close  fifth  ranking.  Relatively 
slow  performance  by  OAZ  Com¬ 
munications’  NetFAX  Manager  in 
the  multiple-recipient  send  test 
and  by  Commwave ’s  FAXNET  in 
the  single-page  send  tests  result¬ 
ed  in  these  products  finishing 
with  sixth  and  seventh  rankings, 
respectively. 

Basic  Receive  Tests 

In  these  tests,  JetFax’s  Jet¬ 
Fax/PC  finished  with  a  strong 
first  place  ranking  due  to  the 
product’s  optimization  for  auto¬ 
matic  printing  of  received  faxes. 
OAZ  Communications’  NetFAX 
Manager  and  Castelle’s  Faxpress 
finished  closely  behind,  with  sec¬ 
ond  and  third  rankings  —  very 
respectable  performances  con¬ 
sidering  these  products  were  also 
saving  the  received  faxes  for  later 
display. 

All  The  Fax’s  Net  Fax  and  Ima¬ 
vox  TurboFax-NET  completed  the 
tests  in  fourth  and  fifth  rankings, 
respectively,  and  GammaLink’ s 
GammaNet  ended  with  a  sixth- 
place  ranking  due  to  reentries 
during  the  multiple-receive  test. 
The  Commwave  FAXNET  product 
failed  to  complete  Test  6.  There¬ 
fore,  it  was  not  ranked  in  this  test 
category  (see  “LAN  fax  server 
failures,”  this  page). 

Advanced  Send  Tests 

A  very  good  HP  PCL  conver¬ 
sion  capability  allowed  JetFax’s 
JetFax/PC  to  capture  an  addition¬ 
al  first  place  performance  rank¬ 
ing,  with  Commwave’s  FAXNET 
following  in  second  place  using 
PostScript-compatible  conver¬ 
sion. 

Castelle’s  Faxpress  and  Gam- 


maLink’s  GammaNet  followed  in 
third  and  fourth  place  with  good- 
quality  conversions  that  pro¬ 
duced  good  output  documents. 
Imavox’s  TurboFax-NET,  OAZ 
Communications’  NetFAX  Man¬ 
ager  and  All  The  Fax’s  Net  Fax 
were  unable  to  handle  HP  PCL 
documents.  Therefore,  they  were 
not  ranked  in  this  test  category. 

If  you’re  looking  for  a  product 
with  good  performance  for  send¬ 
ing  basic  ASCII  or  scanned  docu¬ 
ments  and  you  do  not  require  HP 
PCL  or  PostScript-compatible 
document  conversion,  All  The 
Fax’s  Net  Fax  and  Imavox’s  Tur- 
boFax-NET  are  good  choices. 

For  printing  received  fax  doc¬ 
uments  automatically,  JetFax’s 
JetFax/PC  delivers  excellent  per¬ 
formance  and  will  perform  this 
task  without  a  computer  or  net¬ 
work,  if  necessary. 

If  fax  display,  storage  and  for¬ 
warding  is  required,  OAZ  Com¬ 
munications’  NetFAX  Manager 
and  Castelle’s  Faxpress  are  good 
performance  choices  as  well.  For 
sending  advanced  documents, 
JetFax’s  JetFax/PC,  Commwave’s 
FAXNET,  Castelle’s  Faxpress  and 
GammaLink’s  GammaNet  are  all 
good  selections. 

Finally,  for  overall  consistent 
performance,  Castelle’s  Faxpress 
proved  itself  an  excellent  choice. 
Although  it  placed  third  in  each 
performance  ranking,  its  consis¬ 
tency,  excellent  sending  and  re¬ 
ceiving  document  quality,  and 
overall  capabilities  make  it  quite 
worthy  of  consideration. 

If  you  would  like  more  infor¬ 
mation  on  LAN  fax  servers,  call 
the  LanQuest  Group  at  (408) 
283-8900  or  fax  your  request  to 
(408)  283-8989  and  ask  about 
the  LanQuest  Labs  report  on  LAN 
fax  servers. 

This  report  presents  complete 
test  results  and  additional  in- 
depth  installation  and  operation¬ 
al  information  about  the  products 
reviewed  here.  □ 


LAN  fax  server  failures 


Two  products  failed  some  of 
the  LanQuest  Group  tests,  and 
these  failures  were  significant. 
The  Imavox  Corp.  TurboFax- 
NET  product  failed  to  correctly 
send  all  four  documents  in 
the  multiple-user  simultaneous- 
send  test  (Test  9)-  The  Comm¬ 
wave  FAXNET  product  failed  to 
receive  correctly  all  four  facsim¬ 
iles  in  the  multiple-receive  test 
(Test  6). 

Imavox  TurboFax-NET 

In  Test  9,  four  users  simulta¬ 
neously  sent  a  fax  from  their 
LAN  workstation.  The  four  faxes 
each  consisted  of  a  one-page 
text  document  in  ASCII,  a  one- 
page  spreadsheet  in  ASCII,  a 
one-page  graphics  document  in 
.PCX  format  and  a  one-page 
word  processing  document  in 
Epson  America,  Inc.’s  Epson  for¬ 
mat. 

All  four  faxes  were  sent  to  the 
same  destination  —  the  Sharp 
Electronics  Corp.  FO-510  stand¬ 
alone  fax  machine.  The  test 
measured  the  time  it  took  to 
send  all  four  faxes. 

Each  time  this  test  was  at¬ 
tempted  on  TurboFax-NET,  at 


least  one  document  was  not  re¬ 
ceived  or  that  document  was  re¬ 
ceived  incorrectly. 

LanQuest  contacted  Bob 
Gleeman  of  Imavox  technical 
support,  and  he  visited  the  test 
lab  to  help  us  install  and  set  up 
the  Imavox  product.  Unfortu¬ 
nately,  we  were  not  able  —  even 
with  his  assistance  —  to  suc¬ 
cessfully  resolve  the  problem. 
Even  after  the  assistance  of 
Gleeman,  every  time  the  test 
was  attempted,  one  or  more  of 
the  documents  was  not  received 
or  the  document  contained  gar¬ 
bage  characters. 

The  problem  was  based  in  the 
product’s  software  code.  If  the 
faxes  came  in  too  quickly  (as 
was  the  case  in  this  test),  a  sec¬ 
ond  fax  could  be  partly  or  wholly 
missed  while  the  first  was  being 
handled.  Imavox  said  it  will  fix 
this  problem  in  subsequent 
product  releases. 

Commwave  FAXNET 

In  Test  6,  in  which  the  Comm¬ 
wave  FAXNET  product  failed, 
the  Sharp  FO-510  stand-alone 
fax  machine  was  used  in  its  mul¬ 
tiple-send  or  broadcast  mode. 


The  one-page  scanned  image 
document  was  read  into  the  ma¬ 
chine  and  then  sent  to  a  broad¬ 
cast  group  of  four  entries  de¬ 
fined  in  the  machine,  all  of 
which  were  the  number  for  the 
Commwave  FAXNET  fax  server. 

This  resulted  in  four  faxes  be¬ 
ing  sent,  each  being  one  page, 
one  after  the  other,  to  the  fax 
server. 

The  test  measured  the  time  it 
took  to  send  and  automatically 
print  all  four  faxes. 

We  tried  this  test  several 
times  with  the  Commwave  FAX- 
NET  product,  all  without  suc¬ 
cess.  Each  time  the  test  was 
tried,  one  or  two  of  the  faxes 
would  be  received,  with  the  oth¬ 
ers  partially  received  or  not  re¬ 
ceived  at  all.  In  each  case,  the 
Sharp  fax  machine  produced  a 
transaction  report  confirming 
that  all  four  faxes  were  sent  cor¬ 
rectly. 

Unfortunately,  even  with  the 
assistance  of  a  local  Commwave 
sales  representative  and  repeat¬ 
ed  contact  with  Commwave,  we 
were  unable  to  get  the  FAXNET 
to  function  correctly  on  this  test. 

—  Charles  Hanes 
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Int’l  virtual  net 
rates  to  change  > 

continued  from  page  30 
cents).  However,  outside  of  that 
four-hour  window,  Mercury’s 
rates  are  considerably  less  —  a 
flat  off-peak  rate  of  25  pence 
(about  47.5  cents)  vs.  British  Te¬ 
lecom’s  rates  of  49  and  42  pence 
(93  and  80  cents)  for  the  U.K.’s 
standard  and  cheap  rate  periods, 
respectively. 

On-net-to-off-net  rates  favor 
British  Telecom  by  about  3  pence 
(5.7  cents)  across  the  board.  Off- 
net  access  rates  for  the  Mercury 
Global  VPN  are  about  1  pence 
(1.9  cents)  higher  than  the  on- 
net  access  rates.  British  Telecom 
does  not  allow  off-net  access  to 
International  FeatureNet. 

“We  have  been  encouraging 
our  Mercury  customers  to  com¬ 
pare  [Global]  VPN  to  FeatureNet 
because  we  feel  our  feature  capa¬ 
bilities  far  outstrip  those  offered 
by  FeatureNet,”  said  Ian  Landy, 
Cable  &  Wireless  PLC’s  Global 
VPN  product  manager.  Mercury  is 
a  wholly-owned  subsidiary  of  Ca¬ 
ble  &  Wireless. 

British  Telecom  managers  are 
not  worried,  however.  The  carri¬ 
er  has  started  providing  service  to 
its  first  FeatureNet  customers  and 
expects  to  add  a  number  of  en¬ 
hancements  throughout  1991 • 

Carriers  are  also  announcing 
more  international  connections 
monthly  as  the  number  of  over¬ 
seas  countries  supporting  virtual 
nets  grows. 

In  the  past  two  weeks,  three 
national  carriers  —  PTT  Telecom 


Netherlands,  Teleglobe  Canada 
and  United  Communications  in 
Canada  —  have  joined  US  Sprint 
and  Cable  and  Wireless’  Global 
VPN  marketing  alliance.  Telecom 
Ireland  and  International  Digital 
Corp.  of  Japan  are  expected  to 
follow  shortly. 

AT&T  has  continued  its  Global 
SDN  expansion,  having  recently 
announced  connections  to  Japan 
and  France,  which  broadens  to  1 5 
the  number  of  countries  support¬ 
ing  Global  SDN.  Unlike  the  US 
Sprint  global  virtual  network 
product  in  which  users  can  call 
among  different  Global  FON 
member  countries,  AT&T  has  set 
up  interconnection  agreements 
so  users  can  call  between  the  U.S. 
and  a  foreign  country  but  not  be¬ 
tween  different  countries  abroad. 

However,  the  standards  used 
to  connect  AT&T  with  a  foreign 
network  also  allow  those  carriers 
to  link  with  one  another  on  a  bi¬ 
lateral  basis.  By  contrast,  com¬ 
peting  carriers  have  charged  that 
the  Global  FON  network  architec¬ 
ture  requires  a  proprietary 
Northern  Telecom,  Inc.  signaling 
system  and,  therefore,  is  not 
open  to  any  other  switch  types 
used  in  telephone  networks 
worldwide. 

Of  the  three  U.S.  carriers,  MCI 
is  taking  a  slower  approach  to  en¬ 
sure  complete  functionality  with 
its  international  Vnet  partners. 

“We  are  waiting  to  be  able  to 
offer  something  more  than  just 
the  seven-digit  dialing  offered  by 
the  [Global]  SDN  product,”  said 
Allan  Palmer,  product  manager 
for  MCI’s  Vnet  product.  □ 


IBM’s  client/ 
server  progress 
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sion  Control  Proto  col/Internet 
Protocol  is  cited  as  providing  a 
bridging  function  for  nets  sup¬ 
ported  by  a  RISC/6000  server. 

While  TCP/IP  provides  inher¬ 
ent  bridge-like  communications 
functionality,  it’s  not  of  the  same 
ilk  as  a  hardware-based  solution 
such  as  IBM’s  8209  LAN  Bridge, 
which  works  with  all  the  SAA  plat¬ 
forms  and  was  developed  for  the 
sole  purpose  of  bridging. 

IBM  also  admits  that  it  has  no 
offerings  yet  for  certain  key  capa¬ 
bilities,  such  as  tools  to  aid  in  the 
development  of  client/server  ap¬ 
plications.  Users  agree. 

“There’s  still  too  much  hand¬ 
coding  and  hand-testing”  of 
client/server  applications,  said 
Shearson  Lehman’s  Morrow. 

In  addition,  there  needs  to  be 
more  synergy  in  the  communica¬ 
tions  interfaces  used  by  different 
operating  systems,  he  said.  For 
example,  remote  procedure  calls 
are  used  on  the  Unix  side,  while 
on  the  Personal  System/ 2,  Ad¬ 
vanced  Program-to-Program 
Communications  is  used. 

“There’s  a  huge  gap  between 
the  two,”  Morrow  said. 

Marty  Vernick,  manager  of 
IBM’s  client/server  technical  of¬ 
fice  in  the  Programming  Systems 
group,  acknowledged  that  cur¬ 
rent  application  development 
tools  are  focused  primarily  on 
mainframe  applications. 

But  he  said  his  group  is  work¬ 
ing  with  the  developers  of  the 


AD/Cycle  products  so  that  users 
will  be  able  to  execute  AD/Cycle 
applications  on  a  LAN  attached  to 
a  mainframe  instead  of  only  on 
the  host. 

In  addition,  IBM  is  working 
with  third-party  vendors  that  can 
provide  client/server  application 
development  tools  or  off-the- 
shelf  client/server  applications, 
Vernick  said. 

Network  management 

Another  area  of  concern  to  us¬ 
ers  is  network  management  in  a 
client/server  environment.  A 
number  of  products  introduced  in 
IBM’s  mammoth  Sept.  5  an¬ 
nouncement  address  net  man¬ 
agement,  such  as  the  SAA  Deliv¬ 
ery  Manager  for  software  distrib¬ 
ution  across  an  SNA  net  plus  the 
LAN  Network  Manager,  Con¬ 
trolled  Access  Unit  and  LAN  Sta¬ 
tion  Manager  products,  all  of 
which  beef  up  IBM’s  LAN  manage¬ 
ment  capabilities. 

An  important  aspect  of  those 
products  is  IBM’s  intention  to 
provide  them  not  only  for  token¬ 
ring  but  also  for  Ethernet  LANs, 
Vernick  said.  “The  message  is 
IBM  has  a  customer-driven  per¬ 
spective.  In  the  past,  our  products 
were  targeted  at  IBM-supplied  in¬ 
frastructures,”  he  said. 

Trav  Waltrip,  vice-president  of 
telecommunications  at  The  Trav¬ 
elers  Companies  in  Hartford, 
Conn.,  said  the  Station  Manager 
product  will  be  welcome  at  his 
shop.  In  a  client/server  architec¬ 
ture,  users  need  information  re¬ 
garding  how  well  the  clients  are 
operating,  including  utilization 


data,  response  times  and  the 
number  of  calls  it  places  to  serv¬ 
ers,  Waltrip  said.  Station  Manager 
provides  that  and  also  lets  users 
set  thresholds  to  trigger  alarms, 
just  like  host-based  net  manage¬ 
ment  systems. 

Another  concern  in  a  client/ 
server  environment  is  true  dis¬ 
tributed  database  capabilities,  in¬ 
cluding  data  integrity  capabili¬ 
ties.  To  provide  such  distributed 
DBMS  functions,  IBM  recently  de¬ 
fined  its  Distributed  Relational 
Database  Architecture  (DRDA), 
Vernick  said. 

DRDA  describes  a  series  of  in¬ 
terfaces  and  formats  DBMSs  can 
use  to  communicate  with  one  an¬ 
other,  Vernick  said.  IBM  will  tune 
its  own  data  bases,  including 
SQL/DS  and  DB2,  to  fit  DRDA 
and,  therefore,  to  interoperate 
with  one  another,  he  said. 

IBM  has  also  submitted  the 
blueprint  to  the  International 
Standards  Organization  for  con¬ 
sideration  as  an  international 
standard.  If  DRDA  is  not  selected, 
Vernick  said  IBM  will  make  DRDA 
compatible  with  whatever  is. 

Such  concern  about  standards 
is  a  welcome  sign  to  users.  Adher¬ 
ence  to  standards  becomes  even 
more  important  in  a  client/ser¬ 
ver  environment  since  users  need 
the  freedom  to  execute  applica¬ 
tions  on  whatever  machine 
makes  the  most  sense,  no  matter 
who  makes  it. 

But  Waltrip  noted  that  there 
also  needs  to  be  a  standard  set  of 
calls  that  servers  use  to  talk  to 
one  another  and  that  clients  can 
use  to  talk  to  servers. 


Muxes  support 
frame  relay 

continued  from  page  19 
ment  Corp.,  Northern  Telecom, 
Inc.  and  cisco  Systems,  Inc.  New¬ 
bridge  will  also  support  the  net¬ 
work  management  extensions 
defined  in  the  joint  specification 
supported  by  the  other  vendors. 

Newbridge  said  it  will  develop 
frame  relay  software  that  will  en¬ 
able  its  Digital  Communications 
Processor  (DCP)  board  to  act  as  a 
frame  relay  packet  assembler/ 
disassembler  or  frame  relay 
switch. 

“That  makes  the  Newbridge 
T-l  mux  into  a  hybrid  circuit  and 
frame  relay  packet  switch,”  said 
John  Fontenot,  a  network  analyst 
with  Newbridge.  Other  DCPs  pro¬ 
vide  an  interface  to  wide-area  cir¬ 
cuits  operating  at  up  to  T-l 
speeds. 

With  a  frame  relay  interface 
installed  in  a  Newbridge  T-l  mul¬ 
tiplexer,  users  can  assign  a  group 
of  contiguous  64K  bit/sec  DSOs 
to  support  circuit-switched  appli¬ 
cations  such  as  voice  and  video- 
conferencing  and  another  group 
to  support  bursty  data  traffic  such 
as  LAN  communications  or  asyn¬ 
chronous  terminal-to-host  links. 
This  would  enable  both  circuit- 
switched  and  frame  relay  traffic 
to  run  over  the  same  T-l  circuit. 

“This  gives  you  the  best  of 


both  worlds,”  Fontenot  said. 
“Applications  that  work  better  in 
the  circuit-switched  environ¬ 
ment,  can  be  circuit  switched.  Ap¬ 
plications  that  work  better  in  the 
frame  relay  environment,  such  as 
bursty  data,  can  be  put  into  the 
packet-switched  environment.” 

Analysts  say  Newbridge’s  ap¬ 
proach  is  similar  to  what  vendors 
of  other  time-division  multiplex¬ 
er  (TDM)  products  must  do  to 
support  frame  relay,  which  many 
believe  will  eventually  replace 
X.25  as  the  predominant  packet¬ 
switching  technology. 

Vendors  such  as  StrataCom 
have  abandoned  TDM  technology 
in  favor  of  a  statistical  multiplex¬ 
ing  approach  that  packetizes  all 
traffic,  including  voice,  so  that 
the  entire  T-l  bandwidth  can  be 
assigned  on  demand. 

While  StrataCom’s  approach 
may  hold  promise  for  the  future, 
some  analysts  feel  creating  a  hy¬ 
brid  circuit  and  packet  switch 
based  on  TDM  technology  will 
meet  the  vast  majority  of  user 
needs  during  the  next  few  years. 

Vendors  such  as  Newbridge, 
Network  Equipment  Technol¬ 
ogies,  Inc.  and  Timeplex,  Inc.  are 
all  betting  that  users  will  only 
want  frame  relay  to  support  part 
of  their  traffic  and  circuit  switch¬ 
ing  to  support  the  remainder, 
said  Mark  LaRow,  senior  manag¬ 
er  at  Network  Strategies,  a  con¬ 


sulting  practice  of  Ernst  and 
Young  in  Vienna,  Va. 

However,  creating  a  hybrid 
circuit  and  frame  relay  switch 
does  not  extend  the  full  benefit  of 
frame  relay  to  users,  said  Nick 
Lippis,  a  principal  with  Northeast 
Consulting,  Inc.  in  Boston. 

Frame  relay  services  currently 
being  developed  by  carriers  will 
likely  enable  users  to  pay  only  for 
the  time  a  circuit  is  actually  in 
use.  To  take  advantage  of  this 
pricing  scheme,  users  will  have  to 
devote  entire  T-l  lines  to  support 
frame  relay  traffic,  including 
packetized  voice. 

Lippis  said  carriers  could  be¬ 
gin  announcing  frame  relay  ser¬ 
vice  tariffs  as  early  as  next  spring. 

Since  the  Newbridge  approach 
prohibits  the  DSOs  assigned  to 
circuit-switched  traffic  from  sup¬ 
porting  frame  relay  traffic  and 
vice  versa,  users  will  have  to  lease 
T - 1  circuits  and  pay  for  that  band¬ 
width  even  if  it  is  not  being  used. 

Newbridge  said  users  are  be¬ 
ginning  to  ask  for  frame  relay 
support,  although  they  may  not 
intend  to  use  the  technology  right 
away.  The  firm  also  said  users  in 
some  circles  —  such  as  utilities, 
which  are  able  to  pull  their  own 
fiber-optic  cable  along  their 
rights  of  way  —  are  asking  for 
SONET-based  products  so  they 
can  build  privately  owned 
nets.  □ 


Racal-Vadic  ups 
modem  control 
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Not  only  does  the  CMS  910 
software  provide  device  monitor¬ 
ing,  it  also  administers  tests,  con¬ 
ducts  node  diagnostics  and  gen¬ 
erates  traffic  reports. 

Porter  said  the  company  de¬ 
veloped  the  network  manage¬ 
ment  system  because  users  want¬ 
ed  a  multitasking,  multiuser 
system  with  a  better  user  inter¬ 
face  than  currently  offered  on  the 
MDS  II/VA9000.  Consequently, 
instead  of  a  command-line  inter¬ 
face,  the  CMS  910  comes  with  a 
pull-down  menu  interface  but 
stops  short  of  offering  a  full¬ 
screen  graphical  interface  with 
icons  to  depict  network  condi¬ 
tions.  He  said  Racal-Vadic  doesn’t 
see  a  need  for  that  type  of  inter¬ 
face  today. 

The  new  network  manage¬ 
ment  system  also  has  built-in 
help  features  that  users  can  ac¬ 
cess  via  a  hot-key  function.  The 
MDS  II/VA9000,  by  contrast, 
forced  users  to  log  onto  a  sepa¬ 
rate  help  facility. 

The  CMS  910  also  provides 
central-site  control  of  stand¬ 
alone  modems  running  Racal-Va- 
dic’s  Modem  Manager  software, 
which  enables  a  network  manag¬ 
er  to  remotely  reconfigure  a  mo¬ 
dem  from  a  CMS  910  worksta¬ 


tion.  In  the  event  of  a  failure  or 
other  network  event,  the  Modem 
Manager  software  sends  an  alert 
to  the  CMS  910  station;  network 
managers  can  then  dial  into  the 
modem  and  reset  or  reconfigure 
it,  or  remove  the  modem  from  op¬ 
eration  and  cut  over  to  a  backup. 

The  network  management 
software  runs  on  a  user-supplied 
Intel  Corp.  80286-  or  80386- 
based  personal  computer  with  a 
minimum  of  2M  bytes  of  memory 
and  20M  bytes  of  hard  disk  stor¬ 
age. 

Users  load  the  CMS  910  soft¬ 
ware  onto  the  personal  comput¬ 
er.  As  many  as  three  controller 
cards  —  which  provide  as  many 
as  1 6  port  connections  to  various 
modem  lines  —  are  also  plugged 
into  the  net  management  station. 

The  CMS  910  is  available  now. 
Racal-Vadic  does  not  offer  a  fully 
configured  system  including  a 
personal  computer  but  instead 
sells  the  network  management 
software  —  including  The  Santa 
Cruz  Operation,  Inc.’s  SCO  Unix 
Version  2.23  —  for  $3,500.  CMS 
910  controller  cards  cost  $1,700 
each,  and  Racal-Vadic  VA1690 
chassis  —  which  house  as  many 
as  32  modems  —  costs  $2,195 
each. 

Racal-Vadic  can  be  reached  by 
writing  to  1708  McCarthy  Blvd., 
Milpitas,  Calif.  95035,  or  by  call¬ 
ing  (800)  482-3427.  □ 
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Home  of  IBM’s  Client/Server  Computing  group  in  Somers,  N.Y. 


“That’s  the  missing  link  right 
now,”  he  said. 

IBM  is  involved  in  standards 
bodies  that  are  working  on  those 
issues  and  has  thrown  its  support 
behind  the  Open  Software  Foun¬ 
dation’s  Distributed  Computing 
Environment  (DCE),  which  ad¬ 
dresses  such  interoperability  is¬ 
sues.  IBM  has  pledged  to  support 
DCE  on  AIX  and  all  four  SAA  plat¬ 
forms. 

An  ongoing  issue  IBM  is  grap¬ 
pling  with  is  how  to  make  Sys¬ 
tems  Network  Architecture, 
which  was  developed  as  a  hierar¬ 
chical  net  architecture,  more 
compatible  with  client/server 
computing,  which  requires  that 
servers  communicate  as  peers. 


Olbert  said  IBM’s  Advanced 
Peer-to-Peer  Networking  scheme 
has  already  been  implemented 
on  its  System/36  and  AS/400 
minicomputers.  Bringing  peer- 
to-peer  to  mainframe  environ¬ 
ments  will  take  longer. 

“Organizationally,  I  know  it’s 
being  done,”  Olbert  said.  “We 
don’t  have  to  convince  the  folks 
in  Raleigh  [N.C.]  that  the  future 
must  include  peer-to-peer.” 

And  as  LANs  continue  to  pro¬ 
liferate  in  user  nets,  the  need  to 
connect  them  efficiently  will  be¬ 
come  more  important. 

Toward  that  end,  IBM  an¬ 
nounced  in  September  the  IBM 
LAN  to  LAN  Wide  Area  Network 
Program,  which  lets  users  em¬ 


ploy  SNA  backbones  to  intercon¬ 
nect  remote  Network  Basic  I/O 


System-based  LANs.  That  product 
was  a  direct  result  of  market  re¬ 


search  work  from  the  Client/ 
Server  group,  Olbert  said. 

IBM  is  also  investigating 
emerging  fast  packet  technol¬ 
ogies  that  promise  to  improve  the 
speed  and  efficiency  with  which 
users  can  link  LANs,  Vernick  said. 
Fast  packet  would  likely  be  sup¬ 
ported  on  IBM  front-end  proces¬ 
sors  and  would  allow  those  ma¬ 
chines  to  route  LAN  data  more 
efficiently,  he  said. 

SNA  is  also  being  rearchitect¬ 
ed  to  take  into  account  the  fact 
that  WAN  links  are  more  reliable 
now  than  when  SNA  was  first  de¬ 
veloped.  That  will  increase  speed 
by  reducing  the  amount  of  error 
checking  performed,  Vernick 
said.  □ 
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IBM  client/server  computing  (continued) 

IBM  offerings  for  enterprisewide  or  work  group  client/server 


Function/ 

requirement 

Solution 

Description/objective 

Status 

Client  workstations 

PS/2 

Family  of  general  purpose  workstations 

Available 

RISC  System/6000 

Family  of  engineering/science 
workstations 

Available 

Network  operating 
system 

AIX  V3  BOS 
—  TCP/IP 

Prevalent  Unix  communications  protocol 

Available 

—  Network  File 
System 

Intersystem  file  sharing 

Available 

—  Network 
Computing 
System 

Network  process  control 

Available 

Distributed 

computing 

Open  Software 
Foundation/Distri¬ 
buted  Computing 
Environment 

Full  function  distributed  computing 

Announced 

Operational  services 

Capacity 

monitoring 

AIX  V3  BOS 
System 
Management 
Interface  Tool 

Task-oriented  system  management 
interface 

Available 

Network 

management 

(problem 

determination,  per¬ 
formance,  change 
management) 

AIX  Network 
Management/6000 

TCP/IP  network  management  program, 
supports  Simple  Network  Management 
Protocol  and  SNA  NetView  alerts 

Available 

Backup/archive 

AIX  V3  BOS 

Standard  Unix  backup/restore  and  IBM 
value-added  utilities 

Available 

Workstation  Data 
Save  Facility/VM 

Archive  to  VM 

Announced 

Software 

distributions 

AIX  V3  BOS 

Native  procedures  for  installation  and 
service 

Available 

Print  sharing 

AIX  V3  BOS 

Printer  spool  and  queuing  functions 

Available 

Administration 

Asset 

management 

TCP/IP 

Functions  of  TCP/IP  support  ability  to 
control  and  administer  workstation  and 
system  resources 

Available 

Software 

license 

management 

Resource  License 
Manager/6000 

Controls  distribution  of  licensed  products 

Available  —  Product 
Request  Price 

Quotation 

Security 

AIX  V3  BOS 

Unix  permissions,  plus  Department  of 
Defense  C2  and  B1 

Available,  statement  of 
direction  (B1) 

Application  enabling 

Program-to- 

program 

communications 

AIX  V3  BOS  — 
TCP/IP 

Some  program-to-program  features  are 
included  in  TCP/IP  under  AIX 

Available 

AIX  SNA 
Services/6000 

SNA  LU  6.2  support 

Available 

Network 

Computing  System 

Distributed  applications 

Available 

Network  File 
System 

Distributed  applications 

Available 

Data  base  server 

Requirement 

Provide  data  base  availability  to 
workstations 

Statement  of  direction 

File  server 

AIX  V3  BOS  — 
Network  File 

Server 

Intersystem  file  sharing 

Available 

Transaction 

processor 

Requirement 

Provide  transaction  processing  application 
service  to  workstations 

Networking/ 

infrastructure 

Protocols 

AIX  V3  BOS 

AIX  SNA 

Connection 

Services/6000 

TCP/IP, 

LU  0,  LU  1,  LU  2,  LU  6.2,  X.25 

Available 

Bridging 

AIX  V3  BOS 

TCP/IP  communications  facilities 

Available 

High-speed 

support 

Token-Ring 
Network,  Ethernet, 
FDDI 

Provides  high  bandwidth  access  for  LANs 
and  WANs 

Token-Ring  and 

Ethernet  are  available; 
FDDI  is  announced 

Network 

technology 

Token-Ring 
Network,  Ethernet, 
SNA 

Provides  LAN  and  WAN  communications 
protocols 

Available 

Function/ 

requirement 

Solution 

Description/objective 

Status 

Client  workstations 

PS/2 

Family  of  general  purpose  workstations 

Available 

RISC  System/6000 

Family  of  engineering/science 
workstations 

Available 

Network  operating 
system 

OS/2  LAN  Server 

OS/2-based  LAN  attachment  and 
management  operating  system 

Available 

DOS  —  PCLP 

DOS-based  LAN  attachment  and 
management  operating  system 

Available 

Operational  services 

Capacity 

monitoring 

Trace  and  Tool 
Performance 

Obtain  Token-Ring  Network  activity,  and 
provide  reports.  DOS  application 

Available 

Network 

management 

(problem 

determination,  per¬ 
formance,  change 
management) 

Controlled  Access 
Unit,  LAN  Network 
Manager,  LAN 
Station  Manager 

Monitors  activity,  status  of  workstations 
and  LANs 

Announced 

Backup/archive 

Systos  Plus  for 

IBM 

Workstation  data  backup/archive  facility 

Available 

Software 

distribution 

Requirement 

Software  distribution,  server  to 
workstation 

Print  sharing 

OS/2  LAN  Server, 
DOS  —  PCLP 

Print  server  support  including  spooling 

Available 

Administration 

Asset 

management 

LAN  Station 
Manager, 

Controlled  Access 
Unit 

Provides  hardware  and  adapter 
information  and  control 

Announced 

Software 

license 

management 

Requirement 

Control  and  license  management  of 
software 

Security 

Micronyx,  Inc. 
Triumph  ! 
Workstation 
Manager 

Provides  workstation  hardware  security 
and  access  control 

DOS  is  available;  OS/2 
is  statement  of 
direction 

Application  enabling 

Program-to- 

program 

communications 

APPC  across  SAA 
Platforms 

Facility  to  communicate  between 
application  programs 

Available 

Data  base  server 

OS/2  Extended 
Edition  (DB2) 

OS/2  data  base  support  in  OS/2  Extended 
Edition 

Available 

File  server 

OS/2  LAN  Server 

Server  support  for  DOS,  X  Windows  and 
OS/2  clients 

Available 

Transaction 

processing 

CICS  OS/2 

Transaction  processing-oriented  data  base 
system 

Available 

Networking/ 

infrastructure 

Protocols 

ASCII  Emulation 
and  NETBIOS 

Communications  between  workstations 
and  ASCII  source  communications  of 
Token-Ring 

DOS  is  available;  OS/2 
is  announced 

Bridging 

8209  Bridge 

LAN  bridging  Token-Ring-to-Token-Ring 
or  Token-Ring-to-Ethernet 

Available 

High-speed 

support 

FDDI,  Token-Ring 
Network 

Provides  high  bandwidth  access  for  LANs 
and  WANs 

Token-Ring  is 
announced;  FDDI  is 
statement  of  direction 

Network 

technology 

Ethernet,  FDDI, 
Token-Ring 

Network 

Provides  communications  protocol  across 
the  network 

Available 

Applications 

Office 

Office  Vision/2 

Provides  office-related  application  support 
including  calendaring,  message  and 
telephone  messaging  services 

Available 

PCLP  =  PC  LAN  Program 
SAA  =  Systems  Application  Architecture 
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When  their  systems  aren’t  integrated, 


until  finally  they  learn  to  integrate  their  systems  the  Intelligent  way. 


By  analyzing  business  problems 
and  implementing  appropriate  end-to- 
end  solutions.  All  custom-designed  and 
individually  lab-tested.  And  all  working 
within  the  framework  of  existing 
systems  and  networks.  Cost-effectively 
transporting,  storing,  accessing, 


combining  and  exchanging  information 
from  different  systems.  Quickly. 
Efficiendy.  Productively. 

All  via  BeU  Atlantic  and  Jnte||igent 
its  Intelligent  networQ.  I  — 

Pretty  smart,  huh?  networ 


Tntellig 

jQr 


©Bell  Atlantic 

We’re  More  Than  Just  TalE 


Call  1-800-522-6617  to  get  our  Intelligence  on  the  line. 


AT&T  shifts 
Tariff  12  tactics 

continued  from  page  1 
[VTNS]  options,  which  saves 
time,  resources  and  money  for 
AT&T  and  users,”  said  Henry  Le¬ 
vine,  an  attorney  specializing  in 
telecommunications  with  the  law 
offices  of  Morrison  &  Foerster  in 
Washington,  D.C. 

Dennis  Lewis,  executive  direc¬ 
tor  of  AT&T’s  opportunity  man¬ 
agement  center,  said  AT&T  will 
try  to  fit  new  customers  into  ex¬ 
isting  VTNS  options  that  match 
the  customer’s  needs  but,  if  that 
fails,  it  is  willing  to  negotiate  new 
options. 

Customers  that  agree  to  buy 
an  existing  option  must  agree  to 
the  deal’s  length,  its  minimum 
annual  charge  and  to  use  at  least 
the  same  amount  of  switch  ports 
and  lines,  Lewis  said. 

If  a  company  wanted  to  sign 
up  for  a  Tariff  1 2  deal  put  togeth¬ 
er  for  another  company  but  need¬ 
ed  fewer  lines  than  specified  in 
the  original  option,  the  initial 
customer  would  have  to  agree  to 
the  corresponding  change,  Lewis 
said. 

A  major  benefit  of  buying  ex¬ 
isting  deals  is  that  they  are  not 
subject  to  the  Federal  Communi¬ 
cations  Commission  review  pro¬ 
cess  to  which  new  VTNS  options 
are  subject.  Users  can  get  their 
custom  networks  up  and  running 
faster  and  often  without  reveal¬ 
ing  their  identity. 

But  others  complain  that  no 
two  companies’  requirements  are 
identical  and,  as  such,  the  best 
deals  are  those  that  are  individ¬ 
ually  crafted. 

Liza  Draper,  Enterprise  Net¬ 
work  Service  program  director 
for  Gartner  Group,  Inc.,  a  Stam¬ 
ford,  Conn.,  consultancy,  said 
AT&T  is  “working  from  a  tem- 

US  Sprint  preps 
upgraded  Insite 

continued  from  page  2 
that  US  Sprint  will  sell  separately, 
in  groups  or  as  a  full  system.  For 
example,  US  Sprint  customers 
that  use  only  the  carrier’s  800 
service  could  buy  the  module  for 
that  service  only. 

Customers  can  use  Insite  II  to 
access  both  general  management 
and  product-specific  capabilities. 

General  management  func¬ 
tions  encompass  network  moni¬ 
toring,  traffic  control,  trouble- 
ticket  management,  messaging, 
invoicing  and  various  administra¬ 
tive  functions. 

Product-specific  capabilities 
include  the  ability  to  reconfigure 
the  carrier’s  VPN,  800,  FONCard, 
Clearline  private-line  and  WATS 
offerings.  This  group  will  be  ex¬ 
panded  to  include  US  Sprint’s 
ISDN  Primary  Rate  Interface  ser¬ 
vice  in  future  releases. 

With  Insite  II,  users  can  build  a 
map  of  their  portion  of  the  carri¬ 
er’s  net  and  perform  real-time 
800  call  routing  using  the  graphi¬ 
cal  user  interface. 


plate”  with  Tariff  12.  “It’s  really 
up  to  the  user  to  push  for  their 
own  option.  They  don’t  offer  [us¬ 
ers]  anything  they  don’t  ask  for.” 

AT&T  has,  in  fact,  met  with 
mixed  results  in  its  efforts  to  at¬ 
tract  users  to  existing  VTNS  op¬ 
tions.  While  several  companies 
have  bought  them,  others  have 
rejected  the  approach  and  per¬ 
suaded  AT&T  to  create  new  op¬ 
tions. 

Conagra,  Inc.,  Gillette  Co., 
Matrixx  Marketing,  Inc.,  Norton 
Co.  and  Polaroid  Corp.  have 
signed  up  for  Colonial  Penn 
Group,  Inc.’s  VTNS  Option  32,  a 
three-year,  $3.1  million-per-year 
arrangement  for  long-distance 
services  that  calls  for  the  use  of 
few  dedicated  facilities. 

Industry  sources  say  a  second 
user  has  signed  up  for  General 
Electric  Co.’s  five-year,  $2.2  mil¬ 
lion-per-year  agreement,  VTNS 
Option  7. 

“Going  with  an  existing  op¬ 
tion  lets  you  get  your  network  up 
faster  because  you  don’t  have  to 
deal  with  all  the  legal  mumbo 
jumbo  and  then  hit  the  FCC,”  said 
Curtis  Peterson,  vice-president  of 
MIS  for  Matrixx  Marketing,  a  tele¬ 
marketing  service  bureau  in  Og¬ 
den,  Utah.  “This  approach  could 
be  up  to  a  year  faster  than  negoti¬ 
ating  and  [processing]  a  new  op¬ 
tion.” 

Matrixx  Marketing  successful¬ 
ly  negotiated  with  AT&T  to  make 
modifications  to  Option  32  to 
best  match  it  with  the  service  bu¬ 
reau’s  needs,  Peterson  said. 

Morrison  &  Foerster’ s  Levine 
said  users  that  move  to  existing 
options  can  begin  realizing  sav¬ 
ings  generally  associated  with  a 
Tariff  12  faster.  “Before,  AT&T 
had  to  move  customers  to  [Soft¬ 
ware-Defined  Network  service] 
so  they  could  start  realizing  sav¬ 
ings  while  their  VTNS  option  was 


Insite  II  will  enable  customers 
to  monitor  alarms  generated 
from  access  lines  and  the  US 
Sprint  net  based  on  a  severity  rat¬ 
ing  preset  by  the  customer.  Seri¬ 
ous  events  can  cause  a  window  to 
pop  up,  while  a  less  serious  event 
could  be  displayed  on  the  net¬ 
work  map  or  recorded  in  a  log. 

US  Sprint  customers  will  be 


Insite  II  enables  users 
to  view  and  print  traffic 
data  from  net  switches 
for  up  to  a  year  back. 

▲  ▲▲ 


able  to  use  Insite  II  to  open  and 
monitor  progress  on  trouble  tick¬ 
ets.  The  system  also  offers  an 
electronic  mail  feature  that  en¬ 
ables  users  within  a  company  to 
exchange  messages. 

Insite  II  will  let  users  display  a 
graphic  that  shows  which  sites 


being  filed  and  processed.” 

Marine  Midland  Bank,  N.A. 
would  have  preferred  to  buy  an 
existing  option  to  get  the  network 
up  faster,  rather  than  negotiate  a 
new  deal  subject  to  FCC  approval 
and  possible  delays. 

“I  really  wish  AT&T  had  found 
an  existing  option  that  closely 
matched  our  current  network,” 
said  Cathy  Schwab,  a  project 
manager  with  Marine  Midland’s 
information  systems  group.  “It 
would  have  meant  a  much  shorter 
time  interval  to  get  the  network 
going.  But,  the  companies  with 
the  same  type  of  network  as  ours 
were  smaller  or  had  operations  in 
different  regions.  None  of  the  ex¬ 
isting  options  was  even  a  close 
fit.” 

As  a  result,  Marine  Midland 
and  AT&T  negotiated  a  new  VTNS 
option,  Option  73- 

Other  users,  such  as  Equifax, 
Inc.,  an  information  services  firm 
in  Atlanta,  say  they  want  to  steer 
clear  of  existing  options. 

“AT&T  searched  for  an  exist¬ 
ing  option  that  would  match  our 
network  needs,”  said  Tom  Hill,  a 
member  of  Equifax’s  communica¬ 
tions  department.  “They  told  us 
that  going  with  an  existing  option 
would  speed  up  the  process  since 
it  would  not  require  a  new  filing 
or  FCC  approval.” 

But  Equifax  was  not  interested 
in  buying  another  firm’s  VTNS  op¬ 
tion.  “Each  VTNS  option  has  its 
own  price  structure  and  terms 
and  conditions  designed  for  the 
original  customer,”  Hill  said. 
“We  wanted  a  price  structure  and 
terms  that  fit  our  specific  needs.” 

AT&T  eventually  offered  Equi¬ 
fax  its  own  VTNS  option,  Hill  said. 
Equifax  now  has  custom  propos¬ 
als  from  AT&T,  MCI  Communica¬ 
tions  Corp.  and  US  Sprint  Com¬ 
munications  Co.,  but  it  has  yet  to 
decide  which  offer  to  accept.  □ 


are  being  billed  for  US  Sprint  ser¬ 
vices.  In  future  releases,  custom¬ 
ers  will  be  able  to  access  and  reas¬ 
sign  invoices  and  reports  from 
the  graphical  display. 

The  network  management 
system  can  be  used  to  activate 
and  deactivate  FONCards  in  near 
real  time  and  monitor  trunk 
group  alarms  for  all  events  on  US 
Sprint  services.  Insite  II  also  en¬ 
ables  users  to  view  and  print  out 
traffic  data  from  network  switch¬ 
es  for  up  to  a  year  back. 

Analysts  said  US  Sprint’s  In¬ 
site  II  will  compete  head-to-head 
with  AT&T’s  Accumaster  Integra¬ 
tor  and  MCI  Communications 
Corp.’s  Integrated  Network  Man¬ 
agement  System. 

“  Insite  II  is  good  news  for 
companies  that  only  use  US 
Sprint  services,”  said  Steve  Saze- 
gari,  a  senior  industry  analyst 
with  Dataquest,  a  San  Jose,  Calif., 
consultancy.  “Companies  that 
use  services  from  a  mix  of  carri¬ 
ers  will  want  to  hook  up  Insite  II 
to  other  carriers’  network  man¬ 
agement  systems.” 

US  Sprint  would  not  divulge 
Insite  II  pricing.  □ 


NetView  users  to 
get  price  relief 

continued  from  page  1 
Corp.,  which  is  currently  consid¬ 
ering  migration  to  Version  2.  Un¬ 
der  the  pricing  announced  in  Sep¬ 
tember,  Travelers  faced  a  price 
increase  in  excess  of  65%  per 
year  for  Version  2,  said  Jim  Olek- 
siw,  telecommunications  direc¬ 
tor  for  the  company. 

“With  a  big  price  increase, 
you’re  encouraged  not  to  move,” 
Oleksiw  said.  “Different  pricing 
will  make  the  transition  easier 
and  may  even  accelerate  it.” 

IBM  decided  to  change  its  Net- 
View  Version  2  pricing  after  talk¬ 
ing  to  dozens  of  customers, 
sources  said.  IBM  found  it  had 
misjudged  which  of  the  three  Net- 
View  components  users  would  be 
most  likely  to  buy.  Consequently, 
its  pricing  structure  backfired. 

The  original  structure  was 
based  on  the  belief  that  many  us¬ 
ers  would  opt  for  the  Standalone 
System  Option,  a  NetView  pack¬ 
age  used  to  manage  single-host 
nets.  That  package  includes  soft¬ 
ware  that  supports  an  operator 
interface  but  has  none  of  the  Net- 
View-to-NetView  communica¬ 
tions  functions  of  the  distributed 
and  centralized  NetViews. 

The  more  expensive  Central 
System  Option  has  all  the  same 
features  as  the  stand-alone  ver¬ 
sion  and  is  typically  implemented 
on  only  a  small  number  of  Sys¬ 
tem/370  or  System/390  main¬ 
frames  in  a  multihost  network.  It 
collects  management  data  from 
Distributed  System  Option  Net- 
Views,  the  least  expensive  of  the 
three  components.  Distributed 
System  Option  software  runs  on 
other  hosts  in  the  same  net  and 


continued  from  page  6 

mid-January  to  what  he  called  “a 
rehash  of  the  same  arguments” 
that  the  Patent  Office  took  action 
on  during  the  summer. 

“We  will  put  in  our  arguments 
with  the  Patent  Office,  and  we 
will  strenuously  prevail,”  he  said. 
“We’re  not  concerned  at  all.” 

The  recent  Patent  Office  ac¬ 
tion  is  not  considered  final  since 
Soderblom  still  has  an  opportuni¬ 
ty  to  respond,  Harding  said.  In 
fact,  even  if  Soderblom  cannot 
persuade  the  Patent  Office  exam¬ 
iners  to  change  their  minds,  he 
has  other  options,  which  include 
bringing  the  case  to  federal  court. 

That  could  cause  the  case  to 
continue  for  months,  Harding 
said. 

Vendors  applauded  the  Patent 
Office’s  latest  action. 

“This  action  really  goes  to  the 
heart  of  the  issues  involved  in  the 
case,”  said  Ed  Murray,  director  of 
North  American  operations  for 
Madge  Networks,  Inc.,  which  is 
being  sued  by  Soderblom  in  a  sep¬ 
arate  dispute  over  Madge’s  refus¬ 
al  to  make  royalty  payments  per¬ 
taining  to  the  token-passing 
patent. 


controls  devices  connected  to 
them. 

After  discovering  it  had  over¬ 
estimated  how  many  users  would 
opt  for  the  stand-alone  version, 
IBM  decided  to  make  that  version 
an  option  under  its  central  sys¬ 
tem  package.  That  will  make  the 
stand-alone  option  more  expen¬ 
sive,  although  it  will  be  priced 
less  than  NetView  Version  1 . 

IBM  also  plans  to  reduce  the 
price  for  the  Central  System  Op¬ 
tion  for  mainframes  in  processor 
Model  Group  25  and  above,  while 
it  will  raise  announced  prices  for 
those  in  Group  20  and  below. 
Similarly,  prices  for  the  Distribut¬ 
ed  System  Option  will  fall  for 
mainframes  in  processor  Model 
Group  31  and  above,  and  prices 
will  rise  for  Group  30  and  below. 

Overall,  the  new  pricing  struc¬ 
ture  should  make  it  much  easier 
for  large  IBM  users  to  justify  up¬ 
grading  to  Version  2. 

For  example,  sources  said  one 
user  with  three  Central  System 
Options  and  at  least  10  Distribut¬ 
ed  System  Option  packages  was 
facing  a  price  increase  of  more 
than  60%  to  upgrade  from  Ver¬ 
sion  1  to  Version  2  under  the  old 
scheme.  With  the  new  pricing 
scheme,  the  same  configuration 
will  cost  only  1 5%  to  20%  more. 

IBM  will  also  reduce  the  price 
of  the  workstation  software  re¬ 
quired  for  its  OS/2-based  Graph¬ 
ic  Network  Monitor  Facility, 
which  provides  a  graphical  front 
end  to  NetView. 

Users  had  complained  that  the 
$8,000  price  tag  for  that  software 
was  too  high,  given  that  they 
needed  multiple  copies  of  it. 
Sources  said  IBM  will  reduce  that 
price  but  the  new  prices  were  not 
final  at  press  time.  □ 


“It  clearly  explains  why  [So- 
derblom’s]  patent  isn’t  applicable 
to  IEEE  802.5.  It  leaves  no 
doubt,”  he  said. 

Madge  suit 

Soderblom’s  suit  against 
Madge  Networks  is  scheduled  to 
go  to  trial  during  the  first  week  of 
April,  according  to  a  Soderblom 
attorney.  Soderblom  lost  a  suit 
against  Madge  Networks  in  June 
regarding  the  U.K.  version  of  his 
patent.  He  has  appealed  that  deci¬ 
sion. 

According  to  Madge  Network’s 
Murray,  a  resolution  of  the  Soder¬ 
blom  issue  will  enable  vendors 
participating  in  the  infant  Fiber 
Distributed  Data  Interface  mar¬ 
ket  to  forge  ahead  with  their 
product  plans  and  rollouts. 

“It’s  fair  to  say  that  the  Soder¬ 
blom  case  has  been  slowing  down 
FDDI,”  Murray  said.  “Right  now, 
everyone  wants  to  get  into  the 
FDDI  market,  but  they  are  in  a 
holding  pattern  in  that  they  don’t 
want  to  sign  a  license  agreement 
with  Soderblom  until  they  see 
what  the  outcome  of  the  patent 
case  is.”  □ 


Patent  Office  turns  down  claims 
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AT&T  riles 
users  over  plan 

continued  from  page  2 
Michael  Powers,  communications 
manager  at  Mercantile  Stores  in 
Fairfield,  Ohio.  “We  currently  get 
the  equivalent  of  the  QualNet  ser¬ 
vice  for  free;  after  Jan.  1,  well 
have  to  pay  for  it.” 

Powers  said  QualNet  will  cost 
Mercantile  Stores  approximately 
$216  per  T-l  per  month  in  addi¬ 
tion  to  a  onetime  setup  fee  and 
other  monthly  charges.  Powers 
said  he  wouldn’t  speculate  on  the 
total  cost  of  the  QualNet  package 
until  after  he  sits  down  with  Qual¬ 
Net  product  managers  sometime 
this  month. 

AT&T  officials,  however,  said 
QualNet  is  a  much  enhanced  ser¬ 
vice  compared  with  what  users 
currently  get  through  CNS  cen¬ 
ters.  They  also  said  it  is  a  cost-ef¬ 
fective  way  for  companies  with 
multiple  interconnected  PBXs  to 
obtain  net  management  support. 

QualNet  offers  customers  a 
single  point  of  contact  —  avail¬ 
able  24  hours  a  day  — -  to  resolve 
problems  on  their  multiple-loca¬ 
tion  PBX  networks,  even  if  those 
problems  involve  other  vendors’ 
equipment,  said  Len  Scrudato, 
QualNet  product  manager  at 
AT&T  Business  Communications 
Systems  in  Bridgewater,  N.J. 


Under  QualNet,  technicians 
will  handle  remote  alarms  from 
AT&T  PBXs  as  well  as  trouble¬ 
shoot  problems  on  other  premi- 
ses-based  communications 
equipment,  such  as  voice  mail 
systems.  They  will  also  manage 
problems  on  transmission  facili¬ 
ties  terminating  on  a  customer’s 
PBX  by  referring  them  to  other 
AT&T  service  centers.  The  prob¬ 
lems  will  then  be  tracked  until 
they  are  resolved,  Scrudato  said. 

In  contrast,  the  CNS  centers 
perform  troubleshooting  only  for 
AT&T  circuits  in  ETNs  and  virtual 
voice  networks,  and  must  farm 
out  premises-based  problems  to 
other  AT&T  service  centers,  caus¬ 
ing  significant  delays,  Scrudato 
said.  The  CNS  centers  are  also 
only  open  during  normal  busi¬ 
ness  hours  and  generally  won’t 
manage  problems  occurring  on 
other  vendors’  equipment. 

While  most  AT&T  customers 
agree  that  QualNet  provides  en¬ 
hancements,  many  are  not  sure 
it’s  worth  the  extra  money. 

“QualNet  doesn’t  give  most  of 
us  much  more  than  we  get  today, 
except  we  have  to  pay  for  it,”  said 
Russell  Fiske,  vice-president  of 
network  planning  and  manage¬ 
ment  at  C&S/Sovran  Corp.,  a 
large  regional  bank  based  in 
Richmond,  Va. 

Now  that  AT&T  is  charging  for 


support  services,  many  AT&T 
customers  said  they  are  going  to 
hold  the  company  accountable  to 
a  higher  standard  of  perfor¬ 
mance.  “When  the  service  was 
free,  we  didn’t  push  AT&T  too 
much,”  Fiske  said.  “Now  we’re 
going  to  make  sure  we  get  our 
money’s  worth.” 

Users  said  they  will  sign  up  for 
QualNet  this  year  but  are  actively 
exploring  other  options,  includ¬ 
ing  performing  network  manage¬ 
ment  in-house  and  subscribing  to 
other  AT&T  fee-based  net  man¬ 
agement  services,  such  as  Net¬ 
work  Management  Center,  which 
is  offered  by  AT&T’s  Network 
Services  Division. 

Fiske  said  bringing  network 
management  in-house  would  re¬ 
quire  companies  to  retrain  their 
technicians  and  purchase  hun¬ 
dreds  of  thousands  of  dollars  of 
net  management  equipment, 
such  as  AT&T’s  Accumaster  Inte¬ 
grator. 

Although  it  would  involve  a 
substantial  investment,  perform¬ 
ing  network  management  in- 
house  would  be  less  expensive  in 
the  long  run  than  footing  the  an¬ 
nual  bill  for  QualNet,  Fiske  said. 

Other  customers  are  enthusi¬ 
astic  about  QualNet. 

“QualNet  will  be  extremely 
beneficial  to  us,”  said  John  Del 
Vecchio,  vice-president  in  charge 


of  voice  telecommunications  ser¬ 
vices  at  J.P.  Morgan,  Inc.,  a  large 
New  York  bank  and  a  user  of 
AT&T  equipment  and  services. 
“We  don’t  think  the  cost  is  exces¬ 
sive  compared  to  the  scope  of  ser¬ 
vice  it  provides.” 

Del  Vecchio  said  QualNet  pro¬ 
vides  a  single  place  to  handle  all 
of  the  bank’s  network  alarms  and 
service  calls.  Currently,  PBX 
alarms  or  other  service  problems 
are  addressed  by  several  AT&T 
service  groups,  depending  on 
which  equipment  or  services 
need  troubleshooting  or  repair. 

QualNet  will  help  the  bank 
manage  AT&T  and  improve  secu¬ 
rity  by  giving  it  better  control 
over  vendor  access  to  the  net¬ 
work,  he  said. 

In  addition,  QualNet  provides 
J.P.  Morgan  with  around-the- 
clock  coverage. 

Marketing  concerns 

Other  customers  are  disturbed 
by  the  QualNet  announcement 
because  they  say  it  reflects  a  new 
AT&T  marketing  strategy  to 
break  out  so-called  value-added 
services  and  charge  for  them. 
Traditionally,  AT&T  has  provided 
various  support  services  free  of 
charge  as  part  of  its  overall  prod¬ 
uct  or  service  package. 

Even  though  AT&T  prices  for 
network  services  are  generally 


higher  than  those  of  other  carri¬ 
ers,  customers  said  they  could 
justify  the  expense  to  upper  man¬ 
agement  because  of  the  free  val¬ 
ue-added  services. 

“Customers  are  unhappy  be¬ 
cause  they  already  pay  a  premi¬ 
um  to  use  AT&T  services,”  said 
Neil  Martin,  director  of  the  Orga¬ 
nization  of  Network  and  Equip¬ 
ment  (ONE)  Users  Group,  which 
comprises  125  companies  that 
are  major  or  national  accounts  of 
AT&T.  AT&T  announced  QualNet 
at  a  ONE  Users  Group  conference 
in  September  and  discussed  the 
service  with  the  group’s  officials 
prior  to  launching  it.  1 

“Any  good  network  manager 
will  now  sit  down  and  analyze  the 
overall  cost  of  obtaining  products 
or  services  from  AT&T  vs.  the  real 
value  they  get  for  their  money,” 
Martin  said. 

Some  customers  said  they  re¬ 
alize  that  AT&T  is  under  pressure 
to  bolster  its  revenue  base,  which 
is  being  buffeted  by  fierce  compe¬ 
tition,  and  that  it  can  no  longer 
afford  to  provide  value-added 
services  free.  But  this  hasn’t  miti¬ 
gated  their  unhappiness. 

As  Tom  Lonsbury,  president  of 
the  ONE  Users  Group,  puts  it, 
“It’s  a  nasty  world,  and  you  have 
to  pay  for  these  things,  but  that 
doesn’t  mean  we  have  to  like 
it.”  □ 


Have  you  noticed  the  way  networks  attract  more 
and  more  hardware  as  they  change? 

It’s  a  bridge  box  here.  A  router  box  there. 

A  brouter  box  here. 

Costly  devils. 

Which  is  why  we’ve  built  NETBuilder.®  It  lets 
you  switch  from  bridging  to  routing  to  brouting  by 
changing  a  single  software  diskette.  The  hardware 
stays  the  same. 


To  simplify  matters  even  more,  NETBuilder’s 
bridge,  router  and  brouter  have  the  same  menu- 
driven  user  interface.  So  there’s  a  common  look  and 
feel.  Yet,  you  can  still  create  custom  menus  to  suit 
a  particular  network  environment. 

As  a  result,  NETBuilder  cuts  three  big  expense 
items  in  internetworking— new  hardware  purchases, 
and  the  training  and  servicing  to  support  it. 

Yet,  you  sacrifice  nothing  for  this  simplicity. 
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AT&T’s  QualNet  areas  of  service 


AT&T’s  QualNet  Enhanced 
Support  Program,  which  will  be 
offered  out  of  an  AT&T  service 
center  in  White  Plains,  N.Y., 
comprises  four  basic  support 
services:  maintenance,  engi¬ 
neering  consultation,  provision¬ 
ing  and  implementation. 

Customers  can  qualify  for 
QualNet  if  at  least  50%  of  their 
private-line  endpoints  terminate 
on  AT&T  private  branch  ex¬ 
changes. 

■  Maintenance.  QualNet  ser¬ 
vice  representatives  in  White 
Plains  will  be  available  seven 
days  a  week,  24  hours  a  day  to 
analyze  and  track  problems  on 
customers’  PBX-based  integrat¬ 


ed  voice  and  data  networks. 

If  a  problem  involves  another 
vendor’s  equipment  or  circuits, 
the  QualNet  representatives  will 
make  the  appropriate  calls  and 
track  the  problem  until  it’s  re¬ 
solved. 

QualNet  representatives  will 
also  monitor  remote  alarms  on 
AT&T  PBXs  under  warranty, 
lease  or  maintenance  contracts, 
and  clear  them  remotely  if  possi¬ 
ble. 

QualNet  will  not  monitor  re¬ 
mote  alarms  from  AT&T  PBXs 
not  under  warranty.  Customers 
with  products  not  under  warran¬ 
ty  will  have  to  call  in  any  prob¬ 
lems. 


If  a  technician  needs  to  be  dis¬ 
patched,  customers  will  be 
charged  for  time  and  materials, 
depending  on  the  terms  of  their 
PBX  maintenance  contract. 

■  Engineering  consultation. 
QualNet  engineers  will  help  cus¬ 
tomers  build  and  update  net¬ 
work  routing  tables  for  AT&T 
and  non- AT&T  PBXs. 

■  Provisioning.  AT&T  will  as¬ 
sist  customers  in  the  cutover  of 
network  equipment  and  facili¬ 
ties. 

The  carrier  will  also  perform 
all  necessary  tests  to  ensure  that 
network  routing  tables  are  accu¬ 
rate. 

■  Implementation.  AT&T  will 


update  customers’  AT&T  PBXs 
with  new  software  releases  or 
network  routing  changes  from  a 
central  location. 

Pricing  for  QualNet  depends 
on  the  size  of  a  customer’s  net¬ 
work  and  the  percentage  of 
AT&T  equipment  in  it. 

Monthly  charges  begin  at 
$2,700  for  networks  with  as 
many  as  400  net  termination 
points. 

In  addition,  there  is  a 
$  1 0,000  setup  fee  and  a  onetime 
charge  of  $  1 ,000  per  PBX,  which 
AT&T  will  waive  for  customers 
that  sign  up  for  QualNet  before 
Jan. 1. 

—  Wayne  Eckerson 


Group  lobbies 
for  encryption 

continued  from  page  6 
the  standard  because  govern¬ 
ment  and  banking  regulations  of¬ 
ten  require  adherence  to  NIST 
standards. 

DES  and  public-key  systems, 
with  limited  exceptions,  face  U.S. 
export  restrictions.  “But  regula¬ 
tions  do  not  hamper  foreign  ven¬ 


dors  from  selling  their  products 
here,”  Levine  said.  “Government 
policy  should  be  changed  to  elim¬ 
inate  export  restrictions.” 

Sales  of  U.S.  products,  as  well 
as  investment  in  the  technology, 
will  be  hampered  until  restric¬ 
tions  are  lifted,  Levine  said. 

Although  James  Burrows,  di¬ 
rector  of  NIST’s  National  Com¬ 
puter  Systems  Laboratory,  earli¬ 
er  this  year  told  a  congressional 


subcommittee  that  NIST  would 
release  a  public-key  encryption 
standard  in  September,  no  public- 
key  standard  has  yet  appeared. 

High-level  officials  at  NIST 
who  requested  anonymity  told 
Network  World  that  NIST  would 
probably  release  a  public-key 
standard  in  the  spring. 

But  despite  the  lack  of  a  gov¬ 
ernment  standard,  the  RSA  Public 
Key  Cryptosystem,  which  was  de¬ 


veloped  by  RSA  Data  Security, 
Inc.,  has  emerged  as  a  de  facto 
standard. 

As  use  of  the  RSA  public-key 
algorithm  grows,  NIST’s  choice 
of  a  standard  is  becoming  more 
urgent.  If  NIST  does  not  select  the 
RSA  algorithm  as  the  new  public- 
key  encryption  standard,  vendors 
will  have  to  face  tough  decisions 
about  revamping  products  to  fit 
the  standard.  □ 


User  Alliance 
signs  with  COS 

continued  from  page  6 

In  the  next  step  in  the  evolu¬ 
tion  of  the  User  Alliance,  Huber 
and  other  members  are  asking 
the  835  supporters  to  ante  up  the 
COS  dues  —  ranging  from  an  an¬ 
nual  $150  to  $25,000  fee,  de¬ 
pending  on  membership  status 
—  to  officially  join  the  user 
group. 

‘  ‘One-quarter  or  one-third  will 
be  willing  to  come  forward  with 
money,”  Huber  predicted . 

The  first  few  official  User  Alli¬ 
ance  members  include  The 
Boeing  Co.,  Deere  Technical  Ser¬ 
vices,  Eastman  Kodak  Co.,  E.I.  du 
Pont  de  Nemours  &  Co.,  General 
Motors  Corp.,  Hughes  Aircraft 
Co.,  the  National  Institute  of 
Standards  and  Technology  and 
Tennessee  Eastman  Co. 

During  the  next  User  Alliance 
meeting,  scheduled  for  March  1 2 
to  14  in  Dallas,  the  group  will  set 
up  official  bylaws  as  well  as  final¬ 
ize  various  action  items  ranging 
from  proposed  congressional 
lobbying  efforts  to  education  of 
top  executives  on  the  need  for 
open  systems  in  today’s  comput¬ 
er  networks. 

“You’re  going  to  start  to  see 
the  real  benefits  of  open  systems 
in  the  next  year,”  Huber  said.  □ 


NETBuilder’s  bridging,  routing  and  brouting  offer 
top  performance  for  local  area  connections  and 
wide  area  connections. 

The  result  is  modular  internetworking  that  lets 
you  manage  changes  on  your  network  intelligently. 

But  why  not  see  for  yourself?  Just  call 
l-800-NET-3Com  Dept.  D6557.  \bu’ll  find  the  more 
things  change  on  your  network,  the  more  they  can 
stay  the  same. 


3Com 

We  network  more  types  of  systems 
to  more  types  of  systems.™ 

©1990  3Com  Corporation,  5400  Bayfront  Plaza,  Santa  Clara,  CA  95052.  Telephone  (408)  764-5000. 
3Com,  NETBuilder  and  the  3Com  tagline  are  trademarks  of  3Com  Corporation. 

See  The  FAXNeT  Form  on  Page  24 
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DEC  distributed  in  NAS  plan 


DEC  to  base  wares  on  DCE 


MAYNARD,  Mass.  —  Digital 
Equipment  Corp.  last  week  said 
it  is  committed  to  using  the 
Open  Software  Foundation’s 
Distributed  Computing  Envi¬ 
ronment  (DCE)  as  the  basis  for 
its  Network  Application  Support 
(NAS),  a  blueprint  for  building 
networked  applications  on  DEC 
and  non-DEC  systems. 

DEC  said  OSF’s  set  of  distrib¬ 
uted  application  development 
tools  will  provide  the  founda¬ 
tion  for  all  NAS  apphcations  and 
that  the  tools  will  be  incorporat¬ 
ed  in  NAS  over  the  next  18 
months.  DEC  developed  three 
of  the  seven  core  software  tech¬ 
nologies  that  compose  DCE  and 
worked  with  Hewlett-Packard 
Co.  to  develop  another. 

The  heart  of  DCE  is  a  remote 
procedure  call  (RPC)  built  by 
DEC  and  HP  that  enables  an  ap¬ 
plication  on  one  system  to  in¬ 
struct  an  application  on  another 
system  to  perform  a  specific 
task.  DCE  also  includes  network 
directory  services,  a  distributed 
file  system,  a  multithreading 


service  that  ensures  that  distrib¬ 
uted  computing  tasks  are  han¬ 
dled  by  various  systems  in  the 
proper  order,  a  distributed  time 
clock,  security  tools  and  sup¬ 
port  for  Microsoft  Corp.’s  LAN 
Manager  X. 

Building  support  for  DCE 
into  NAS  is  not  a  surprise,  said 
Cliff  Conneighton,  program  di¬ 
rector  of  office  information  sys¬ 
tems  at  Gartner  Group,  Inc.  in 
Stamford,  Conn.  “But  it  is  note¬ 
worthy  [in  that]  DEC  is  saying 
all  future  NAS  products  and  ser¬ 
vices  will  be  built  on  DCE.” 

DEC  last  week  said  it  has  pub¬ 
lished  a  catalog  listing  about 
1,200  applications  developed 
by  650  third  parties  under  exist¬ 
ing  NAS  guidelines  and  said  it 
has  published  a  six-volume  set 
of  NAS  specifications  for  writing 
NAS-based  applications. 

Hard  copy  versions  of  the 
NAS  Documentation  Set  are  cur¬ 
rently  available  while  a  CD  ROM 
version  will  be  available  next 
month.  Both  versions  cost  $60. 

— Jim  Brown 


continued  from  page  1 

build  support  for  the  Open  Soft¬ 
ware  Foundation’s  (OSF)  Distrib¬ 
uted  Computing  Environment 
into  NAS  and  released  a  catalog 
listing  1,200  available  NAS-based 
applications  (see  “DEC  to  base 
wares  on  DCE,”  this  page). 

“We’re  extending  NAS  to  fo¬ 
cus  on  the  distributed  aspects  of 
applications,”  said  Dennis  Phe¬ 
lan,  DEC’S  NAS  marketing  man¬ 
ager.  The  tools  pave  the  way  for 
developers  to  distribute  applica¬ 
tion  processing  tasks  across  dif¬ 
ferent  systems  on  the  network. 

Previously,  NAS  defined  how 
to  build  client/server  applica¬ 
tions  that  enable,  for  instance, 
data  base  applications  running 


on  microcomputers  to  access 
data  on  a  server. 

Form  follows  function 

Developers  will  use  DECmes- 
sageQ  or  ACA  depending  on  the 
type  of  application  they  are  build¬ 
ing.  Transaction  processing  ap¬ 
plications  that  periodically  need 
to  exchange  data  are  best  suited 
for  DECmessageQ,  while  those 
that  rely  on  other  systems  for 
critical  information  to  process  a 
task  are  better  linked  via  ACA. 

For  example,  DECmessageQ 
can  be  used  to  enable  an  order  en¬ 
try  application  on  one  system  and 
an  inventory  control  application 
on  another  to  exchange  messages 
to  determine  whether  a  product 
being  ordered  is  in  stock.  The  or¬ 
der  entry  clerk  can  enter  other  in¬ 
formation  about  the  order  while 
waiting  for  the  inventory  control 
system  to  confirm  whether  the 
company  has  the  product  in 
stock. 

On  the  other  hand,  ACA  is  bet¬ 
ter  for  building  applications  that, 
for  instance,  require  immediate 
response  from  several  other  sys¬ 
tems  or  that  must  pass  a  compute¬ 
intensive  task  to  a  larger  proces¬ 
sor  and  await  a  response  before 
continuing  processing. 

DECmessageQ  consists  of  cli¬ 
ent  software  running  on  VMS-,  Ul- 
trix-,  DOS-  or  OS/2-based  sys¬ 
tems.  The  software  works  with  a 
server  component,  running  on  a 
VAX,  that  routes  messages  be¬ 
tween  applications. 

“This  messaging  system  is  not 
a  mail  system,  ’  ’  Phelan  said.  “It  is 
an  interprocess  application-to- 
application  messaging  system.” 

But  it  uses  many  of  the  con¬ 
cepts  associated  with  E-mail.  For 
instance,  applications  on  one  sys¬ 
tem  use  an  application  program 
interface  that  consists  of  1 2  soft¬ 
ware  calls  in  order  to  pass  data  or 
groups  of  commands  to  DECmes¬ 


sageQ  on  the  client. 

The  client  component  creates 
a  message  and  forwards  it  via 
DECnet  to  the  server,  which 
checks  the  message  address  and 
passes  it  on  to  the  target  node  for 
processing. 

DECmessageQ’s  server  works 
with  DEC  gateway  software  run¬ 
ning  on  the  VAX  to  pass  messages 
to  applications  running  on  Trans¬ 
mission  Control  Protocol/Inter- 
net  Protocol  networks  or  via  an 
LU  6.2  gateway  to  IBM  main¬ 
frame  applications  running  un¬ 
der  IMS  or  CICS.  DEC  is  consider¬ 
ing  building  LU  6.2  links  to 
applications  on  other  IBM  sys¬ 
tems. 


Without  DECmessageQ,  pro¬ 
grammers  must  write  elaborate 
routines  into  each  application 
that  specify  which  node  a  target 
application  is  running  on  and 
then  issue  a  set  of  commands  to 
establish  a  session  with  that  ap¬ 
plication. 

DECmessageQ  stores  mes¬ 
sages  in  a  queue  on  the  local  sys¬ 
tem  or  on  the  server  if  the  target 
system  is  not  available  and  deliv¬ 
ers  the  message  once  the  system 
or  network  is  operating.  It  can 
also  send  the  same  message  to 
multiple  systems  or  deliver  cer¬ 
tain  messages  immediately  while 
holding  others  in  the  queue  for 
delivery  at  a  specified  time. 

ACA,  on  the  other  hand, 


makes  use  of  RPCs  encapsulated 
in  software  objects  to  create  ap- 
plication-to-application  links  in 
real  time.  ACA  defines  how  devel¬ 
opers  can  build  objects  that  con¬ 
tain  the  commands  needed  to  es¬ 
tablish  links  with  other  systems 
and  perform  certain  tasks. 

Under  ACA,  objects  can  be 
built  into  an  application  and  be 
represented  as  an  icon  on  an  end 
user’s  screen.  When  a  user  clicks 
on  the  icon,  all  the  commands 
within  that  object  are  invoked. 

For  example,  clicking  on  an 
icon  of  a  document  causes  an  ob¬ 
ject  in  the  application  to  establish 
a  link  to  the  system  where  the 
document  is  stored  and  invoke 
the  commands  needed  to  trans¬ 
mit  it  to  the  user. 

ACA  can  be  used  to  build  appli¬ 


cations  running  on  all  the  sys¬ 
tems  under  the  NAS  umbrella,  in¬ 
cluding  VMS,  Ultrix,  Unix,  DOS, 
OS/2  and  Apple  Computer,  Inc. 
Macintosh  systems. 

ACA  also  fits  into  DEC’S  Com¬ 
pound  Document  Architecture  by 
replacing  the  LiveLink  feature 
built  into  DECwrite  and  DECdeci- 
sion.  LiveLink  enables  DECwrite 
to  transparently  establish  a  ses¬ 
sion  with  DECdecision  running 
on  another  system,  allowing  it  to 
load  a  spreadsheet  into  a  word 
processing  document,  for  in¬ 
stance. 

DEC  said  it  will  submit  its  ACA 
to  standards  bodies  such  as  the 
International  Standards  Organi¬ 
zation,  the  Object  Management 
Group  and  OSF,  which  are  trying 
to  define  standards  for  object-ori¬ 
ented  programming. 

LAN  vs.  WAN 

DECmessageQ  will  benefit  us¬ 
ers  linking  applications  over 
wide-area  networks,  while  ACA  is 
better  supported  on  local-area 
networks,  said  Howard  Niden,  di¬ 
rector  of  Price  Waterhouse’s 
Great  Lakes  VAX  Consulting  Prac¬ 
tice  in  Chicago. 

For  instance,  using  DECmes¬ 
sageQ  will  enable  a  local  proces¬ 
sor  to  perform  other  tasks  while  a 
message  is  transmitted  to  a  re¬ 
mote  site.  Using  ACA  for  the  same 
purpose  forces  the  local  applica¬ 
tion  to  wait  several  seconds  until 
the  response  comes  back. 

ACA  will  compete  against  the 
object  linking  and  embedding 
(OLE)  architecture  jointly  devel¬ 
oped  by  Aldus  Corp.,  Lotus  Devel¬ 
opment  Corp.,  Micrografx,  Inc., 
Microsoft  Corp.  and  WordPerfect 
Corp.,  said  Cliff  Conneighton, 
program  director  of  office  infor¬ 
mation  systems  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 

OLE  enables  users  to  copy  data 
from  one  application  to  another 


when  both  are  running  under  Mi¬ 
crosoft’s  Microsoft  Windows  and 
OS/2  Presentation  Manager  or 
Apple  Computer,  Inc.’s  Macin¬ 
tosh  System  7.0.  OLE  specifica¬ 
tions  were  released  last  week. 

In  addition,  ACA  Will  compete 
against  Hewlett-Packard  Co.’s 
NewWave  architecture,  which 
also  uses  object-oriented  tech¬ 
nology  to  enable  users  to  click  on 
an  icon  in  order  to  access  applica¬ 
tions  and  data  on  other  systems, 
Conneighton  said. 

DECmessageQ  will  be  avail¬ 
able  in  February.  The  server  com¬ 
ponent  costs  $12,000,  while  cli¬ 
ent  components  range  in  price 
from  $200  to  $9,000,  depending 
on  the  operating  system.  ACA 
specifications  can  be  purchased 
now  for  $23.  □ 


EC  plan  to  relax 
restrictions 

continued  from  page  2 
onto  higher  speed  circuits  run¬ 
ning  to  a  third  country,  such  as 
the  U.S.,  according  to  Ron  Bell, 
head  of  group  telecommunica¬ 
tions  at  The  British  Petroleum 
Company  PLC  in  London.  In¬ 
stead,  Bell  said  some  European 
carriers  require  users  to  run  high¬ 
speed  circuits  to  the  European 
hub  or  directly  to  the  third  coun¬ 
try  in  order  to  make  more  money. 

The  leased-line  directive 
“should  make  it  easier  to  build 
private  networks  by  making  it 
easier  to  interconnect  circuits 
and  to  one-stop  shop,”  said  John 
Roberts,  director  of  regulatory 
affairs  at  the  Telecommunica¬ 
tions  Managers  Association,  a 
leading  U.K.  user  group,  and  head 
of  the  telecommunications  man¬ 
agement  consulting  practice  at 
Interconnect  Communications 
(Consultants),  Ltd.  in  Chepstow, 
Wales. 

“It  should  help  users  by  deal¬ 
ing  with  fundamental  issues  of 
private  networks,”  said  John  Sim¬ 
mons,  a  consultant  with  Logica 
SA/NV  in  Brussels  who  has  been 
working  on  the  leased-line  direc¬ 
tive  and  other  directives  for  the 
European  Commission  for  the 
past  two  years. 

On  the  technical  side,  one  of 
the  most  helpful  things  the  direc¬ 
tive  is  expected  to  propose  is  that 
carriers  be  required  to  offer  four 
types  of  private  lines,  using  stan¬ 
dard  interfaces,  throughout  the 
European  Community. 

As  currently  drafted,  the  di¬ 
rective  will  require  carriers  to  of¬ 
fer  ordinary  quality,  two-  and 
four-wire  analog  voice  circuits; 


high-quality,  two-  and  four-wire 
analog  voice  circuits;  64K  bit/sec 
circuits;  and  2M  bit/sec  circuits. 
Carriers  will  be  required  to  sup¬ 
port  each  service  using  standard 
interfaces  by  July  1, 1992. 

Regulatory  requirements 

On  the  regulatory  side,  the 
draft  stipulates  that  tariffs  for  pri¬ 
vate  lines  be  cost-oriented  and 
that  carriers  not  be  allowed  to 
maintain  restrictions  on  the  in¬ 
terconnection  of  leased  lines 
among  themselves  or  to  public 
telecommunications  networks 
exceeding  what  are  dubbed  “es¬ 
sential  requirements.” 

These  requirements  include 
stipulations  that  users  not  em¬ 
ploy  leased  lines  to  sell  public 
switched  voice  telephone  ser¬ 
vices  in  competition  with  monop¬ 
olistic  carriers. 

In  addition,  the  current  draft 
states  that  carriers  should  offer 
one-stop  shopping  and  billing 
services  for  pan-European  pri¬ 
vate  networks,  prohibits  carriers 
from  unfairly  bundling  services 
and  equipment  into  a  single  tar¬ 
iff,  bans  cross-subsidization  of 
competitive  services  with  reve¬ 
nue  from  monopoly  offerings, 
and  requires  carriers  to  make  tar¬ 
iffs  and  network  regulations  easi¬ 
ly  accessible  by  anyone  who 
wants  the  information. 

According  to  Simmons,  some 
of  the  language  in  the  draft, 
which  was  distributed  on  a  confi¬ 
dential  basis  Oct.  9,  could  be 
modified  before  it  is  officially 
proposed  for  adoption  as  a  Euro¬ 
pean  Community  directive.  He 
added,  however,  that  these 
changes  would  be  unlikely  to  al¬ 
ter  the  basic  thrust  of  the  regula¬ 
tory  reforms.  □ 


“W 

▼  Ye’re  extending  NAS  to  focus  on  the 
distributed  aspects  of  applications,”  Phelan  said. 

▲  ▲▲ 


DECmessageQ  will  benefit  users  linking 
applications  over  wide-area  networks. 

▲  ▲▲ 
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The  newAEST 800 Assurance  Policy  Faster  than  ever. 


You  never  know  when  it  may  happen,  but  if  an  acci¬ 
dent  knocks  out  your  800  service,  you’re  out  of  business. 

That’s  why  we  automatically  protect  our  800  customers 
with  the  AT&T  800 Assurance  Policy  *  And  nov,;  why  we’re 
making  our  Assurance  Policy  faster  and  better  than  ever. 

While  we  used  to  ensure  that  you  were  back  in  touch 
within  60  minutes,  now  we  guarantee  results  in  a  mere 
30  minutes  or  less.  If  you  have  a  problem,  for  example, 
with  your  telephone  equipment  or  your  local  telephone 
company  call  AT&T  And  we  will  reroute  your  800  calls  to  any 


working  phone  at  any  location,  or  provide  a  customized 
message,  all  within  minutes.  So  with  AT&T  even  if  the 
unexpected  hits, your  business  won’t  crumble. 

800 calls  that  get  through.  Another  AIM' advantage. 

We’ve  just  made  choosing  the  most  reliable  800 service 
more  affordable  than  ever.  Now  through  December 31,  get 
free  installation  on  any  new  domestic  AWT 800 Service** 
For  full  details,  call  your  AT&T  Account  Executive  or 

1800  222-0400. 


©1990  AT&T 

’Applies  to  all  domestic,  interstate  AT&T  800  services. 

’’Offer  pending  FCC  approval.  Except  intrastate  basic  800  Service. 


The  right  choice. 
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With  the  high  cost  of  travel,  Farallon's  remote  communications  products 
offer  a  better  way  to  get  to  your  clients. 
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Timbuktu/Remote  20 

•  View  and  operate  another 
Macintosh  over  telephone  lines 

•  Two-way  file  transfer 

•  Enhanced  security  (multiple 
passwords  and  call  back) 

•  Flexible  CCL  scripts 
Timbuktu/Remote  Access  Pack 

•  Timbuktu/Remote  software 

•  9600  bps  Remote/V.32  modem 

•  Remote/WakeUp”  modem  cable 
for  starting  up  a  Macintosh  II 
remotely 

Portable  Pack 

•  Complete,  all-in-one  carrying  case 

•  Two  copies  each  of  Timbuktu®  and 
Timbuktu/Remote 

•  Two  PhoneNET  StarConnector® 
devices,  tools,  and  wiring  accessories, 
even  a  pocketknife 


Go  to  the  store  instead,  and  get  yourself  and  your  client  a  copy  of  Timbuktu /Remote^  2.0. 

Timbuktu/Remote  2.0*  software  lets  you  view  and  operate  any  Macintosh  connected  to  a 
modem,  right  from  the  Macintosh  in  your  home  or  office.  Which  means  that  from  across  town  or 
across  the  country,  you  can  solve  your  clients’  software  or  networking  problems  as  if  you  were 
in  the  same  room  with  them.  And  with  both  your  screen  and  your  remote  user’s  screen  on  your 
monitor  at  the  same  time. 

If  you  don’t  already  own  a  high-speed  modem,  we  provide  everything  you  need  in  the 
Timbuktu/Remote  Access  Pack ,™  including  our  9600  bps  full-duplex  Remote/V.32™  modem  and 
a  hardware  flow  control  modem  cable. 

But  what  if  you’re  already  on  the  road? 

If  you’re  at  a  client  site,  or  in  a  hotel  room  with  a  Mac  and  a  modem,  the  Farallon™  Portable 
Pack  is  the  ideal  solution.  The  Portable  Pack  contains  everything  you  need  to  hook  into  a  LAN  or 
local  phone  lines  and  communicate  with  others. 

For  information  on  these  and  other  products,  check  out  our  bulletin  boards  on  America 
Online,  AppleLink,  and  Connect.  (IDs  for  all:  FARALLON.)  Or  call  our  Customer  Service  line  at 
(415)  596-9000.  Dealers  call  our  Reseller  Hotline  at  1  (800)  344-7489  in  U.S.  and  Canada. 

♦One  copy  of  Timbuktu/Remote  and  a  modem  are  required  at  each  location.  A  9600  bps  full-duplex  modem  is  recommended. 
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Directory 
Travel  to  a  client's 
office  with  the 
click  of  your 
mouse. 


File  Transfer 
Fast,  direct  file 
transfer  beats  over¬ 
night  delivery  or 
e-mail. 

Security 
Multiple  pass¬ 
words  and  call 
back  puts  you 
in  control. 
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Company  are  trademarks  of  Farallon  Computing.  Inc.  AppleLink  and  Macintosh  are  registered  trademarks  of  Apple  Computer,  Inc.  Connect  is  a  registered  trademark  of  Connect.  Inc.  America  Online  is  a  service  mark  of  Quantum  Computer  Services,  Inc.  ©  1990  Farallon  Computing,  Inc.  Alt  rights  reserved. 
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dvertise  in  Network  World’s  Direct  Response  Card  Decks, 
and  generate  quality  leads  from  150,000  Network  World 
subscribers. 


Reserve  your  space  today!  Call  Joan  Bayon  Pinsky,  Sales 
Director/Product  Classified  Advertising  at  800-622-1108  or 
508-875-6400.  Mountain  and  pacific  time  zone  advertisers 
call  Clare  O’Brien,  Account  Executive  at  800-622-1108. 
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With  the  high  cost  of  travel,  Farallon’s  remote  communications  products 
offer  a  better  way  to  get  to  your  clients. 
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Timbuktu/Remote  2.0 

•  View  and  operate  another 
Macintosh  over  telephone  lines 

•  Two-way  file  transfer 

•  Enhanced  security  (multiple 
passwords  and  call  back) 

•  Flexible  CCL  scripts 
Timbuktu/Remote  Access  Pack 

•  Timbuktu/Remote  software 

•  9600  bps  Remote/V.32  modem 

•  Remote/WakeUp™  modem  cable 
for  starting  up  a  Macintosh  II 
remotely 

Portable  Pack 

•  Complete,  all-in-one  carrying  case 

•  Two  copies  each  of  Timbuktu®  and 
Timbuktu/Remote 

•  Two  PhoneNET  StarConnector® 
devices,  tools,  and  wiring  accessories, 
even  a  pocketknife 


Go  to  the  store  instead,  and  get  yourself  and  your  client  a  copy  of  Timbuktu  /Remote™  2.0. 

Timbuktu/Remote  2.0*  software  lets  you  view  and  operate  any  Macintosh  connected  to  a 
modem,  right  from  the  Macintosh  in  your  home  or  office.  Which  means  that  from  across  town  or 
across  the  country,  you  can  solve  your  clients’  software  or  networking  problems  as  if  you  were 
in  the  same  room  with  them.  And  with  both  your  screen  and  your  remote  user’s  screen  on  your 
monitor  at  the  same  time. 

If  you  don’t  already  own  a  high-speed  modem,  we  provide  everything  you  need  in  the 
Timbuktu  /Remote  Access  Pack ™  including  our  9600  bps  full-duplex  Remote/V.32"1  modem  and 
a  hardware  flow  control  modem  cable. 

But  what  if  you’re  already  on  the  road? 

If  you’re  at  a  client  site,  or  in  a  hotel  room  with  a  Mac  and  a  modem,  the  Farallon ™  Portable 
Pack  is  the  ideal  solution.  The  Portable  Pack  contains  everything  you  need  to  hook  into  a  LAN  or 
local  phone  lines  and  communicate  with  others. 

For  information  on  these  and  other  products,  check  out  our  bulletin  boards  on  America 
Online,  AppleLink,  and  Connect.  (IDs  for  all:  FARALLON.)  Or  call  our  Customer  Service  line  at 
(415)  596-9000.  Dealers  call  our  Reseller  Hotline  at  1  (800)  344-7489  in  U.S.  and  Canada. 

*One  copy  of  Timbuktu/Remote  and  a  modem  are  required  at  each  location.  A  9600  bps  full-duplex  modem  is  recommended. 
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HERE  IS  STILE  TIME  TO  PEACE  YOUR  ADVERTISING  IN  THE 


PREMIERE  ISSUE  OF  GLOB  AL  NETWORKS.  THE  SPRING  ISSUE, 
TO  BE  MAILED  IN  MARCH,  WILL  CLOSE  ON  JANUARY  31, 1991. 
DON’T  MISS  THIS  OPPORTUNITY  TO  SHOWCASE  YOUR  PROD- 


All  advertisers  in  the  premiere  issue 
of  Global  Networks  will  maximize 
the  impact  of  their  advertising  pro¬ 
gram  by  taking  advantage  of  these 
value-added  marketing  opportunities: 


Written  from  a  truly  global  perspective,  Global 
Networks  is  edited  for  managers  who  have  direct 
responsibility  for  planning,  building  and  managing 
global  networks  for  their  companies.  As  such,  they 
represent  tremendous  volume  buying  potential  to 
any  marketer  of  computer  and  communications 
hardware,  software  and  services. 


Global  Networks  will  be  read  by  network  exec¬ 
utives  at  the  at  the  world’s  largest  corporations. 
No  other  publication  offers  a  worldwide  distri¬ 
bution  based  on  the  leading  companies  as 
reported  by  the  Business  Week  Global  1000 : 


GLOBAL  NETWORKS  GEOGRAPHICAL  DISTRIBUTION 


Rest  of 
World 
4% 


Europe 

28% 


North  America 
35% 


Pacific  Rim 
33% 


UCTS  AND  SERVICES  TO  OUR  WORLDWIDE  AUDIENCE  OF  20,000 
GLOBAL  NETWORK  MANAGERS  IN  A  NEW  MAGAZINE  WRITTEN 
ESPECIALLY  FOR  THEM. 


•  Free  listings  in  the  Global 
Distributor  Directory 

•  Worldwide  advertising  effective¬ 
ness  to  be  measured  by  Harvey 
Research. 

•  Customer  mailing  service,  FAXNet 
lead  generation  and  more. 


EDITORIAL 

Country  Spotlight :  Japan 

Global  Marketplace  Buyer’s  Guide  :  ISDN  PBX’s 

Global  Service  Report :  Virtual  Private  Network  Services 

Bonus  Distribution  -  Cebit  ‘91  Hannover  Germany 

ICA  ‘91  Anaheim,  CA 
Computer  ‘91  Hong  Kong 


Call  your  Global  Networks  District 
Manager  or  Bill  Perry  at  (404)  394- 
7509.  Once  the  issue  closes,  there 
will  not  be  another  opportunity  to 
reach  this  prestigious  audience  until 
our  summer  issue  in  July. 

^Global, 

Networks,. 

With  One  Buy,  Cover  The  World 
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Date 

Ad  Close 

Feature  Editorial 

Show 

Distribution 

Tf  Z _ 

Special 

Jan.  7 

Dec.  19* 

Buyer’s  Guide:  Ethemet-to-token-ring  gateways 

Mac  World  Expo 

Jan.  14 

Jan.  2 

Technologies  of  the  Future:  SONET 

ICA  Winter  Conference 

Harvey 

Jan.  21 

Jan.  9 

Evaluating  IBM’s  TCP/IP  and  OSI  Connectivity 

Jan.  28 

Jan.  16 

1.  Annual  Salary  Survey 

2.  Buyer’s  Guide:  IBM-to-DEC  connectivity  products 

ComNet  ‘91 

Network  Computing 
Forum 

ISDN  Guide 
Lead  Service 

Feb.  4 

Jan.  23 

Buyer’s  Guide:  Interexchange  carrier  net.  mgt.  sys. 

Feb.  1 1 

Jan.  30 

1.  Fault-tolerant  networking 

2.  FDDI  update 

NetWorld  ‘91  Boston 

LAN/WAN 
Integration 
Lead  Service 

Feb.  18 

Feb.  6 

Trends  Reshaping  Networks:  Image  processing 

Feb.  25 

Feb.  13 

Buyer’s  Guide:  Satellite  networks 

Mar.  4 

Feb.  20 

Dealing  with  systems  integrators 

Windows  &  OS/2 

Harvey 

Mar.  11 

Feb.  27 

Buyer’s  Guide:  Intelligent  wiring  hubs 

Cebit  ‘91 

Mar.  18 

Mar.  6 

1 .  Evaluating  ISDN  options 

2.  Comparing  tariff  information  services 

Supercomm 

Lead  Service 

Mar.  25 

Mar.  13 

Buyer’s  Guide:  Electronic  mail  software  and  services 

Apr.  1 

Mar.  20 

Trends  Reshaping  Networks:  EDI 

Apr.  8 

Mar.  27 

Buyer’s  Guide:  LAN  operating  systems 

Apr.  15 

Apr.  3 

Standards  update 

Apr.  22 

Apr.  10 

Buyer’s  Guide:  Interexchange  carrier  digital  private-line  services 

Apr.  29 

Apr.  17 

Twisted-pair  networks 

May  6 

Apr.  24 

Buyer’s  Guide:  X.25  packet  switches 

Dexpo  South 

DCI/NW  Financial  Nets 

Harvey 

May  13 

May  1 

Trends  Reshaping  Networks:  Security 

GlobalNet 

Lead  Service 

May  20 

May  8 

Virtual  networks  update 

May  27 

May  15 

SNA  update 

June  3 

May  22 

1.  Buyer’s  Guide:  Bridges/routers 

2.  Survey:  Critical  Issues  Facing  Users 

ICA 

Lead  Service 

June  10 

May  29 

Buyer’s  Guide:  Bypass  equipment 

June  17 

June  5 

Voice  processing 

June  24 

June  12 

Buyer’s  Guide:  SNMP  management  tools 

PC  Expo 

* Early  close  due  to  holiday  scheduling. 


